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Falstaff’s New Orleans, La. Plant 


COORDINATED MULTI-PLANT OPERATION. The 
Falstaff Brewing Corporation of St. Louis, Mo., 
knits together its wide-spread organization with a 
Private Wire System. Interconnecting their plants 
and offices in Missouri, Indiana, Nebraska, Louisi- 
ana and California, this fast, two-way service 
allows Falstaff to coordinate production schedules, 
sales and advertising programs, accounting and 
inventory information...and all other phases of 
their operation. Their communication costs have 
dropped 20% since the private wire was installed! 


A United Air Lines DC-7 Mainliner 


IMPROVED CUSTOMER SERVICE. United Air Lines uses its Western 
Union Private Wire System as a fast, efficient means of maintaining 
payload and reservation control. Centered in Denver, the system con- 
nects 323 stations in 66 cities and handles 100,000 messages a day. 
It enables United to keep an accurate running count of available 
space, reservations and cancellations for every flight throughout its 
13,000 mile organization and to flash this information to any station. 
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Campbell Steel’s Warehouse at Corpus Christi, Texas 


LOWERED OPERATING COSTS. The Campbell Steel 
Company of San Antonio, Texas, connected its 
San Antonio and Corpus Christi plants with a 


Private Wire System, thereby realizing a large 
reduction in overhead costs and inventory. 
Through the fast, accurate service of their private 
wire, they have consolidated credit, purchasing 


and scheduling departments into one city. They've 
cut their San Antonio warehouse inventory 50% 


PROFIT FROM WESTERN UNION cee 
ah MORE EFFICIENT 


SCHEDULING. 


xi a The Luper Transportation 

i on, Company, Inc., a trucking 
— firm of Tulsa, Oklahoma, 

® we -- uses a private wire system 


to connect their central 
office with terminals in 


The improved company communications provided by Western Union Private other cities. The increased 
speed of company commu- 


Wire Services will help your firm increase operating efficiency right down the A 4 : | hentia tate: olen Maat 
line. In most cases, too, private wires result in immediate reductions in overall ; A closer control over their en- 


communication costs. tire operation. Truck arrivals 
and departures at each sta- 


Shown here are just a few of the ways some present users have benefited o mare tion are known immediately 


from Private Wire Services. and preparations can be made 
for rush pickups or deliveries... 


resulting in 100% utilization of their equipment. 


If you are currently spending more than $75 a month for com- 


munications, both oral and written, between any two points... FREE BOOKLET tells what you should 
know about Private Wires and their 


Ask yourself these questions: e Asin all other business purchases, application to modern business. 
do we want to take advantage of _---..--.-----.- 
volume rates—this time in COM- * WIRE COLLECT 


MUNICATIONS . .. FOR YOUR ‘|= UNION 





e Do we need a permanent, printed 
record of incoming and outgoing 
communications... 





’ 
: Sa TTS WTB Fe Sd eS RST as WW 
°, Weeld tnstantencees, continwews If your aneunr te any of eee tonite So 
cont w is “‘yes’’, you should investiga . 
' act between any two or more ficiency and economy of a Westers Just hand 60 HUDSON STREET, NEW YORK, N. Y. 
points—branch offices, ware- = 77) hte Wire Svstem. F thin tout : aig? 
houses. plants. ofc add to the Union Frivate Wire System. for more Please send, without obligation, 
rans P ’ ceee . information on what such a system can fo your copy of Private Wire Booklet. 
efficiency of present operation... do for your business, send for ** What secretary. 
Has our business followed today’s You Should Know About Western Y 
re asec Union Private Wire Services,’ a book- Company 
trend toward “decentralization” — let covering all types and applications ee aan 
spreading operations over a@ of private wire communications. No a r 
ity. 


broader area... cost or obligation. 
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a special message 
for manufacturers of 
automotive equipment 
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need a finish for low cost specify 
corrosion protection or 
showroom sparkle? 


Whether you’re finishing non-ferrous parts for high corrosion 
protection, paint base, or for showroom sales appeal, you can 
be sure of low material and production costs and peak perform- 
ance when you specify Iridite. Here’s what you can do with 
Iridite: 

- ON ZINC AND CADMIUM you can get highly corrosion resistant 
finishes to meet any military or civilian specifications and 
ranging in appearance from olive drab through sparkling 
bright and dyed colors. 

ON COPPER... Iridite brightens copper, keeps it tarnish- 
free; also lets you drastically cut the cost of copper-chrome 
plating by reducing the need for buffing. 

ON ALUMINUM Iridite gives you a choice of natural alumi- 
num, a golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. Process in 
bulk. 

ON MAGNESIUM Iridite provides a highly protective film in 
deepening shades of brown. No boiling, elaborate cleaning 
or long immersions. 


AND IRIDITE IS EASY TO APPLY. Goes on at room temperature by 
dip, brush or spray. No electrolysis. No special equipment. No 
exhausts. No specially trained operators. Single dip for basic 
coatings. Double dip for dye colors. The protective Iridite 
coating is not a superimposed film, cannot flake, chip or peel. 


WANT TO KNOW MORE? We'll gladly treat samples or send you complete 
deta. Write direct or call in your Iridite Field Engineer. He's listed under 
“Plating Supplies” in your classified telephone book. 


lridite is cpproved under government specificotions 


INCORPORATED 
4004.06 E. MONUMENT STREET © BALTIMORE 5. MO 


Monvtecturers of lridite Finishes for Corrosion Protection and Paini 
Systems on Non-Ferrous Metals, ARP Piloting Chemicals. 
WEST COAST LICENSEE: L. H. Butcher Co. 





Your Stake in 
TO BieCtracas Pitas ok ee ic 


ANNESTA R. GARDNER 
Industrial k-ditor 


New products, new markets, new ways to increase productivity—all 
these await your company in the electrical age. Here is what can be done 
right now to cash in on to-day’s developments, and to get ready for 


opportunities-to-come in the years ahead. 


How to Make Money from 
ee EERE OE MERE 


DonaLp R. LONGMAN 
Director of Market Research, Atlantic Refining Co. 


The small order is one of the biggest headaches in manufacturing. Here, 
presented in checkchart form by a noted analyst, are 35 ways to tackle 
the problem. How many can be adapted for your operation and how 


many will enable you to add to your profits? 


Business Libraries Light the Way..........41 


MARIAN C. MANLE’ 
Business Librarian, Newark (N. J.) Public Library 


A library is generally considered to be the province of the scholarly. But 
in several communities to-day, the business man 1s learning that there 
is a library branch set up to meet his needs, whatever they may be. Here 


is an article describing the facilities offered. 


D E P A R 


Heard in Washington.........eseeeceees 


Paul Wooton reflects random thoughts of Cabinet 


members and other high Washington officials. 


Voice Of Industry .....cccsccccecescccess 
Leaders in the business world speak about long-range 
planning, employer relations, top management. 


&? 


Compass Points of Business............. 
A quarterly review of current economic develop- 


ments. emphasizing present and future indications. 


Letters to the EditOr ....cscecccscccccces 
Letters from all over—agreeing, disagreeing, suggest- 


ing, requesting—the readers speak their minds. 


oo 


Frontispiece e*eeeeee#ee#eee#e*e#e#e#e##@ e*eeee#eee#e*e#*e#*e#*# . * *« @ 
The camera catches nature’s electricity in vivid and 


brilliant action—Photograph by Devaney. 


Subscription: $5 a vear in U.S.A. and Possessions, and Canada. Elsewhere $10. Single copy, 75 
cents. Please state title and emploving company when subscribing. 

Staff personnel appear on page 120. Copyright 1954 by Dun & Bradstreet Publications Corpora- 
tion. Copyrighted under International Copyright Convention. All rights reserved under Pan Amer- 
ican Copyright Convention. The titles Dun’s Review and Mopern INpusrry are registered in 
the U.S. Patent Ofhice. Cover by Howe. 

[his magazine is indexed in the Industrial Arts Index, in the Public Affairs Information Service, 
and also semi-annually in an index available upon request to the publishers.... Member BPA, 
NBP, SBME, and MPA... . Printed in U.S.A. 
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Safer than Slippery Flooring 


























Fourteen Important Ratios 
for 24 Wholesale Lines.............é.++.42 


Roy A. FouLke 


Vice-President, Dun & Bradstreet, Inc. 
Unique yardsticks for measuring the financial soundness of the business 
operation, these fourteen important ratios have been compiled annually 
since 1931. Here is an easy way of comparing the soundness and progress 


of a business with that of others in the same line. 


Making the Most of Your 
i sl ae nag lll 


James K. Blak! 
Marketing kditor 


Your anniversary, your millionth product, your new expansion can all 
produce extra returns. Here’s how companies are getting extra sales, 
greater prestige in their markets and community by featuring their 


milestones in sales, advertising, and public relations campaigns. 


NAF Trains Men for Management........85 


Acerep G. LARKE 
Employer Relations Editor 


One of the busiest organizations training supervisors and middle man- 
agement for advancement in industrial life is the supervisors’ own 
National Association of Foremen. Here's a full-length portrait of an 


outfit that has been preaching since 1925 that foremen are management. 


M E N 7 S This aerialist spinning high over the center 


ring knows she’s taking a risk—but training 


warns her to be careful. However, every day 


ae I I NN iiss sweecttcaene 


ake | | workmen are killed or hurt falling on slippery 
Taking the pulse of business by analyzing trade, ' 


; 7 floors that look safe but are treacherous 
prices, production, employment, and income. > ‘ : . 
underfoot. Best inexpensive insurance against 
Executive Bookshelf 61 these accidents is A.W. Super-DIamonpD— 


Informative discussions of the latest business volumes 


the floor plate with 40 slip-stopping traction 
points in every step. SuperR-DIAMOND is 
to help the executive select future reading. ' ' ; 

: tough, rolled steel, with an exclusive raised- 
diamond surface that takes rugged wear and 


New Methods and Materials..............-+--77 


These unusual products and ideas may hold the key 


gives maximum foot safety in return. Specify 
SUPER- DIAMOND when you want the best buy 
to your baffling design and manufacturing problems. im low-cost accident prevention. Oe 
stall. Simple to maintain. Write today for the 


Sales and Distribution. oeeeeeer eee ereeeereeeees 93 new, free SuPpER-DIAMOND Booklet Sp)-1. 


This month two important checklists plus items on 


research, discounters, integrated selling. 





Here and There in Business..............++-107 


New developments, products, and uses that can be of 


Economy Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


Other Products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate 
Pilates « Sheet « Strip « (Alloy and Special Grades) 


help to managements in many fields. 





Published monthly by Dun & Bradstreet Publications Corporation. Publication office: 300 W. 
Adams Street, Chicago. Editorial, advertising, and subscription office: 99 Church Street, New 
York 8, N.Y., Digby 9-3300. 


Correspondence generally should be addressed to the offices in New York . . . Manuscripts or 
other material tor publication should be addressed to the Managing Editor in New York. Adver- 
tisers should send proofs and plates with copy instructions directly to R. F. Bogner, Operating 
Department, Dun’s Review ann Mopern INpoustry, 350 East 22nd Street, Chicago 16. Adver- 
tisements to be set by publication must be sent with complete instructions to Production De- 
partment, Dun’s Review ann Mopern Inpustry, 99 Church Street, New York 8, N.Y. 
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BUSINESS IN MOTION 





Improve quality, reduce production costs — either or 
both. That is the aim of Revere in its relations with 
customers and prospects. Here is an example that is 
rather spectacular. It involves overlaying a silicon 
bronze gasket surface 214” wide around the periph- 
ery of a 46-inch diameter, 214” thick steel tube sheet 
for a large heat exchanger. 

During a call on the manufacturer Revere was 
given the opportunity to see the overlaying operation. 
It was being done manually, by 
the gas-shielded tungsten arc 
method. Experience showed 
that the time required to com- 
plete the operation was from 
6'4 to 7 hours. Included in the 
material cost was a full tank of 
argon, price about $26.40. After 
the gasket surface was com- 
pleted, it was machined, which 
sometimes revealed excessive 
iron pickup, caused by differ- 
ences in welding speed or other 
operator variants. Sometimes 
there would be porosity, sometimes excessive hard- 
ness. Repairing these spots by re-welding meant that 
the surface had to be machined again. 

The company in question is highly skilled, and 
seldom needs to call in people from outside. However, 
this difficult operation was of considerable concern 
because of the size of the contract and the extra costs 
involved. Revere was asked for its opinion. After 
studying the matter, it was suggested that the gasket 
surface could be done more quickly and uniformly 
by semi-automatic methods, using equipment already 





available in the shop. The necessary strict details of 
procedure were developed in the Welding Section of 
Revere’s Research and Development Laboratory at 
Rome, N. Y.so that we were able to prove the method. 
The customer’s shop was then revisited and assistance 
given in setting up the equipment, which included a 
variable-speed welding positioner to rotate the tube 
sheet under a stationary head. On the first sheet over- 
laid by this gas-shielded metal arc process, the time 
required was 49 minutes. 

Time thus was reduced by 
some six hours. Argon consump- 
tion was cut to about 25 cubic 
feet at a cost of about $3, repre- 
senting a saving of about $23 in 
gas alone. Cost estimates of the 
two processes indicated a total 
saving of about $50 per tube 
sheet. Since the manufacturer 
still had over one hundred of 
these heat exchangers to make 
before the contract was com- 
pleted, total savings will amount 
to about $5,000, as a result of the better method. 

It is interesting to note that no Revere materials 
were involved in this work. Nevertheless, Revere was 
glad to do it for an important customer, one who buys 
large quantities of our metals. 

In these days it is more important than ever to hold 
costs down. Perhaps your suppliers have some special 
skills that you could use. No matter what you 
make, it would be wise to seek their collaboration 
on the matter of improving quality, reducing costs, 
or both 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
SEE ‘‘“MEET THE PRESS’’ ON NBC TELEVISION, SUNDAYS 
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Ex ECTIONS change no problems. Members 
of the eighty-fourth Congress will face the same old issues. Few of 
them will be resolved differently because of some changes in the 
personnel of the Senate and House. While there are many advantages 
in having party strength fairly evenly divided, the present situation 
could cause trouble only if rivalry takes the form of currying favor 
by such things as unwise tax reduction, by providing too much in 
the w ay of support for farm products, or by further liberalizing of a 
housing program that already is too liber al. 


* * * *« * 


American business men have lived with an unstable world situ- 
ation so long that they now give it no serious consideration in their 
planning. Washington is taking note of the pressure for less military 
and foreign aid spending. Further cuts in defense appropriations by 
the new Congress seem certain. 


x * * + * 


Foreign investment is lagging far behind other developments in 
the world economy. Officials of the International Bank for Recon- 
struction and Development and of the International Monetary Fund 
are worried. Treasury Secretary Humphrey, Chancellor of the Ex- 
chequer Butler, Economics Minister Erhard, and other stalwarts 
pointed out the importance to the free world of meeting capital 
requirements for sound projects. 


* * « * x 


Now that the elections are over progress on amendments to the 
Taft-Hartley Act may be expected. Changes in the law were not 
made at the last session because each of the parties preferred to have 
that act as an issue in the campaign 


¥ ¥ * ¥ . 


Information reaching the Commerce Department indicates that 
disquieting developments last Summer in Indo-China prompted 


considerable speculative buying which slowed down the inventory 
adjustment then underway. Reduction is proceeding again but of- 
ficials think it could go further and be in the general interest. 


* * i” « 


Support for construction that will relieve highway congestion {S 
general, but the proposal to raise $50 billion additional by the sale 
of tax-free securities does not please officials who feel there are too 


many tax-free issues on the market already. 


* * * ’ . 


Automation in business and industry is prompting Defense and 
Labor Department officials to point out that higher education is be- 
coming more important than ever. Trend of demand is not toward 
numbers, but toward quality of workers. Need for highly skilled 
workers is increasing rapidly. Use of complicated mechanisms made 
it necessary to revise upward the standards that must be met in the 


skilled categories. 
* x + * «x 


While the agreement reached at the Nine-Power Conference in 
London is an old fashioned military alliance, which is a step away 
from unification, some are inclined to believe it is a more practical 
way of providing defense for western Europe. Doubt is expressed 
that unification would have made much progress under the EDC 
plan. 

¥ aa * * » 


While 1954 is the second best year in the history of American 
business, it is now apparent that the people are not satisfied with the 
second best. The clamor is for new all-time highs. The curve of eco- 
nomic advance through the years has been a jagged line. No one 
expects it to be otherwise in the future, but the prospects are that 
the valleys in the future will be accepted less complacently than in 
the past. 





During his past 40 years of reporting in and out of Washington, Paul Wooton 
has earned a respected position among his colleagues and with Government 
officials, both old and new. He is a Past President of the National Press Club, the 
Overseas Writers, the White House Correspondents’ Association, and the Society 
of Business Magazine Editors. 
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“i POWER GIANT 


Industrial Engines and Power Units 


' \ 
d t 


more than ‘“proven-in-action” engine features. Willys POWER 


Now you can have even 


GIANTS give your equipment added merchandising value with 
high powered sales appeal. 


High powered, because in their class, the POWER GIANTS 
cannot be topped in raw power. And, sales appeal, because 
millions of men, both in and out of the military service, have 


marveled at the rugged performance of Willys Engines. 


Here’s extra value for your powered equipment at no extra 
cost. If you manufacture equipment or buy it, specify Willys 


POWER GIANTS. 


WILLYS MOTORS, INC. 


Industrial Engine Department 
1450 North Cove Bivd. Toledo, Ohio 





Long-range planning 


for future markets 


. we can im- 
prove upon our pres- 
e, F | ent performance.” 


BENSON FORD 


Vice-President, Ford Motor Company, 
before Advertising Federation of 
America, Boston, Mass. 


To a marked extent, so far as 
business is concerned, the job of 
maintaining stability is a job of ex- 
tensive and sound forward _ plan- 
ning. It means bringing all the 
knowledge and skills at our com- 
mand to bear on the job of fore- 
casting and analyzing the future 
market. It means planning intelli- 


gently to meet that market, and try- 
ing to stick confidently to those 
plans despite temporary changes in 
business conditions. 

Obviously, every sound company 
is always anxious to do all it can 
to stabilize its production and mar- 
keting and employment. Because 
of seasonal and other factors, there’s 
a tremendous variation in the abil- 
ity of different kinds of producers 
to operate at a steady pace all year 
round. 

There is one area in which I be- 
lieve all industry can make a very 
basic contribution to stability. That 
is in how we plan and carry out 
our capital investment programs. 
In the past few years, industry has 
been spending more than $25 bil- 
lion yearly on new and modernized 
plants and equipment. That kind of 
investment gives a tremendous sus- 
tained lift to the whole economy. 


Continued on page 12 





Say—those new ads for Wilson’s meats 


really get home to you, don’t they? 


That's because 
Needham, Louis & Brorby* 
knows how to dramatize a 
product—even as familiar 

a one as meat. 


* Here are the clients of Needham, Louis & Brorby... 


Campbell Soup Company 


Cummins Engine Company, Inc. 
The Eagle-Picher Company 


Morton Salt Company 
The Peoples Gas Light and 
Coke Company 


Household Finance Corporation Phenix Foods Company 


S. C. Johnson & Son, Inc. 
Kraft Foods Company 
Macwhyte Company 


Monsanto Chemical Company 


The Quaker Oats Company 
State Farm Insurance Companies 
Wieboldt Stores, Inc. 

Wilson & Co., Inc. 


Wilson Sporting Goods Co. 
NEEDHAM, LOUIS & BRORBY, Inc. Advertising 


135 South La Salle Street, Chicago 3, Illinois 


Chicago 


New York 


Hollywood Toronto 








Dramatic proof of ANTISEPTIC WESTONE’S 
effectiveness. The hand at left was rubbed 
across an ordinary untreated section of floor. 
The hand at right was rubbed over a section 

‘ which had been treated with dust-controlling 
ANTISEPTIC WESTONE. 


VO A a ee Nae me! 
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@) _DISINFECTING 
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don’t just 





Sweeping only rearranges dust. As a matter of fact, sweeping 
and floor traffic are the main dust spreaders—not open doors and 
windows as you might think. And dust is damaging. It spreads 
many harmful disease bacteria that often cause absenteeism. It 
affects precision apparatus and delicate finished products. Makes 
store merchandise, office and institutional floors unsightly. 

ANTISEPTIC WESTONE CONTROLS DUST. Loosens and picks it up 
from floors, bins, shelves, furniture. Seals floor surfaces. Im- 
proves their appearance. Holds down subsequent dust so traffic 


can’t raise it. Its antiseptic properties inhibit growth of bacteria. 


ANTISEPTIC WESTONE is economical. It works as fast as a man 
can walk. One man can do the work of three in maintaining 
floors. And it goes a long way. One gallon covers 4,000 square 
feet. Interested? Check the coupon. 


WANT DETAILS? 


Tear out this coupon and 
mail with your letterhead 


I’m interested in: 


{] A FREE leaflet on 
WESTONE. 


[] A talk with a West ex- 
pert about my special 
floor problems. No sales 








42-16 West Street, Long Island City 1, N. Y. 
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pitch. No obligation. Just 
discussion and a demon- 
stration if | want it. 
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line of Danly Presses repre- 
sents the most advanced thought in 
press engineering. Completely en- 
closed integral controls simplify in- 
stallation, make Operation more 
flexible. Both electrical and pneu- 
matic controls gre conveniently 
housed and accessible at floor level. 
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all 


i i any sec- 
s you need for blanking, hg 
a dogree mes by in le, double or triple acti gira 
carte the o-ggge ; sult nas plant layout. eon 00 te Sean 
D as iain une ae at every stage of your sta 
Danly line o 
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Drawin 


COSTS LESS on A DANLY 


When you 9¢t @ tough draw job 


a choke Point, this Danly draw press j 
with a Special slide motion that pe 
Stroking without exceeding safe drawi 











are designed especially for auto. 
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++ PUtitong Danly 


by a top drive double action draw Press. This line 
thought in press 

1 con- 
“plug-in” 


less Maintenance 


All Danly Presses are built heavier to Stand up 
under continuous Peak load Operation. Automatic 
oil lubrication adds hours of Production time to 
every working day. No Matter what your stamp- 


ing requirements are, Danly Presses Will reduce 
anly press engineer today. 


your costs. Cal] a D 
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“Bongo was our fastest materials handling man 


until we got Generalift Pallet Boxes” 


The modern way of moving parts and materials may not be as 
colorful as the old way—but it makes a lot more sense. When you 
have Generalift Pallet Boxes, one workman and a fork-lift truck 
can do the work of many. And we're finding more uses for this 


versatile container every day. 


Why not find out how a Generalift Pallet Box fits your storage and 
handling picture? Have one of our engineers call. And send for 
your free copy of ‘““The General Box.” It’s loaded with time-saving, 


money-saving ideas. 


ENGINEERED CONTAINERS FOR EVERY SHIPPING NEED. 
Factories: Cincinnoti; Denville, N. J.; East St. Louis; Detroit; Kansas City; Louis- 


ville; Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box 
Company of Mississippi, Meridian, Miss.; Continental Box Company, Inc., Houston. 


Genetal Box 


GENERAL BOX COMPANY, 1861 MINER STREET, DES PLAINES, ILL. 
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Surprisingly, it is still holding up 
despite the fact that the defense 
program is tapering off at the same 
time that we have had a mild busi- 
ness contraction. If industry contin- 
ues to be competitive and optimis- 
tic, We can sustain or even improve 
upon our present performance. We 
can and should be planning and 
carrying out our long-range invest- 
ment programs to be ready for the 
expanded market of the future. 


A vital function of 
top management 


“W here does respon- 
sthility for indus- 
trial relations rest?”’ 


GEORGE W. WILLIAMS 


President, The Russell Manufacturing 
Company, before California Personnel 
Management Association. 


One of the phases in industrial 
management that I believe is of con- 
siderable importance is the conf- 
dence which employees place in 
management. I believe this can best 
be accomplished by a system of 
communicating information from 
the front office to the employees. In 
the earlier days of industry, man- 
agement did not give one great 
damn what the employees might 
know about the condition of the 
company and the business. It is my 
general feeling that the employee is 
extremely interested to know the 
condition and progress of the com- 
pany for which he works. 

The question arises from time to 
time: Where does the responsibility 
for industrial relations rest? It 
doesn’t depend entirely upon the 
staff member of an organization 
who handles public relations on a 
full-time basis, or particularly on a 
lawyer who handles industrial re- 
lations. It comes directly from the 
front office. Without the confidence 
of the employees toward manage- 
ment, industrial relations becomes a 
very, very empty phrase. We should 
try never to forget that the top man 
(or the “Big Wheel”) in any organ- 
ization is really the top industrial 
relations man in that outfit. He is 
also the top public relations man. 
In my opinion, if he, the big boss, 
is not in sympathy with sound con- 
cepts of industrial relations, and if 
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plant-location 
news 


What transportation facts 
do you need? 


Recently, a container manufacturer using 
our Industrial Location Service to help 
select the right spot for his new plant, 
sent in this request: “We've got to be 
located where we can supply all areas of 
our market within 36 hours at a cost that 
will let us compete for new business.” 
As in many other businesses, the trans- 
portation costs and schedules involved 
could make or break his proposed opera- 
tion. But ILS found the pertect location— 
fast. 

Here are some of the reasons why. ILS 
is the one organization than can give 
complete, up-to-the-minute facts on 
transportation costs, schedules, and facil- 
ities. Whether your business calls for 
assembling heavy or bulky water-borne 
materials, or for the use of air transport 
to get there “fastest with the mostest,” 
ILS can give you all the facts—secured 
firsthand from dozens of carriers. 

We even maintain a Washington office 
to help in transportation problems. From 
this listening post we get current reports 
on tariffs, regulations, and schedules... 
and all of this information is included in 
our free transportation reports. To get 
one of these studies for your needs, all 
you do is contact ILS. 


We fill in the picture, too 


But this isn’t the only type of transporta- 
tion data ILS supplies. For one specialty- 
goods manufacturer we did all this: 
located sites with suitable warehouses 
for ceramic bodies, and within a short 
distance of LCL terminals. Even more 
important, we found him available sites 
with private railroad sidings. 

For every suggested location, ILS also 
prepared rates for assembling materials 
and distributing finished goods to given 
points. Supplied comparative rates for 
air, rail, water, and highway, too. 

By the way, the manufacturer received 
all these facts for a number of sites in 
less than ten days. Helped him pick just 
the right spot without delay. 


Other free plant-site services 


Transportation won't be your only con- 
cern when you re looking for a new plant 
location. But no matter what factors are 
involved, ILS can be of help. Reports 
are available on buildings and sites, mar- 
kets, raw materials, labor, water and 
local laws and regulations—to mention 
just a few. These surveys are tailored to 
meet your requirements, and sent to you 
without cost or obligation in strictest 
confidence. 

Our booklet called “Industrial Loca- 
tion Services” shows how you can put 
this valuable plant-location data to work. 
To get your free copy, just drop me a 
card, care of the New York State Depart- 
ment of Commerce, Room 737, 112 
State Street, Albany 7, N. Y. 


(joel E beg 


Director, Industrial Location Service 
( Advertisement) 
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The valuable extra you 
get with your 





Emerson-Electric motor 






Write for information on this 
consulting service, or bulletins 
on Emerson-Electric’s com- 
plete line of NEMA standard 
motors from 1/20 to Sh. p. 
(Check Bulletin desired.) 
_}) M453-A Capacitor-Start 
|] M453-B Split-Phase 

|| M453-C Integral 

|| M453-D Fan Duty 

() M453-E Oil-Burner 

[| M453-F Jet Pump 

) M453-G Blower 


You probably know that the Emerson-Electric 
motor has helped to build more than one prod- 
uct reputation by its outstanding performance. 










But are you aware that you can take advantage 
of the specialized experience and technical skill 
of Emerson-Electric Engineers and Designers 
on anything related to electric motors? 









Often, a simple change in design or production 
technique can save you many dollars, deliver 
better performance for you. Remember, 
Emerson-Electric has specialists ready to help 
solve your most complex motor problems. 







THE EMERSON ELECTRIC 
MANUFACTURING CO. 


St. Louis 21, Mo. 
EMERSON 25 EE > ELECTRIC 
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You will find this new approach to office 
improvement both stimulating and unique 
“Sunshine Styling” is a most unusual brochure which shows you 

how to achieve a more pleasant (and more productive! ) 
working atmosphere in your office. It presents business furniture 
which combines nature’s most satisfying colors with 
efficient, space-saving design. This dramatic new full-color 
guide, together with the expert assistance of your local 

Steelcase dealer, can make “Sunshine Styling” the most 

effective step in creating modern, practical offices which 


encourage your staff to do more good work, easier and faster. 


YOUR DEALER has a copy of “Sunshine Styling” 
for you, or you may request it, on your letterhead, 
from our office, Department G. 


METAL OFFICE FURNITURE COMPANY 
GRAND RAPIDS. MICHIGAN 


STEELCASE 
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he avoids responsibility for what 
happens to his organization’s com- 
munications, he is abrogating one 
of his most vital functions. 


~~ 


Supervisor’s role in 


labor relations 













.. one of the most 


responsible jobs in 
all industry...” 


ROBERT S. LYNCH 


President, Atlantic Steel Company, 
before National Conference of Indus- 
trial Management Clubs, Atlanta, Ga. 


In the shop, the supervisor per- 
forms one of his most important 
functions, in giving personal ex- 
pression to top management’s atti- 
tudes. The supervisor, because he 
is in shoulder-to-shoulder contact 
with his men, every hour of the 
day, has one of the most responsible 
jobs in all industry in helping man- 
agement express its human outlook. 
To express it is a prime part of his 
own management job. 


What thinks 


feels about people is bound to influ- 


management and 
ence the supervisor’s outlook. And 
the supervisor’s own assumptions 
and beliefs about men will, of 
course, determine his way of deal- 
ing with them. 

Only men who feel themselves 
free individuals have any free as- 
sent to yield. That explains why the 
who effective 


supervisor enjoys 


power—as contrasted with naked 
authority—will guard the human 
dignity of every worker under him 
as eagerly as he guards his own. He 
must do so for his own sake. He 
must do so in order to win the en- 
thusiastic response that only the 
treely assenting can give. 

When a supervisor works by this 
recipe, he does more than preserve, 
in his own bailiwick, the essential 
freedom on which our American 
strength depends. He is proving, 
day after day, how good it is—how 
well worth preserving. 

I don’t know of any real recipe 
for solving any of our human prob- 
lems, except mutual human respect. 
I want to underline the simple fact 
that mutual and human 


attitudes are fundamental to every- 


respect 


thing else. 
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mover 25 years. 





95 in Chrome 


Fed. tax incl. 


Extra 49¢ ink refill free 


Norma 4-Color Pencils $5 (F.T.I.) 


to $100*—in Chrome, Monel, 


Rolled Gold Plate, Sterling Silver, 


| Important ‘people 


nical 


proudly wear 
r executive gift! 


San be engraved 
'y or individual 
ionally guaran- 
perfection 
by Norma -+ makers of Norma 
Multikolor Pencils, famous for 







1/10 Kt. Gold Filled and 14 Kt. Gold. 


NAME 


COMPANY 


ADDRESS__ 





NorMA PENCIL CORPORATION 
Norma Building, 137 West 14th St., N.Y.C. 11 


Dept. 


Gentlemen: Please send details and quantity 
prices on Norma 4-in-1 Pen-Pencil and 4-Color 
Pencils. 
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Passengers quickly discover why they like the Otis Electronic Elevator Door. It’s the 
invisible electronic zone of detection that extends in front of the leading edges of both car 
and hoistway doors up to shoulder height—as shown in phantom above. It inspires 
passenger confidence. 

Whenever this electronic zone detects a person’s presence in the doorway, the doors politely 
reverse before they can touch the passenger. But if there is no chance of passenger interference, 
the doors close promptly after each stop. 

This zone of detection prevents unnecessary delays. If a talkative passenger lingers overlong 
in the doorway, a buzzer sounds and the doors slowly, firmly—but politely nudge the 
passenger out of the doorway so that the car can proceed on its way. 

The Otis Electronic Elevator Door is the crowning achievement in the field of the operatorless 
elevator. Its successful development insured the ability of operatorless elevators to move 
great masses of people in busy buildings with the greatest degree of safety. Ask any of our 





THE PRUDENTIAL BUILDING 5 . = 
South-Central Home Office 268 offices for details. 
Jacksonville, Florida Otis Elevator Company, 260 11th Ave., New York 1, N. Y. 


The beautiful new 22-story PRUDENTIAL INSURANCE 
COMPANY BUILDING—tallest office structure in Florida— 
will have 9 Otis AUTOTRONIC operatoriess elevators. It 
will be the center of Prudential’s vast South-Central 
Home Office operations, and its 8 upper floors will be 
available to other tenants. This is one of more than 175 
new and modernized office buildings, hotels, hospitals, 
banks, and department stores that have given AUTO- 
TRONIC elevatoring an overwhelming vote of confidence 
—by buying it! 


AUTOTRONIC 


Architects: Kemp, Bunch & Jackson 
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MODERN SCHEDULES DEMAND—POWER... 
FLUID POWER 


DUDCO DIVISION, Hazel Park, Mich. 
Dual-Vane Hydraulic Pumps, 3 to 120 
gpm; Fluid Motors, 7 to 140 hp; 2000 
psi operation. Piston-Type Pumps for 
5000 psi. 

HYDRECO DIVISION, Cleveland, Ohio 
Gear-Type Hydraulic Pumps, 3 to 120 
gpm; Fluid Motors, 3 to 52 hp; Cylin- 
ders; Control and Auxiliary Valves; 
1500 psi. 

WATERTOWN DIVISION, Watertown, N. Y. 
Raiiroad air brake valves for freight 
and passenger equipment, STRATO- 
POWER Hydraulic Pumps for Aircraft, 
to 3000 psi. 

KINNEY MANUFACTURING DIVISION, Boston, Mass. 
Rotating Plunger and Heliquad Liquid 
Handling Pumps, to 3000 gpm. Vac- 
vum Pumps, 0.2 micron, evacuate 
1800 cfm. 

AVRORA PUMP DIVISION. ayrora, Il. 

Liquid Handling Pumps, Centrifugais, 
4000 gpm, 500 ft. heads. Turbine- 
Types, 7000 gpm. Condensate Return 
Units. 


Vehicles that haul 75 ton loads .. . Shovels that 
handle 16 yards and more at a single bite... 
these are but two of the many juggernauts that 
move mountains or mole hills . . . that give in- 
dustry higher production at lower cost. And the 
key to velvet-smooth control of all this har- 
nessed energy is Fluid Power! 


Mine, Construction, Marine, Oil Field, Farm 
and Materials Handling Equipment attain ever- 
increasing productivity through the rugged de- 
pendability of Fluid Power. Machine Tools, 
Presses, Paper Machinery, Petro-chemical and 
other processing equipment achieve greater 
automation plus micrometric precision through 
Fluid Power. 


There are three divisions of The New York 
Air Brake Company which concentrate on the 
development of advanced design hydraulic 
equipment for this Fluid Power. Thus, from a 


single source, industry may have the ideal com- 
ponent for the specific function. . . . Gear, Dual- 
Vane and Piston Pumps, embracing a full range 
of capacities and pressures to 5000 psi, and 
Motors, Control Valves and Cylinders to de- 
velop complete hydraulic circuits. 


In addition to Fluid Power, industry finds the 
answers to its liquid handling problems in 
Aurora and Kinney Pumps. “Any material that 
can be pushed through a pipe” . . . from gaso- 
line and alcohol to tars, sludges, slurries and 
other heavy semi-solids . . . and the less dra- 
matic tasks of sump, deep well, boiler feed, and 
household needs are all dependably handled 
by these famous pumps. 


Write today for literature containing hun- 
dreds of ideas for you to improve your product, 
increase production and lower costs. 


THE NEW YORK AIR BRAKE COMPANY 








230 PARK AVENUE 


S20 FORE 17, BR. t. 
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i. OF THE strongest supports for 
business this year was that the American people 
had more money to spend than ever before. 
Personal after-tax income was at an annual rate 
of about $252.6 billion in the first nine months 
of 1954, about 1 per cent above that in the com- 
parable months of 1953 (Compass Point 13). 
Although a reduction in wage and salary pay- 
ments resulted from the 1.5 per cent decline in 
employment, lower tax rates helped to boost 
the take-home pay of those working, and un- 
employment compensation provided sustaining 
funds for the jobless (Compass Points 3-6). 


Sales, Savings, and Unemployment 


The dollar volume of retail sales in the first 
nine months of 1954 was maintained at a level 
less than 2 per cent below a year ago. While 
department store sales in the period from Jan- 
uary 1, to October 9, averaged 2 per cent below 
the 1953 level, sales either equalled or exceeded 
the comparable 1953 volume in six of the twelve 
Federal Reserve Districts. The percentage 
changes ranged from a gain of 3 per cent in the 
San Francisco District to a decline of 5 per cent 
in the Cleveland District. 

A rise from a year ago of 4 per cent in con- 
sumer spending for services in the first nine 
months of 1954 more than offset a decline of 
less than 1 per cent in spending for both durable 
and nondurable goods. Consumers continued to 
save about 8 per cent of their spendable funds, 
twice as large a proportion as the 4 per cent 
average for the post-war years 1947-1950 and 
for pre-war 1939. Added to the $379.1 billion in 
individuals’ liquid assets that were salted away 
by the end of 1953, these savings were part of 
a very comfortable nest-egg. 

Unemployment tapered off gradually to 2.7 
million in October from the February-March 
peak of 3.7 million. While the jobless were still 
considerably more numerous than a year ago, 
the proportion of the labor force unemployed 
in the first nine months of 1954, at 5.2 per cent 
was less than the monthly averages of 5.5 per 
cent in 1949 and 17.2 per cent in 1939. 

But the over-all figures for personal income 
and outlays, which hardly sound recessionary, 
tend to obscure some very real problems. The 
per capita expenditure for goods and _ services 
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H HILE THE FAILURE 


STATISTICS REFLECTED THE MARKED READ- 
JUSTMENT TO LOWER LEVELS OF ACTIVITY 
WHICH OCCURRED IN SOME LINES OF BUSI- 
NESS, IT APPEARED FROM THE OVER-ALL 
LEVELS OF OUTPUT, INCOME, AND SPENDING 
THAT 1954 MIGHT PROVE THE SECOND BEST 
BUSINESS YEAR IN HISTORY. WHETHER THE 
SOFTNESS IN SOME LINES MIGHT SPREAD TO 
OTHERS, OR WHETHER THE STRENGTH OF THE 
STRONG LINES MIGHT BE INFUSED TO THE 
WEAKER ONES ‘WERE QUESTIONS FOR 1955. 
HERE IS A BASIS FOR FUTURE JUDGMENT. 








for personal use dipped to $1,430 from $1,441 
in 1953, because the growth in population sur- 
passed that in spending. A further expansion in 
the population, certain for 1955, will require 
larger outlays for consumption if living stand- 
ards are to be maintained, or improved. And 
more jobs will be needed to keep the growing 
labor force gainfully occupied. 


Failures and Small Business 


That business was beset with many challenges 
in 1954 was reflected in the failure statistics 
(Compass Points 38 and 39). In the first nine 
months of 1954, failures averaged 218 a week, 
compared with 169 a week in 1953 and 150 a 
week in 1952. The rate of increase appeared to 


NUMBER OF . THOUSANDS 
BUSINESSES OF DOLLARS 
100 BUSINESS FAILURE RATES - 





GHEE THE FAILURE RATE PER 

10,000 BUSINESSES 

(scole at left) 
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be slackening, however. While failures averaged 
32 per cent higher than a year ago in the first 
eight months of 1954, the year-to-year rise 
dropped to 19 per cent in September. 

There were signs that the smaller businesses 
found it more difhcult to survive than the larger 
enterprises. The average liability per business 
failure dropped to about $43,000 in the first 
nine months of 1954 from around $44,500 in 
1953, although it still surpassed the $37,000 in 
1952. Corrected for changes in the value of the 
wholesale dollar, the comparable 1939 figure 
was roughly $27,000, the 1932 figure, $76,600. 

The rate of failure as a proportion of the 
business population was higher in the first nine 
months of 1954 than in other post-war years. 
So was the relationship of losses to the total 
annual output of goods and services. But both 
were well below pre-war levels (chart on this 
page). Failures in the various industries are dis 
cussed in more detail in “The Trend of Busi- 


ness” which starts on page 53. 
Mergers and New Incorporations 


Another confirmation of suffer competition 
in 1954 was the growth in the number of merg 
ers. A larger number of businesses was offered 
for sale this year than last. According to bus: 
ness brokers, they were more difhcult to sell, 
with the result that the prices sometimes 
dropped considerably. Prospective buyers were 
usually more interested in small factories manu 
facturing hard goods than in other kinds of 
enterprises; eating places were the least wanted. 

The number of new business incorporations 
in the first nine months of 1954 rose 11 per cent 
above the comparable 1953 level. While it has 
not been determined how many of the new 
incorporations were new enterprises and how 
many resulted trom the reorganization or merg 


er of existing businesses, it seems probable that 


The sharp upturn in the failure rate contrasted 
with the relatively miider rise in the relation of 
liabilities to total business, confirming the pre- 
ponderance of smaller casualties. Failures with 
liabilities less than $25,000 were 32 per cent 
above a year ago in the first nine months of 1954, 
compared with a rise of 20 per cent in those over 
$100,000. Failures involving liabilities of 
$1,000,000 or more were 14 per cent less num- 
erous than in the first nine months of 1954. 
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125,158 
153,843 
165.387 


154,451 





25.336 
s0.020 
30.464 
28,129 
28,611 


33,0848 


3) 648 
41.188 


9 738 
14,430 
17.653 
12.05] 
10,275 
15.030 
15,177 


15.698 
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942 
756 


124 


102,488 
119,604 
130,521 
130,721 
143.6897 
158,223 
164.085 
170,742 


71,915 
87,263 
95,172 
88.252 


103,896 
113,168 
82,322 
111,990 


151,402 
191.010 
211.560 
196,997 
231,415 
266.460 
276.548 
303.356 








6.840 
6.185 
8 034 
10,129 


39.339 
43.410 
4? 643 


45,350 


26.114 
28,201 
29.33 


28,344 


74,829 
7/.822 
76.139 


74,566 








6.603 
6,152 


- 
Sai 46 


3.690 


37,944 
43.746 
=> 42.351 


25,260 
26,742 
28,575 


71,332 
72,127 
70,264 





12,906 








13.484 





10.705t 





4,024 


se 


12,775 





3,497 
2.665 
2,307 


11,265 
9 105 
7.332 





3,0757 


11,516 





3,255 
4.073 
3,830 
3,759 
3,969 
4.625 


12,873 
17,024 
19,348 
20,171 
19,578 
18,457 





13,372 
15,190 
14,570 


18,6998 


19,904 
20,234 
21,208 


6,606 
7,613 
7,982 
7.9138 


10,474 
11,068 
11,310 
11.695 


24,620 
29.032 
31,782 
29.038 


34,5348 


43,123 
44,442 
46,947 





22,649 
22,141 
23,023 
21,208 


11,641 
11,453 
12,013 
11,695 


45,155 
46.334 
46.646 
46,947 








23,321 
22,131 


> 2) 100 


11,843 
11,563 
11,600 


45.959 
44.675 


=> 43,400 











oe Quarterly figures that are significant either for Ahedr change or their lack of change from previous levels. 
Third quarter figures for most series are based upon preliminary estimates and incomplete data. 
Sources of the statistical series and additional information concerning the figures are obtainable on request. 








eee Oe a a |. of business activity 














INCOME — PRODUCTION — 





































































































































































































F 11 12 13 14 15 16 17 18 19 20 
WEEKLY WEEKLY DISPOSABLE DISPOSABLE CORPORATE INDUSTRIAL ELECTRIC BUILDING EXPENDITURES GROSS 
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4().7 64.77 226.1 1.510 18.7 120 432.3 3.054 25.6 328.2 195] 
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39,5 70.97 752.38 [555° 75° 124 131.5 948 6.2 355.50 [ 
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735 735 ae api 13.2 1.533 10,082 18,280 357.9 L914 
5,152 18,515 25.5 er 22.4 3,593 17,624 6.58 6,451 . 113.3 L919 
6,695 6,403 24.3 ee 28.1 4,105 19,616 6.68 8.88] 295.1 1920 
5,625 5,116 24.0 sad 26.1 3,677 17,113 5.53 19,652 627.4 192] 
4,033 3,299 16.9 6.4 35.7 3,557 22,809 5.83 22,909 483.3 1929 
4,178 3,440 16.2 5.8 34.5 3,605 20,967 4.85 26,355 668.3 1930 
3,190 3,652 16.8 4.8 29.2 4.470 17,412 4.30 28,285 736.3 193] 
2,006 4,535 19.5 3.6 21.8 4.669 15,728 4.71 31,822 928.3 1932 
5,103t 8.9664 40.4 72 17.2 6.401 79,793 7.10 14,768 182.5 1939 
5,265 9.183 43.0 5.4 18.8 7,32) 34,945 2.10 13,619 166.7 1940 
7,22/ 13,387 49.0 9.2 21.7 9 615 38,99? 2.00 11,848 | 36.1 194] 

12,696 34,187 72.4 6.0 19.2 3,946 48.9)? 2.20 9 405 100.8 1942 
22,202 79,622 136.7 4.9 19.1 18,837 60,803 2.60 3.221 45.3 1943 
43,892 95,315 201.0 5.1 21.6 23,505 66.930 2.40 1,222 1.7 1944 
44,762 98,703 258.7 5.7 26.1 26,490 75.851 2.20 810 30).? 1945 
40,027 60,703 269.4 54 31.1 26.730 $3,314 7.10 1,130 67.3 1946 
40,043 39,289 258.3 11.6 38.1 26,476 87,121 2.10 3476 204.6 1947 
42,211 33,791 252.3 14.4 42.5 26.079 85.520 2.50 3.252 234.6 1945 
36,246 40,057 252.8 17.1 43.0 25,415 85,750 2.70 9.246 308.1 1949 
37,045 40,167 257.4 20.8 52.2 25,398 92,272 2.70 9 162 248.3 1950 
48,142 44,633 255.2 21.5 57.7 26,315 98,234 3.10 8.058 259.4 195! 
62,129 66,145 259.1 25.8 64.3 27,494 101,500 3.50 7,611 283.3 1952 
65,218 74,607 266.1 28.9 68.3 28.09] 103,300 3.69 8 862 394? 1953 
23,402 17,505 264.5 25.9 65.2 26,900 97 400 3.54 2.077 81.7 
19,507 20,591 266.1 27.4 65.5 27,369 97 200 3.73 2,207 92.7 [| 3 
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tFigures for this and prior dates are from another source and are not strictly comparable with later data. 

tBeginning in 1937 tax refunds are deducted from receipts and are not included among expenditures. rr = > QOS, ‘ 
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®Annual rate seasonally adjusted. *Quarterly figures seasonally adjusted. §Series revised from this date. 

































Want to get rid of the nuisance 
and delay in licking and sticking old- 
fashioned adhesive stamps?...Wet 
nursing stamps in a tin box?.. 
Stamp losses and borrowing?... Run- 
ning out of denominations you 
need? ... Running to the postoffice 
and standing in line for stamps?... 
Then you want a postage meter! 


Today the smallest office can have 
modern, efficient metered mail— 
with the little inexpensive DM, desk- 
model postage meter. 

The DM prints the exact amount 
of postage needed for any class of 
mail, directly on the envelope—with 
a dated postmark that helps your 
mail go through the postoffice faster. 
Prints your own small ad at the same 
time, if you like. 

























PITNEY-BOWES 


2 Fostage 
2 Meter 


Offices in 94 cities in 
the U. 8S. and Canada 


bd 














Now every office can have one! 


Anybody can use a postage meter, 
save time and postage. Dial amount 
of postage wanted, press the lever, 
and your letter is stamped. The 
DM has a moistener for sealing en- 
velopes. Also handles parcel post. 

The DM is set by the postoffice 
for as much postage as you want to 
buy. And your postage in the meter 
is safe from loss and misuse. 


Now Tuere’s a Pitney-Bowes : 
postage meter, electric or a 
hand-operated, for every 
office, large or small. 
Ask the nearest PB 
office to show you—or 
send coupon for the free 
illustrated booklet. 







FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 
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Pitney-Bowes. Inc. ~~ . 


1523 Pacific St., Stamford, Conn. 
Please send free (] DM booklet, (chart to: 
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the proportion in the latter cate- 
gory may be larger than in other 
post-war years. 

It is interesting that the over-all 
level of prices in the first nine 
months of 1954 slightly exceeded 
that in 1953, although the height- 
ened competition might have been 
expected to exert a_ perceptible 
downward push. 

The pressure of high fixed costs 
and higher average wage rates than 
a year ago were the principal deter- 
rents to price softening. Continued 
some of 


(;overnment support of 
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While the third quarter 1954 de- 
cline in manufacturers’ unfilled or- 
ders for durable goods was less sharp 
than in previous quarters, it ap- 
peared that the relationship of new 
orders to backlogs was approaching 
the pre-Korean levels. 


the basic commodity prices was a 
further mainstay, although farm 
prices generally fell somewhat, av- 
eraging 3 per cent below the 1953 
level and 16 per cent below their 
peak in 1951. 

The prices for commodities other 
than farm products and foods avy- 
eraged about 1 per cent above year- 
avo levels in the first nine months 
of 1954 and were but 2 per cent 
below their all-time high in 1951. 


Inventories Down 


When August ‘business 
tories dropped below a year ago 
for the first time in 1954, many 
business observers ventured to sup- 
pose that the downward readjust- 
ment in stocks which started about 
a year previously might be close to 
an end. Retailers had 1.5 months 
stocks on hand in relation to cur- 
rent sales volume in August, com- 
pared with 1.6 months a year ago 
and 1.4 months in the correspond- 
ing period of 1952. Inventories of 


inven- 


oe a RS 


durable goods at retail were lower 
than in July, although there was a 
less than seasonal drop in automo- 
bile dealers’ stocks. 
While inventories 
turers of durable goods were about 
10 per cent below a year ago, the de- 
cline was less marked in nondur- 
ables, amounting to 2 per cent. 


of manufac- 


Orders and Production 


Manufacturers’ shipments — sur- 
passed new order volume in 


of the first eight months of 1954, 


each 


resulting in consistent reductions 
in backlogs. Unfilled orders in 


August, valued at $47.3 billion, 
were 19 per cent lower than at the 
end of 1953 and 33 per cent below 
a year ago. 
The physical volume of indus- 
output than 1 
per cent from month to month in 
the first three quarters of 1954. At 
124 per cent of the average level 
in the years 1947-1949, the Federal 
Reserve Board’s seasonally adjusted 
index of over-all industrial produc- 


trial varied less 


tion was 8 per cent below the cor- 
responding 1953 level, but it was 
1 per cent above that in 1952 and 
higher than in any of the preceding 
post-war years. 

The general reductions in inven- 
tories were a particular deterrent 
to production in the durable goods 
industries. The physical output of 
durable goods averaged 12 per cent 
below a year ago in the first nine 
months of 1954, compared with 
drop of 4 per cent in nondurables, 
and a gain of 1 per cent in min- 
erals production. 


The Building Boom 


Reaching new high levels month 
after month, volume in the con- 
struction industry was by far the 
most encouraging of business in- 
dicators. Contracts tor future con- 
struction awarded in September 
1954 were the highest for any Sep- 
tember in history, according to re- 
ports from the F. W. Dodge Cor- 
poration. Awards for future home 
construction in September were 53 
per cent above the year-ago level; 
September 1953 was considered an 
“average” month for residential 
contract awards by the Dodge Cor- 
poration analysts. Total awards in 
the nine months of 1954 
amounted $14.5 billion, an all- 
time high, 13 per cent above the 


first 


corresponding 1953 level. 
Actual cash outlays tor new con- 
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try duplicating this... 


now you can RENT 
the world’s foremost 
duplicating system | 
for as low as ’ 





$7.50 a month 


For just pennies a day, you can 
install a complete, modern 

OLD TOWN Spirit Duplicating 
System in your office. You can 
rent one, a dozen or more of 
these precision-engineered 
Spirit Duplicators with no 
capital investment necessary. 


Even before you rent, you can 
have a 10-Day Free Trial... 
to prove for yourself how the 
versatile OLD TOWN Duplicator cuts 
paper work and saves both time 
and money. You'll find hundreds 
of applications — from sales 
letters, bulletins and reports 

to simplified billing and 

control systems — make all 

the copies you need of 
everything you can type, write 
or draw in 1 to 6 colors. 





Your old machine? Trade it in. 
That antiquated “smudge pot” 
is still worth money. Trade 

it in on the new OLD TOWN 
Duplicator. 


Get all the facts on OLD TOWN’S 
remarkable rental plan. Mail the coupon NOW! 





j Old Town Corporation, Dept. DR-11 345 Madison Avenue, New York 17, N. Y. 


World’s foremost ' 
Please send me complete information moany Name ................cccceee: 
maker of carbons, . Company 


ribbons, duplicators ld own 











' on the OLD TOWN iInkless Duplicator, 
including 10-day free trial, rental and  AttEMtiON ............crremereenennnens 
trade-in. 
and supplies Prabal rtm i | Present duplicator: Address... eT eee eons 
I [] You may arrange a FREE Trial ee iisiicscnssstsisnntiiiesassneniian Zone....... a 
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Caterpillar quality control 
inspires Ryerson certification 


It was 1935. Caterpillar — 
pioneering in quality control— 
was concerned about the quality 
of alloy steels from warehouse 
stock. We at Ryerson wanted to 
help and sent our metallurgists 
to see what could be done. 

Caterpillar pointed out that in 
heat treatment there can be as 
much difference in behavior be- 
tween two mill heats of the same 
type composition as between two 
heats of different type composi- 
tion. To emphasize this, they 
cited a statement in the AISI 
Manual that it would be false 
and misleading to assume all 
steels of a given composition are 
the same. 

Accepting the challenge, 
Ryerson began to build a quality 
control program which included: 
(1) Careful selection of heats; 
(2) spark testing and (3) identi- 
fication and segregation of bars 


from each heat; (4) color mark- 
ing of each bar by AISI number; 
(5) hardenability testing of each 
heat and (6) interpretation of 
test results; (7) final order in- 
spection and (8) the supplying 
of a Certificate to confirm qual- 
ity and guide heat treatment. 

After two years of preparation 
—we announced the Ryerson 
Certified Alloy Steel Plan in 
1937. So now—not only Cater- 
pillar but all other alloy steel 
users can buy high, uniform qual- 
ity alloys from Ryerson stocks 
with complete confidence. 

We are particularly happy to 
tell this story of progress in qual- 
ity control on this, the 50th 
anniversary of the Caterpillar 
Tractor Co. And we are proud 
to be one of four companies which 
have been serving Caterpillar 
since its founding half a century 
ago. 


. RYERSON STEEL 


Principal products in stock: bars, structural, plates, sheets, tubing, alloy 
and stainless steel, reinforcing steel, etc., also machinery and tools 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK e 


BOSTON e _ PHILADELPHIA 


CHARLOTTE, N. C. © CINCINNATI © CLEVELAND ¢ DETROIT ¢ PITTSBURGH ¢ BUFFALO ¢ CHICAGO 


MILWAUKEE e¢ ST. LOUIS e LOS ANGELES 


SAN FRANCISCO © SPOKANE @ SEATTLE 





struction in the first nine months 
of 1954, at $27.4 billion, were 10 
per cent higher than in 1953, in- 
creasing the probability that 1954 
might prove the most prosperous 
of years for construction. 

Business expenditures for new 
plant and equipment were sched- 
uled at $26.7 billion for 1954, 6 
per cent below the 1953 all-time 
peak (Compass Point 19). 

The outlook for construction in 
future years seems likely to remain 
rather bright. Within the next few 
months, Government plans for a 
ten-year, $100 billion highway mod- 
ernization program are scheduled 


for completion. 


Government Outlays 


Military spending for the fiscal 
year 1955, which began July 1, 1954, 
is scheduled at $41.9 billion, down 
9 per cent from that in the preced- 
ing fiscal year. This will be 6 
per cent below the outlays in fiscal 
1953, but more than three times as 
large as the pre-Korean total in 
fiscal 1950. 

A planned reduction by some 
300,000 in the size of the armed 
forces to about 3 million men by 
June 30, 1955 is a major reason for 
the lower spending level. The Air 
Force, however, is scheduled to ex- 
pand somewhat and such other 


kinds of 


atomic energy development, stock- 


military spending as 
piling, and foreign aid programs 
will remain very large. 

It is expected that the procure- 
ment of military hard goods will 
require the expenditure of $15 to 
$20 billion a year for some years. 

While 


may decline both absolutely and 


government spending 
as a proportion of the gross output 
of goods and services, the outlays 
will remain very important. 
Federal government purchases of 
goods and services dropped to 15 
per cent of the gross national prod- 
uct in 1954 from 16 per cent in 
1953 and 1952; an 
spending by state and local govern- 


increase in 


ments maintained total public out- 
lays at the 23 per cent level which 
prevailed in 1953. Total govern- 
ment purchases constituted 22 per 
cent of the gross national product 
in 1952, 19 per cent in 1951, and 
15 per cent in 1950. 

The physical volume of the out- 
put of goods and services in the 
first nine months of 1954 was near 
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an all-time high, exceeded only in 
the peak year 1953 (chart on this 
page). But output per capita in 
1954 was 3 per cent below that in 
1953 and fractionally below that in 
1952, although it was 15 per cent 
higher than in 1949 and 55 per cent 
above the 1939 level. 


The Near Future 


An expansion in retail sales was 
anticipated for the closing months 
of 1954 by many of the merchan- 
dising experts. Some of the larger 
buying offices planned for gains of 
3 to 5 per cent over a vear ago in 
the 1954 Christmas trade. Early 
forecasts for 1955, gleaned from 
scattered reports, pointed to a 
of general 
1954. 


Although some of the steel in- 


slightly higher level 
business activity than in 
dustry observers thought that steel 
output might increase next year, it 
was the consensus that production 
probably would not exceed 75 per 
cent of capacity. This compares 
with the average rate of 68 per cent 
of capacity in the first nine months 


of 1954. 
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Close to the all-time peak, and al- 
most twice as large as in pre-war 
1939, the physical output of goods 
and services in the first three quar- 
ters of 1954 bespoke a continued high 
standard of living for the expand- 
ing population. 


That farm income in 1955 might 
again be reduced was expected be- 
cause of the acreage restrictions on 
some of the basic crops. A drop of 
3 to 5 per cent in farm cash receipts 
was thought probable; receipts in 
1954 are expected to reach $29.8 
billion, 4 per cent below the 1953 
level, 9 per cent below the all-time 
peak in 1951 (Compass Point 21). 
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Delta-Star Electric, one of the important divisions of H. K. Porter Company, 
Inc., is a leader in the manufacture of high voltage switches as well as other products 


for the electric power industry. 


Delta-Star has always placed great emphasis on engineering factors as well as 
fundamental and good design. All products must be economical in operation and 
give dependable service throughout years of use. Each is tested under every con- 
ceivable adverse condition to assure top efficiency. 


When you want the best, specify Delta-Star. Delta-Star products, and those of all 
Porter Divisions, are known for their dependability. 


Th 


The Porter group of manufacturing units: 
ALLOY METAL WIRE, PROSPECT PARK, PA. McLAIN FIRE BRICK, PITTSBURGH, PA. 
CONNORS STEEL, BIRMINGHAM, ALA. QUAKER PIONEER RUBBER MILLS, PITTSBURG, CALIF. 
DELTA-STAR ELECTRIC, CHICAGO, ILL. QUAKER RUBBER CORPORATION, PHILADELPHIA, PA. 
LESCHEN WIRE ROPE, ST. LOUIS, MO. THE WATSON-STILLMAN COMPANY, ROSELLE, N. J. 
WATSON-STILLMAN FITTINGS, ROSELLE, N. J. 


H. K. PORTER COMPANY, INC. 


Executive Offices: Alcoa Building, Pittsburgh 19, Pa. 
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DON’T WALK... 
push a button and TALK! 





® Compute the cost of time wasted 
by running back and forth for infor- 
mation and instructions. That’s how 
much the new Executone Intercom 
can save you! 

Double office suite or sprawling 
plant, Executone’s crystal-clear, voice- 
to-voice contact links departments in 
split seconds...turns walking time 
into working time. 

Busy switchboards are relieved... 
hard-to-locate employees are found 
... production is speeded up. 

Mail the coupon now and let us 
prove to you that Executone quickly 
pays for itself many times over. No 
obligation, of course! 


Executone distributors maintain staffs 
of factory-trained technicians who 
provide dependable service on your 

. oe 
premises. 


——P 


Krecilone ~% 


INTERCOM SYSTEMS 


EXECUTONE, INC., Dept. L-9 415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send me 
full data on Executone Intercom. | Name 





I am particularly interested in: 


Title 





["] INTER-OF FICE COMMUNICATION 





[-] INTRA-PLANT COMMUNICATION Firm 


[-] SWITCHBOARD RELIEF 
Address 





[ ] LOCATING PERSONNEL 


| 
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["] HIGH NOISE LEVEL COVERAGE 


In Canada—331 Bartlett Ave., Toronto 





LETTERS &@ dc bditie 


PUZZLED the wilderness on this subject but 
Cincinnati, Ohio it remained for yours to lend cre- 
Dear Sir: dence and prestige to something 
The articles on office manage- which needs saying over and over 
ment which appeared in the Sep- again. 
tember issue of Dun’s Review anpb On Thursday, September 16, I de- 
Mopern Inpustry were interesting — livered a talk, and I’m glad I wrote 
and informative. it before reading your articles 
However, there is one question or I might have been accused of 
which bothers me every time I read _ plagiarism. 
articles on ofice management. Who May we reprint your articles for 
does the author have in mind when distribution to the top executives 
he speaks of the “Office Manager” of about 800 companies? 
and what is the content of his job? Again, thanks and congratula- 
]. E. Slattery tions for a job well done. 
Training Manager Frank M. Knox 
The Andrew Jergens Co. President 


Frank M. Knox Co. Inc. 


The term refers to the man held 
oo spagge gs ~ —— increased CONGRATULATIONS 
office efficiency. —kEd. New Yak. WW. ¥ 
PLEASED Dear Sir: 

Cleveland, Ohio You have been publishing a series 
Dear Sir: of articles on “The Practise of 

Your articles on “What’s Wrong Management,” by Peter F. Drucker, 
With Office Management?” are as which is, I think the best exposi- 
superb as they were long overdue. tion of a management philosophy I 


There have been voices crying in have yet to see. 





f 
TURRET BACKFEED 


on 


LYNN 
HYDRAULIC 
DRIVE 


44 44 
puts cross-slide operations on the HEX 


Now you can rough going in, finish coming out on the same hex 
station: The LYNN Hydraulic Drive with the new Turret Backfeed 
makes it possible to take many operations off the cross-slide 
and put them on the “hex”. 

The rate of feed on the backfeed is independently adjustable 
and can be used on any or all turret stations. Putting operations 
such as finish turning |. D., inside chamfering, cutting thread re- 
liefs and “O” ring grooves on the turret speeds production and 
improves quality. 

When you put a LYNN Hydraulic Drive on a Turret Lathe we 
GUARANTEE A 20% INCREASE IN PRODUCTION. With the 
new Turret Backfeed still greater production is possible. 

Write TODAY for complete information on the LYNN Hydraulic 
Drive equipped with Turret Backfeed. 


Other Lynn Products include: Conversion Turrets, 
Self Indexing Tool Posts, Slide Tools. 


LINCOLN INDUSTRIES 
1123 South 7th Street + Minneapolis 4, Minnesota 
oe a « Blentie 7367 
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Cleaning Dry Granular Materials 





Processors of dry granular products, who have installed 
this new, streamlined Allis-Chalmers sifter, report lowered 


costs, higher efficiency in their reduction and separation 


‘ 
‘. 

Ry - O ti F ] : 

‘, perations. For example: 

” 

« . ° . 
=" @ A soda ash manufacturer slashed $1.50 per ton off his 


screening cost. 
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@ A leading bakery chain cut sifter clean-up time in half. 


@ A starch manufacturer realized a 75% saving in floor 


space and a considerable reduction in power require- 
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ments. 


The compact, high capacity Circle sifter provides a 
screening area equal to that of a single deck screen re- 
quiring four times the floor space. All-metal construction 
eliminates warping, splinters and hard-to-clean corners. 
Stacked deck design facilitates fast dismantling for clean- 
ing and product changeover. Installation requires no 


structural changes. Gyratory motion is vibrationless. 





Your nearest A-C representative will gladly furnish 
further information. Or write Allis-Chalmers, Milwaukee 


1, Wisconsin. 


LLIS-CHALMERS 


Circle is an Allis-Chalmers trademark. 


C-5664 
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** ai I was planning to write to ask 
en z 5 ke you if reprints would be available, 
x Mi Ax but I see in your September issue 
that Harper’s will publish, so I take 


this opportunity to say thanks for 


Department of Agriculture 
The Meat Inspection Branch of the 
U.S. Department of Agriculture main- 
tains an active Filmsort file of over 
250,000 meat labels used throughout 
the United States. Microfilmed copies 


Jones and Lamson... Jones & 
Lamson Machine Company, large 
Eastern manufacturers of machine 
tools, are using over 120,000 Filmsort 
Aperture cards for engineering draw- 
ings. Microfilmed drawings are mounted 


Inter County Title Company 
One of the largest title companies in 
the United States, Inter County Title 
Guaranty and Mortgage Company, is 
now using close to 500,000 Filmsort 
Jacket cards for housing microfilmed 


AMERICAN LEADERSHIP 








of labels are mounted in Filmsort 
Aperture cards, coded and punched for 
electric accounting machine sorting. 
For reference, the Department of 
Agriculture uses portable desk-top 
Filmsort Inspector viewers. 


in 344 x 5” file cards with pertinent 
information recorded on the face of 
the card. The Filmsort Surveyor with 
its 24 x 36” screen and automatic vari- 
able magnification is ideal for reference 
to engineering drawings. 


- 
2 ' 


bases, the documents necessary to the 
issuance of a title insurance policy. 
Inter County offices use the desk model 
Filmsort Inspector reader, designed for 
use in Ordinary office light, for refer- 
ence to their microfilm files. 


USE FILMSORT FOR YOUR VITAL RECORDS 


Progressive management everywhere is 
turning to Filmsort as a system of records 
handling. The combination of microfilm 
with established card filing methods offers 
adaptability, economy and increased ef- 
ficiency. Filmsort tailors a system to fit 
the individual need. Let us tell you how 
the Filmsort system of unitized microfilm 
can work for you. 


e 
coos Ell msort 
® 





For free booklet “New Horizons with Microfilm” write: 


FILMSORT DIVISION, Dexter Folder Company 
Department D, Pearl River, New York 


Name 





Firm Name 





Address 





City——_—_______ State 








DIVISION OF DEXTER FOLDER COMPANY 





bringing this fine work into print. 
And may I offer especial congratu- 
lations to Mr. Drucker? 

Norton Smithe 

Factory Manager 

F, L. Smithe Machine Co. Inc. 


FILMS FOR MANAGEMENT 
St. Louis, Mo. 

Dear Sir: 
We are 


contemplating using 


some 16-mm. sound films on the 
technique of selling. These films are 
to be shown at a meeting of our 
salesmen in the very near future. 
Your department “Films for 
Management” has listed, from time 
to time, various films in this cate- 
gory. We would appreciate it if you 
could send us a list of films cover- 
ing this subject which might be 
available for our presentation. 
E. K. Handlan 
The Emerson Electric Mfg. Co. 
In addition to films on selling, 
Dun’s Review anp Mopern INous- 
TRY Aas available lists of films on 
human relations, employee training, 
economic education, manufacturing 
techniques, management methods, 
and many other subjects —Ed. 


New York, N. Y. 
Dear Sir: 

This is just a note to tell you 
what a fine job we think you did 
on “In The Beginning” in the Sep- 
tember issue ... (page 53) 

Your frank approach to the rea- 
sons we made the film does a lot 
more good, we think, than simply 
chalking it up to public service. 

Arthur H. Lockard 
Socony-Vacuum Oil Company 


New York, N. Y. 
Dear Sir: 

As a result of your well-put-to- 
gether and informative piece on 
“All I Need Is A Conference” in 
the (September) issue . . . the in- 
quiries began floating in here like 
the proverbial herring. 

John von Arnold 


Henry Strauss & Co., Inc. 





Letter may be addressed to Letters 
to the Editor, Dun’s Review anp 
Mopern' Inpoustry, 99 Church 
Street, New York 8, N.Y. 














LUBRIPLATE 
LUBRICANTS 


The introduction of LUBRIPLATE Lubri- 
cants established a new high standard 
for industrial lubrication. Now, a re- 
cently patented improvement in the 
production of LUBRIPLATE results in 
even greater lubrication efficiency. Under 
today’s operating costs, reduction of 
down time, less parts wear and replace- 
ments, as well as lower power consump- 
tion, far outweigh any differential in the 
initial cost of LUBRIPLATE Lubricants. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Write 
for your free copy of the new and en- 
larged LUBRIPLATE DATA BOOK—a most 
valuable treatise on modern lubrication! 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. * Toledo 5, Ohio 
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Croesus’ cavalry stampeding at the sight of Persian camels 


Today. . 


Yesterday ... 
“The Fates” Decided 
In the 6th century, B. C., King 
Croesus of Lydia was told by the 
Delphic Oracles he could defeat 
the Persians. Relying on “The 
Fates” instead of the facts, he 
took on an enemy he should have 
known was too strong for him 
...and he was badly beaten. Lack 
of facts cost him his kingdom 

and his freedom. 


. Facts Are What Count 


The recent great strides in military science, pure science, com- 
merce, and industry have resulted from modern man’s ability to 
determine the facts and act accordingly. 

Tremendous advances have been made in the past few years in 
fact-finding machines. Through electronics, great masses of data 
that would have taken a lifetime to process can now be handled 
in a few days. Ordinary volumes of work can be done in minutes. 

By making “mathematical models” of 
specific processes, products, or situations, 

iBM man today can predetermine probable re- 
: a sults, minimize risks and costs. 











World’s Leading Producer of Electronic Accounting Machines 


INTERNATIONAL BUSINESS MACHINES, 590 Madison Ave., N. Y. 22, N. Y. 
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HIGH CAPACITY FUSES 
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METAL-CLAD SWITCHGEAR 





PROTECT A POWER PLANT 


The central plant—major source of power— 
makes available a vast supply of electrical 
energy. Maximum electrical protection assures 
the maximum continuity of service industry and 
community demand. For more than 65 years, 
America’s power plants have depended upon 
I-T-E protective equipment to guard their vital 
machinery and circuits. 

Today, I-T-E’s scope of manufacture 


includes a well rounded and diversified line of 
electrical products. 
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OUTDOOR SUBSTATIONS METAL-ENCLOSED BUS 
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Connect lights with but a simple twist 


Imagine the convenience and savings. With BullDog Universal 
Trol-E-Duct® in your plant you can move lighting fixtures in 
minutes, even shift around your entire lighting arrangement... 
without rewiring, without downtime, without spending an extra 
nickel for electrical materials. 


That's because Trol-E-Duct provides an outlet every inch along 
its length. ‘Io connect a light, all you do is insert a twistout plug 
or mobile trolley anywhere into the bottom of the duct. ‘Io add 
extra lights, just attach more fixtures and twist in connections 
while the current is on. There’s no downtime. No conduit or 
cable to install or splices to be made. No special supports to 
change or buy, either. BullDog Universal Trol-E-Duct both 


feeds and supports lighting fixtures. Ideal for light duty or 


portable hand tools, too. 


Investigate Universal ‘Trol-E-Duct for your company. It ts fat 
easier and faster to install than fixed wire and conduit systems. 
[t pays for itself many times over in convenience and in cash 
saving it creates by eliminating downtime and materials waste. 


See your electrical contractor for full details, or write to BullDog 
Electric Products Company, Detroit 32, Michigan. Ask for 
Bulletin U'T-650. Export Division: 13 East 40th Street, New York 
16, New York. In Canada: Bull Dog Electric Products Co. (Canada), 
Limited, 80 Clayson Road, loronto 15, Ontario © BEPCO 

















ee 





Me 











* i S 
= : Ch 
y ie j & 
} ee - mm 
ere enna ae - . 
° 
- * 
a mene a tn 
‘ 
“ 
* 
. 
— ; 
" 
. 
‘ 
4 
- Le A * 
4 
> - . 
?* 
, ~ 
. ‘ tn I hs x 
_ / ? 
n a - ; 
. - : _ 4 
- , vf 
— / 
~ 
- = > by 
~. 
fr mo 
4 s g 
- . ? -. ed 
' f 
“ 
P j 
~ 
" ps 
. t ia 
f . 
mat “ 
\ 
, : / bs 
j j 
- 








—- j 


ang 


ee ee 





ee " 











PRODUCTION INDEXES 
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Sources : Bureau of the Census; Federal Reserve Board | 
Steady climber, electrical production continues to rise even when other 
industries falter—proof of electricity’s key importance. Industry's share 
of electrical production is growing, too, as the chart below indicates. 


AVERAGE ANNUAL KILOWATT HOURS PER 
ss WORKER IN MANUFACTURING INDUSTRIES 


K.W. hours 
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Two-hundred-and-fifty strong, the average production worker approaches 


his job. That’s how much extra energy electricity places at his disposal. 
By himself, he can exert but 67 watts of energy in a full working year. 


Your stake 





ANNESTA R. GARDNER 


Industrial Editor 


It can bring your company new markets, 
higher productivity, greater profits. 


Here is how—and what you can do right now. 


iY HETHER it comes from burning coal or oil, falling water, 
exploding atoms, or solar radiation, electricity will play an ever-expanding 
industrial role in the years ahead. It will help to produce better products at 
lower cost, create new products, and open brand-new markets for producers 
of everything from fibers to fork trucks. 

Electricity can be industry’s most versatile servant. It can be used to heat 
and cool, harden and soften, move products and packages and clamp them 
in place. It will remove undesirable elements from processed materials and 
make it easier to add desirable ones. It can speed communications, promote 
safety, and preserve and protect products. 

In the home, there is almost no job that electricity can not do to-day. In 
addition to such familiar electrical equipment as radio ‘and television, 
toasters, irons, percolators, ranges, freezers, broilers, washers, and driers, 
there are new electrically operated devices like the heat pump which can 
provide year-round heating and cooling. There is even a plug-in electric 
lawnmower for the front yard. 

Small wonder, then, that electrical production and consumption are grow- 
ing like cornstalks in July. 

But what does this remarkable expansion mean to the individual manu- 
facturer ? How can he make better use of electricity in his plant? How can 
he use it in his product? Where can he find new marketing opportunities? 

Charts, photographs, and text on this and the following seven pages help 
to answer these questions. 

Here, new products and new production methods are emphasized. It 
should be noted, though, that few companies are taking full advantage of 
the electrical equipment that has long been available—either on their pro- 
duction lines, or as an avenue for sales. 

Automation, for instance, is not really new. It is just a new name for 
mechanization of handling in and between processes—mechanization that 
can be, and often is, accomplished by combining standard electrical switches 
and relays with regular materials-handling equipment. 

As to marketing opportunities, manufacturers of e 
need everything from ventilators to vending machines. They use paper and 
textiles, paints and enamels, and all sorts of chemicals and plastics. And, 


ie | 
lectrical equipment 


because these companies are growing as electrical production and con- 
sumption grow, they constitute an expanding market. This year, for in- 
stance, the electrical machinery and equipment industry is spending almost 
half-a-billion dollars on new plant and equipment, nearly twice as much as 
it spent even in 1948, and ten times as much as it spent in 1939. 

Have your sales to the electrical industry, and your use of its equipment 
expanded by similar amounts? Check the following pages to see how you 
can reach both goals. 

1954 
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Big plastics moldings are turned out in record-breaking numbers with minimum physical effort in 
mechanized General American Transportation plant. Presses are fed by overhead crane, moided parts 
removed by belt conveyor. Monorails serve finishing and assembly areas. All are electrically operated. 
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Motors by the dozen make plate glass production almost fully automatic in Libbey-Owens-Ford 
Rossford plant. Both sides of the plate are ground at the same time as it moves through new twin- 
grinder continuously and automatically. Raw materials handling and final polishing are also mechanized. 
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Electrici ty 


mndustries meet 


Electricity brings mass production to molded 
plastics, lets an old, old plant keep up with the 
times, helps a tire maker compensate for high 
labor costs, aids textile, steel, and paper pro- 
ducers in meeting new demands for higher 
quality and closer tolerances. 

How? By opening the door for fast, efficient, 
automatic production and handling equipment; 
providing new ways to test, weigh, measure, and 
sort materials; and bringing new ways to sate- 
guard products and plant personnel. 

To the industrial producer, electrical methods 
offer many advantages. Electricity is: fast-acting, 
clean, and easy to control. Electrical equipment 
is often safer and easier to maintain than other 
tvpes of machinery designed to do a similar job, 
and it lends itself to remote control and auto- 
matic cycling. 

No wonder, then, that producers of almost 
everything from food to automobiles are dou- 
bling and tripling their use of electricity. 

Just a decade ago, for instance, most auto 
plants were laid out for about fifteen watts of 
electric power a square foot. Now, the Electri- 
cal League of Cleveland reports, new, automated 
production units like the Ford engine plant (see 
page 38) are blueprinted for more than four 
times as much—with some going as high as 65 
watts a square foot. 

In the food industry, new and growing uses 


for electricity include precooking (ot sausages. 
. > o 


One man handles seven tons of carbon black an 
hour by remote control at Dayton Rubber Com- 
pany. Zippered rubber belt carries material from 
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helps these 


new demands 


for example), tramp iron removal, package in- 
spection, automatic weighing and batching of 
cake mixes, “cold sterilization” (use of electron 
beams to sterilize heat-sensitive foods), and 
frozen foods, not to mention such general appli- 
cations as lighting, air conditioning and hu- 
midity control, mechanized conveying, and auto- 
matic pallet loading. 

This does not mean, of course, that electricity 
is the only way to boost productivity or cut costs, 
It has plenty of competition: 

Permanent magnets can, and often do, replace 
electromagnets for lifting, positioning, and 
tramp iron removal. Radiant gas burners offer 
fast, clean, economical heating. Chemical (non- 
electrolytic) methods may be used for metal 
plating and polishing. 

[t would be foolish and shortsighted to choose 
electrical equipment where other means can 
serve better—or where the job is as rapidly, 
economically, and safely done by hand. 

But, the need for increased productivity, the 
growing trends toward higher processing tem- 
peratures and pressures, and use of such danger- 
ous materials as radioactive isotopes make 
mechanization, automatic cycling, and remote 
control essential—and electricity can play a ma- 
jor role in achieving those goals. Pictures and 
text on the following pages show specific ex- 
amples of methods and equipment you can use. 

Continued on page 34 
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railroad cars to storage tank from which it is fed 
to plant. Tire-making process itself is operated 
almost entirely by push-buttons in this plant. 





MO D 3. 2ON ee 





4 ee eet Gs Shae 




































Nearly 20,000 horsepower goes to work at a touch of the hand in new Pittsburgh Steel cold strip 
mill. Magnetic amplifiers control stand and reel drives. X-ray thickness gage with continuously 
recording indicator is mounted at mill’s delivery end. Top operating speed is over 3,000 feet a minute 


ee 


vo ee 
’ 


> ia 




















Textile finishing is speeded by new electrical equipment. Chromalox far-infra-red radiant heaters 
mounted above tenter frame cure and dry impregnated cloth at the rate of 60 yards a minute. Modern 
textile plants are using more and more electrical equipment to boost productivity, cut costs. 
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How one plant 
meets CO mpetition —_ 
electrically 


Like many another plant, Carborundum’s Re- 
fractories Division at Perth Amboy, N. J., out- 
grew its breech« S. electrically speaking. 

During and after World War II, its maximum 
power demand had more than doubled. The old 
electrical distribution system was barely able to 
carry the load, much less accommodate the new 
electrical. equipment that was becoming avail- 
able. El ctrical outages wast d valuable produc- 
tion time. Unsafe conditions prevailed. Yet no 
one incident was serious enough to demand im- 
mediate attention, and the plant kept limping 
along, doing the best it could. 

Then came the era of competition and the real 
need to slash costs and Improve product quality. 
Carborundum’s management, recognizing the 
fact that future Savings, and future progress, 
would call for ever-increasing use of electricity, 
decided to go all-out for a new and really efh- 
cient electrical system. 

Result: the modern set-up pictured here. 

To-day, the Perth Amboy plant is ready and 
able to accommodate the newest and best pro- 
duction equipment in its field. It has practically 
eliminated downtime caused by electrical fail- 
ures. And it is saving money on maintenance 
and on the cost of electricity itself. 

Carborundum’s electrical modernization was 
actually a three-pronged effort: the new distri- 
bution system; new test equipment that makes 
it possible to check circuit breakers, heater ele- 
ments, and other components without removing 
them from working positions; and a new record- 
keeping set-up that puts maintenance on a 
planned, time-, cost-, and trouble-saving basis. 
It's one many other plants might well adopt. 
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New automatic kilns can be installed now that 
new distribution svstem is in operation. This 
one uses Globar high-temperature elements. 








jot Wak 
New distribution system at Carborundum’s Refractories plant features fully enclosed switchgear, bus 
conductors; is safe, easy to service. Feed-in duct carries 2,000-ampere current; distribution ducts 
800 and 1,000. Instruments meter current in each conductor, record power factor for entire system. 


Old distribution system was safety engineer's nightmare. Exposed buses were dangerous and impos- 
sible to keep clean. Breakdowns were frequent, and current available was not sufficient to accommo- 
date new, efficient, electrically heated high-temperature kilns and much-needed grinding mills. 
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Preventive maintenance is important factor in efficient operation of refractories plant. Carborun- 
dum uses Multi-Amp testers to check overload relays and other safety devices regularly, head off 
trouble before it starts. These 75-horsepower high-torque motors are used to drive nine-foot pan mill . 
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Is your plant ready 








99 Ways to use 
electricity in your plant 


Are you taking full advantage of to-day’s 
electrical production methods? Check this list 
to see if you can cut costs and improve product 
quality by using electricity for: 


LI PROCESS CONTROL 
New weighing, metering, counting, sorting, and 
recording equipment, using many electrical and 
electronic devices can put processing on a safer, 
more-automatic basis. 


LJ Macuinine 

Electrospark, electroarc, and ultrasonic tech- 
niques put electricity to work in new ways to 
slice through the hardest metals and ceramics. 


LJ HEAT TREATING AND CURING 

Electric ovens and furnaces, induction and di- 
electric heaters, infra-red lamps, radiant heating 
panels, and flexible heating elements are ready 
for annealing and hardening metals, curing 
plastics and rubber, drying paints and adhesives. 


LJ FINISHING 

Electrostatic, paint spraying, electropolishing, 
electrolytic grinding, high-vacuum coating are 
but a few of the new developments here. 


L] Marertats HANDLING 

Almost every type of handling equipment can 
be operated electrically to eliminate hard labor 
and speed lifting, positioning, and transportation. 


ba INSPECTION AND TESTING 

Electrical and electronic gages, ultrasonic flaw 
detectors, X-rays and fluoroscopes, make it 
easier to check products and packages. 


LJ COMMUNICATIONS 

Ethcient production demands rapid, accurate 
communication. There are new paging systems, 
facsimile printers, and industrial television, as 
well as in-plant radio and telephone. 


LJ OTHER USES 

Electronic calculators and simulators simplify 
design and engineering. Ultraviolet light can 
promote chemical reactions. Electrostatic precip- 
itators aid pollution control and recovery of air- 
borne wastes. Electrically operated hand _ tools 
are useful almost everywhere. Indeed, from prod- 
uct planning to packing and shipping, the possi- 
bilities of electricity are almost unlimited. 
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for the electrical age? 


E: YOUR plant has passed its fif- 
teenth birthday, its electrical system may already 
be too old for comfort. It’s not only venerable 
set-ups like the one pictured on the opposite 
page that need replacement to-day. Industry 
experts say few plants built even as recently as 
1940 have electrical systems capable of support- 
ing the amount of electrical equipment they now 
need—much less accommodate the load imposed 
by such new techniques as automation (see Feb- 
ruary, page 62) and ultrasonics. 

In the past fifteen years, electrical equipment 
of all kinds has been vastly improved. Switch- 
gear, wire and cable, heating and cooling equip- 
ment, motors and lamps, all offer new dividends 
in efficiency, safety, and flexibility of use. 

For in-plant distribution of electric power, 
there are new load-center systems with self- 
contained, “packaged” substations that are 
safer, easier to install and maintain than older 
systems. They’re more efficient, too, because they 
carry high-voltage current close to the point of 
use, eliminating long, low-voltage secondary 
leads and the losses they entailed. 

To supply increasing demand for direct cur- 
rent (for welding, battery-charging, and electro- 
chemical processing), there are new mechanical 
and metallic rectifiers as well as new and better 
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mercury arc units and motor generator sets. 


drives, magnetic amplifiers, electromechanical 
devices—permit more-accurate regulation of mo- 
tor performance and help to increase the preci- 
sion of machine operations. 

Motors themselves feature new and better in- 
sulating materials that permit higher operating 
temperatures and make it possible to pack more 
power in less space. And new bracket and hous- 
ing designs make it possible to mount motors 
in almost any desired location without interter- 
ing with performance or risking explosions and 
serious motor damage. 

Improvements in other types of electrical 
equipment are equally valuable. Electrical heat- 
ing, cooling, and lighting, for instance, have 
made tremendous strides in recent years. 

Infra-red radiation is now used to dry paints, 
inks, and enamel frits, cure textile finishes, pre- 
heat metals for welding, dehydrate foods, and 
for hundreds of other jobs. 

Induction heating is taking its place as a ma- 
jor metal-treating technique—for annealing, 
brazing, hardening, preheating of forging bil 
lets, and the like. 

Dielectric heaters soften plastics for molding, 


Continued -on page 56 





Packaging is only one of many operations that can now be made almost completely automatic with 
electrically operated equipment. In this Borden plant, fiber milk containers are filled at the rate of 
110 a minute, then moved to Standard-Knapp packer that automatically groups them for casing. 
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Arc welding, like many electrical techniques, supplements rather than eliminates older methods. 
Welding shop at new Chicago Pneumatic plant is equipped for both arc and torch. Plant itself is 
highly electrified, has load-center system with four substations. Walter Kidde Constructors built it. 
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Melting of metals for centrifugal casting is clean, fast, and uniform when high-frequency induction 
furnaces are used. Sandusky Foundry & Machine Company reports these new units make it possible 
to handle a wider range of ferrous and non-ferrous metals, produce castings of uniformly high quality. 


Batching becomes nearly automatic with new Richardson Scale Company proportioning system at 
Harris Products rubber goods plant. Carbon blacks for each batch are selected by remote control and 
weighed cumulatively on a single scale. Conveyor in foreground handles crude rubber slab stock. 


Continued 


cure synthetic enamels, and help in processing 
chemicals. And they’re paving the way for such 
new food products as precooked meats. 

Electrical resistance heaters in wire, strip, ring, 
cartridge, and tubular. form can be built into 
dies and processing rolls, wrapped around ket- 
tles, installed in ducts, or immersed in liquids. 

Electrical refrigeration has come a long way, 
too. Low-temperature processing improves the 
qualities of synthetic rubber and makes less 
hazardous the handling of explosive materials. 
Electricity can be used to produce sub-zero tem- 
peratures that facilitate assembly of tight-fitting 
parts, make aluminum easier to form, permit use 
of mercury patterns for precision casting and 
speed drying of heat-sensitive materials. 

For space heating and cooling, there are all 
sorts of new electrical developments ranging 
from heat pumps to electrically conductive rub- 
ber sheeting and transparent glass radiant heat- 
ing panels. Unit heaters are finding application 
as a primary heat source even in areas where 
power costs are not extremely low, and heating 
demands are fairly high. 

Two years ago, for example, Melin Tool Com- 
pany became the first in Ohio to install an all- 
electric heating system, replacing its old central 
boiler plant with small, overhead-mounted unit 
heaters. According to the Electrical League of 
Cleveland, the new system saves several hundred 
dollars in annual costs and provides better heat 
distribution and closer control of temperature. 
The plant is also a lot cleaner, and 8,700 cubic 
feet of badly needed space has been freed for 
production and storage. 

Progress in plant lighting over the past decade 
or two has been little short of amazing. Looking 
at the industrial plants of to-day, it’s hard to 
realize that fluorescent lighting made its com- 
mercial debut just sixteen years ago. Few new 
developments have gained such wide acceptance 
in such a remarkably short time. 

There have been many improvements in mer- 
cury lamp and incandescent lighting, as well. 
But perhaps the biggest change in industrial 
lighting is in the amount of light that is now 
provided for ordinary plant operations. Twenty, 
or even fifteen years ago, it was a rare plant 
that had as much as 20 foot-candles a square foot. 
Now, production areas are being designed for 
40 or even 50 foot-candles. Industry has learned 
that good lighting is well worth its cost. 

Any company which put off electrical modern- 
ization because it didn’t seem too urgent, or 
because new and better equipment seemed just 
beyond the horizon, had best get started now. 
The new equipment is here, and competition 
makes it necessary and worthwhile to take ad- 
vantage of it. 

Check the list on page 35 to see if you're 
using electricity in all the ways you can. Then, 
for a look at electrical progress to come, and the 
marketing opportunities it unfolds, see pages 37 


and 38. 
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Fitting your husiness 


Tue impressive amount of elec- 
trical equipment already at work in the home, 
office, and manufacturing plant might make one 
think that the big marketing opportunities in the 
electrical field are past. Far from it. 

True, refrigerators and electric irons are fairly 
close to the saturation point. But even this mar- 
ket is wide open when one considers the oppor- 
tunities for replacement of older models. And 
the potential for air conditioners, ranges, dish- 
washers, freezers, and even for steam irons and 
electric mixers has barely been scratched. 

In industry, increasing mechanization will 
bring greater demand for motors, switches, 
wiring, relays, and all sorts of automatic gaging 


to the electrical age 


and monitoring equipment. It places new em- 
phasis on communications, and brings a need for 
better record-keeping systems. 

Full control of plant air supply, both incom- 
ing and outgoing—to safeguard product quality, 
increase employee comfort, and eliminate air 
pollution—is only just beginning. 

New production techniques like ultrasonics, 
and the growing importance of infra-red, induc- 
tion, and dielectric methods, will vastly expand 
the usefulness of electricity. 

And, as the demand for electrical equipment 
grows, it can mean new marketing opportunities 
for makers of almost every kind of product. 

For instance, Hercules Powder Company, re- 


porting on 1953, says: “The year was outstand- 
ing for the growth in the output of several 
items. . . . Production ot Parlon (chlorinated 
rubber) climbed upward throughout 1953 in al- 
most the same ratio as air conditioning. .. . 
More and more industries, plus, for the first 
time, private housing below the luxury class, 
demanded air-conditioning units. . . . This re- 


sulted in increased demand for Parlon-based 
paints | which are] especially effective in com- 
batting corrosion from dripping water and con- 
densation.” 

That shows how the growth of one industry 
which uses electricity sparks the growth of an- 


other. Actually, it starts a chain reaction which 





How wi4£l it grow? 


Bright indeed is the future predicted by industry leaders for elec- 
tricity and its products. But predictions are not promises. Population 
growth and new-product development, the two factors most fre- 
quently cited as the bulwarks of electrical expansion, will not alone 


THIS SEGMENT OF THE 
ELECTRICAL INDUSTRY 


WILL EXPAND 
THIS MUCH IN 
NEXT DECADE 


FROM A CURRENT 
LEVEL OF 


TO THIS POINT 
BY 1964 


guarantee expanding markets. Electricity has plenty of competition, 
both direct and indirect. It will take intensive and constant effort 
by everyone connected with the electrical industry and its products 
to make these predictions come true. 
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Walker L. Cisler, President, Detroit Edison Company, reporting for the 
Edison Electric Institute Electric Power Survey Committee 
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J. H. Jewell and Tomlinson Fort, Vice-Presidents, Westinghouse Electric 
Corporation, in talks to National Association of Electrical Distributors 
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W. V. O’Brien, Vice-President, General Electric Company, in talk to 
National Federation of Financial Analysts Societies 





in talk 


J. H. Jewell, Vice-President, Westinghouse Electric Corporation 





connected power systems over 90%, 81.6 mil. kw mil. kw 
Total industrial consumption of over 400 
electrical energy 5% 257 bil. kwh bil. kwh 
Consumption of electrical energy 
by these industries: 
Chemical 58% 38.6 bil. kwh | 61 bil. kwh and Edison Electric Institute 
Steel over 100% 30 bil. kwh 61 bil. kwh 
Aluminum over 50% 25 bil. kwh 39 bil. kwh 
Rubber 589, 5.1 bil. kwh 8 bil. kwh 
Textile 500% 12.7 bil. kwh 19 bil. kwh 
Paper 100% 23 bil. kwh 46 bil. kwh 
Consumption of electricity for 
industrial lighting 60°, 22 bil. kwh 38 bil. kwh 
. ET | to NAED 
Consumption of electrical energy 
lor air conditioning 230% 13.8 bil. kwh | 45.4 bil. kwh 
Air conditioning—total retail sales 150°, $2 billion $5 billion 





Annual sales of electronic 
equipment 





Number of heat pumps installed 
for home heating 





over 60% 





1.500% 
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Average household investment in 
electrical appliances 


almost 300% 
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over $13 
$8 billion billion 
a few over % 
thousand million 
$1,300 $5,000 
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Cloud Wampler, President, Carrer Corporation 





Don G. Mitchell, Board Chairman, Sylvania Electric Products, Ine. 





W. V. O’Brien, Vice-President, General Electric Company. 








Philip D. Reed, Board Chairman, General Electric Company, in talk to 


Boston Advertising Club and Ecison Electric Institute joint meeting 
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Automation and the development of multioperation transfer ma 
electrical equipment, both for power and instrumentation. This central power panel, for instance, 
is just one of many used to control in-line machine tools at Ford’s new Cleveland Engine plant. 


Industrial television is destined to grow as a research tool as well as a means of in-plant communi- 
cation and control. Here, Du Mont television camera and receiver join hands with a cathode-ray 
oscillograph and a standard laboratory microscope in a brand-new technique for studying living cells. 


‘ 


Portable power will open new opportunities for use of electrical equipment in the field. New Inter- 


national Harvester “’Electrall’’ generating system, still experimental, is designed for mounting on 
truck, as here, or farm tractor to supply power for lighting, portable tools, motor-driven machines. 
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extends far beyond electrical products themselves. 

For example, the desire to increase air-condi- 
tioning efhiciency and reduce heat losses is direct- 
ing new attention at building construction. The 
Structural Clay Products Institute notes that 
present trends in building design call for re- 
duced wall thicknesses and increased window 
area. This is just the opposite of what is re- 
quired for efficient use of air conditioning. So, 
looking toward future problems and future mar- 
kets, the SCPI is sponsoring heat-flow studies, 
aimed at finding out how best to design brick 
and clay walls to fit both needs. 

Finally, what effect will atomic energy and 
solar energy have on the electrical future? 

To some extent, they will provide competition 
for present-day electrical equipment. Radioactive 
isotopes, for instance, are taking some jobs from 
X-ray machines and electrical thickness gages. 
But they are also creating a new demand for 
electrical and electronic equipment in the form 
of amplifiers, counters, meters, and recorders. 

Likewise, ten or 20 years from now, some (but 
by no means all) industrial plants may be con- 
sidering nuclear reactors instead of stoker-fired 
boilers for new power plant construction. They 
may also be considering solar batteries or solar 
“hothouses” (see July, page 36). 

But, a decade from now, the vast majority of 
industrial plants will still be depending on power 
from water and conventional fuels. As a matter 
of fact, the atomic energy program as a whole is 
likely to be a net consumer of electrical energy as 
far ahead as 1975. (It now takes a good 5 per cent 
of all the electric power that is produced—an 
amount equal to the total consumption of the 
textile industry.) 

As to solar energy, the lighting industry’s 
Diamond Jubilee Committee predicts that its 
first use in heating will be as an auxiliary to the 
heat pump. Its first power applications will likely 
be to small electrical relays of the type used on 
rural telephone lines. 

Atomic power and solar energy, then, are more 
likely to increase the demand for electrical 
equipment than to make any appreciable dent 
in the market for stokers and coal in the next 
decade or two. Indeed, the marketing oppor- 
tunities in the atomic energy program are tre- 
mendous. They will be discussed in detail in a 
forthcoming issue. It is worth noting here, 
though, that the Atomic Energy Commission 
and its contractors, and those who use radio- 
active isotopes in industrial processing, are 
healthy customers for everything from overhead 
cranes to underground conduit. One 10,000-kilo- 
watt nuclear reactor will, according to a recent 
North American Aviation estimate, require some 
$2 million worth of pumps and piping, and over 
$500,000 in auxiliary equipment like cold traps 
and drains. 

Electricity, no matter how it is produced, will 
long be a wide-open market for those alert to 
its opportunities and needs. 
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HOW TO MAKE MONEY 
from Small Orders 


If your small-order custonzer has no growth potential here dave 35 ways 


gel the cats and dogs out of your orders and build pr 
. X J -« 


lr YOUR BUSINESS is reason- 
ably typical of manufacturers you will find that 
70 to 80 per cent of your total dollar sales are 
derived from 20 to 25 per cent of your orders. 
You will find, too, that some 20 to 40 per cent 
of your orders are so small that they could not 
possibly yield a profit after due allowance for 
the actual cost of making the sale and shipping 
the goods. 

Occasional fill-ins and emergency shipments 
form a fraction of the hopelessly unprofitable 
orders. Others stem from customers who can at- 
ford to buy only in small amounts, who prefer 
hand-to-mouth buying, who use a small order as 
a means of getting rid of a salesman, who de- 
pend primarily on other sources, and who buy 
from you only certain specialties or things need- 
ed too quickly to be gotten from the regular 
source. These are a few of the factors behind 
the bulk of your small orders. 

You lose money on small orders simply be- 
cause many of the costs involved in getting and 
handling orders are comparatively fixed in char- 
acter. It may cost as much to make a sales call 
or to make a truck delivery for a $10 order as 
it does for a $100 order. The gross profit re- 
alized on the former is too small to support any 
consequential selling and servicing expense. Yet 
these fixed costs in terms of order size are by 
no means overhead or fixed costs for the com- 
pany as a whole. Actually, they are variable costs 
directly associated with selling and servicing 
customers. They do not react to the size of the 
order placed by the customer. 

A second category of costs is influenced by 
order size. Orders for many line extensions may 
call for more work in warehouse order filling or 
in invoicing than orders for a few lines. Orders 
for many units may involve greater packing 
and handling costs or more freight expense. Or- 
ders for large dollar amounts may cause higher 
commission payments or more interest on money 
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DONALD R. LONGMAN 


Director of Marketing Research, Atlantic Refining Co. 


borrowed to carry accounts receivable. These 
are costs which are variable with order size. 
Yet they may not be proportionately variable. 
For example, it does not cost twice as much to 
invoice a two line extension order as a one line 
extension order, nor twice as much to pack two 
units for shipment as it does to pack one. 

A third category of costs, those wholly re- 
lated to the number or size of orders, forms an 
overhead element. These costs are a charge 
against all sales without reference to the manner 
or scale in which they are made. 

Any experienced accountant who studies your 
operations can determine the costs of carrying 
out vour selling, billing, delivery, and other 
activities. If he then classifies these costs into 
the categories listed above and works with them 
a little, he can tell you accurately what your 
fixed costs per order are and approximately what 
it costs you to handle orders of different sizes. 

This is the only way you can find out just 
what size an order must be (in terms of gross 
profit, at least) to be profitable. Only when you 
know this can you look at your tabulation of 
orders by size and determine just how many of 
your orders actually result in a loss or how 
important your small order problem really is. 
With a little more work he can tell you approxi- 
mately what your cost percentage is by order 
size. Use this to determine the total of losses 
sustained from small orders, the drain upon 
profits earned on the main part of your busi- 
ness. (You can use it, too, in setting a quan- 
tity discount schedule designed to yield a profit 
on each order size. The discount is likely to be 
so substantial as to provide a maximum induce- 
ment to order in economical amounts; or, con- 
versely, to discourage small orders.) 

Detailed data on costs by order size provide 
the first clue to action. Attention, of course, must 
be focused on those elements of cost which are 
variable from the point of view of the company 
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as a whole but fixed with respect to order size. 
Such costs lie within managerial control. One 
of the major items may be travelling and salary 
costs for outside salesmen. These are likely to 
be influenced over-all by the number of calls 
salesmen make; but their cost per call is inde 
pendent ot the size of the sale made. Calls can 
easily result in unprofitable orders it they are 
made too frequently or if the customer's poten 
tial use of the product is so limited as to make 
small orders inevitable. They can result from 
inefhcient selling, or from solicitation of cus- 
tomers interested in only a few minor items the 
salesman has to offer. 

Truck delivery costs may represent a very 
large fixed cost element in terms of order size. 
This raises questions concerning the frequency 


of delivery or delivery method (should small 


orders be sent by mail, express, or treight, o1 
by some common carrier? ). | 

Some office procedures are standardized for 
all orders. Such a procedure may be expensive 
in proportion to the gross profit received trom 
small orders. This suggests the possibility of 
automatic credit clearance on orders below a 
minimum level, avoidance of itemized invoices, 
and the like. 

Ways to diminish or avoid the heavy drain on 
profits small orders customarily cause are in- 
dicated on page 40 to sugyvest the range ol DOs 
sibilities. There is no need to accept small or 
der losses placidly and endlessly. These losses 
are heavy. They can be measured. Costs by order 
size can be determined and the breakeven point 
found. A formidable attack on the factors re- 
sponsible for losses can be framed as soon as 
you direct your attention to those particulat 
elements of cost which are rigid in terms of 
order size, and which are most responsible for 
the high cost of small orders. An experienced 
accountant and a profit-minded sales manager 
can prepare a definite program together. 
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A. ACTIONS DESIGNED TO REDUCE 


HANDLING COSTS 


I. Curtail broken package problems 


Reduce the package unit to minimize 


j i * 
Kuve prov rns. 


tinits of several different 


broken pa 


> Emplov package 
. ‘mp i \ / ul A Hs 
i . 





sizes. These in combination may make it pos- 
sible to fill 
The simple st parallel 1S th: it of our 
and $20 


orders for any quantity at less 
expense. 
currency with its $1, $2, $5, $10, de- 
nominations. With five such package units, or- 
ders for unusual quantities may be expected 


require the least expense in handling and order- 
tilliy iv. 

| Devel ‘OP as 
value for companies distributing 


ssortment packages, This may be 





a) particul AT 


such articles as toot hbrushes. The sever. i SIZES 


and colors increase the dithculties of order-hilling 


by reducing the number of brushes ordered of 


each single size or color. The cosmetic and 


silk stocking trades have the same problem. 


_ Leave some merchandise un pi acked and 











This may avoid costs of packing 


Pp a lo order, 





and subsequent repacking 
Il. Reduce costs of packing and shipping 


9. Find cheaper ways of packing and ship- 





ping small” orders.  § 
. Fill s SJ) nall order ‘ 


aie into fillers during 


slow periods of the 





ply . Convert these 


This may apply under some cir- 


slack periods. 
cumstances to delivery or repair service as well. 
One large company employs for small orders an 
entirely different routine that involves only 25 
per cent of the usual clerical labor. 
Employ publi 


services, In areas where sales are small. deliveries 


warehouse and delivery 





from the plant may be less economical than ship- 
ments in cee lots to public warehouses, from 
which spot deliveries may be made. This may 
also contribute to an increase in the unit of sale 
and the sales volume obtained from the area. 
Companies having a highly seasonal business 
are often able to lower their delivery costs by 


hiring independent agencies rather than al- 
lowing men and equipment to stand idle 


slack periods, 


Executive 





check 


chart 


35 WAYS TO CUT COSTS 
on Small Orders 


Here’s a checkchart of choices that have worked for other 


B. ACTIONS TO INCREASE ORDER SIZE 
Ill. Actions respecting customers 


. Promote club buying for sin: cle delivery. 





If ak delivery and ilas are m: de “to one of 
the members, the heavy costs of order-filling, de- 
livery, and credit for small orders are avoided, 
meng aye buyers obtain quantity discounts. 

Atte m pt to improve the effectiveness (pull- 











g power) of advertising, or increase the appro O- 





Fon ay It is possible — advertising to be ef 





tective enough to bring in orders but not staid 
to make those orders of profitable size. In such 
a case, the fault lies either with the quantity or 
the quality of the advertising. 

10. Increase the promotional efforts directed 
at the customers themselves. One of the major 








reasons for small and unprohtable orders lies in 


the fact that dealers or buyers are not wholly 
“sold” on the product. If the products are of 
good quality, any effective additional promo- 
tional effort directed at the customers may be 
exceptionally valuable. 

ll. Show retail or wholesale customers the 
high cost of jreque nt orders and the loss they 


There is much to be said for 














suffer from “outs. 





a high rate of stock turnover. On the other hand, 
high stock turnover does not limit storage costs 
losses without increasing other 
The increased 


and inventory 
costs and bringing other losses. 
frequency with which orders must be placed, 
the higher charges for inward freight and ex- 
press, the higher costs of receiving and storing 
in proper places, and the costs of handling “back 
orders” are similar to the higher costs of filling 
small orders. Furthermore, the increased fre- 
quency with which the distributor must report 
to his customers that orders cannot be filled 
immediately from stock leads not only to im- 
mediate loss of sales but to loss of good will. 

There appear to be many cases where it is in 
the distributor’s own interest to buy larger 
quantities. 

12. Get the distributor to handle the seller's 
Offers of merchandising 





products exclusively. 


assistz ince, the opportunity for quantity See 





and improved service, and showing mutual in- 
terest in larger unit orders may contribute to 





companies. How many can you adopt? 

















induce dealers to handle the seller’s products to 
the exclusion of competitors’, 
13. Establish a customer-aid de -partment. In 


many cases these have succeeded in giving need- 





ed assistance to dealers who recognize the possi- 
bility of increasing their eficiency but do not 
have sufhcient business experience to know how. 
Any success in tactfully handled customer-aid 
work may be expected to benefit the seller for 
long while and make co-operation easier to 
obtain. 
Credit losses 
but if 


14. Loosen credit restrictions. 





may increase from a less severe policy; 
the effect of that policy has been to reduce the 
value of the orders that are filled currently, loos- 
ening credit restrictions may create sufhcient 
savings to more than offset such losses. 


15. Guarantee a minimum stock turnover. 





Where stock turnover is a major factor in the 
dealer’s attitude toward buying, this may be fea- 
sible. The salesman makes himself responsible 
tor maintaining an adequate supply for each 
dealer and, by taking an inventory at each call, is 
able to determine the volume of sales. Constant 
adjustment of inventory to sales makes the guar- 
antee of a minimum stock turnover easy to ful- 
hll. At the same time the company obtains valu- 
able sales information plus control over the 


merchandise carried. 
IV. Actions for the salesforce 


16. Place salesmen on a commission basts. In 





some cases the commission itself has varied with 
the unit of sale, and with favorable results. Any 
commission or bonus system usually provides 
salesmen with an incentive to obtain larger 
orders. 

17. Increase the amount of the line exten- 
sion. In cases where the small-order costs are 
high largely because of factors relating to the 





product rather than because of customer char- 
acteristics, it is the line extension for these 
products that requires emphasis rather than 
the amount of the order in total. Here, again, 
special incentives may be provided for salesmen 
to place a more active emphasis on selling items 
which may not have been hard-pushed before. 

Continued on page 48 
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H 
° VAS one of 


the marked changes in 
the business world in 
the last 50 years been 
an increasing reliance 
on the application of 
published data to the 


solution of current 





problems? Has an in- 
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crease in this period in 

the number and range 
of information sources kept pace with the great 
expansion in business activity? Both questions 
bring an unqualified “yes,’-and the proof is 
found in the growth in the last 50 years of public 
library departments especially developed to facil- 
itate the use of such resources by management 
and labor alike. 

The growth of a relationship of mutual under- 
standing between the library and business worlds 
and the resulting progress in economic welfare 
is a phenomenon of the last half-century. The 
stimulus for this growth came from the action 
of John Cotton Dana, a librarian whose vision 
is responsible for the establishment in Newark, 
New Jersey, in 1904, of the first public library 
department planned to concentrate and make 
easily available data of value to business. 

Public libraries in 1904 were generally con- 
sidered by the world of business to be cloistered 
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by * business man of to-day 


needs a great deal of information to enable 
him to conduct his affairs with continuing 
success. To help him in his task, a number of 
cities have followed Newark’s leadership by 
establishing business libraries during the 
last 50 years. Here, beside the scholar and 
the academician, the business man can find 
all things he wants to know and some he 
didn’t know existed. 
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Business Librarian, Newark,N. J.,Public Library 


retreats for the scholarly. That their daily use 
could not only be a saving in dollars and cents 
but could also result in greatly expanded mar- 
kets and in the discovery of additional sources 
of needed materials was unthinkable. But the 
passage of 50 years has brought a different point 
of view. The demonstrated value of the institu- 
tion first established in a modest way in a sec- 
ondary city has led not only to the establishment 
of such libraries in cities throughout the country 
but to an internal interest in their growth. 
Information resources have grown in a corre- 
sponding degree. When this first library tor 
business use was established, the acquisition of 
pertinent materials was difficult. The collections 
noted in a little volume, “The Business Branch,” 
published in 1909 to describe the use of the 
Newark institution, bear little relation to the 
data that are assembled to-day. 40 to 50 busi- 
ness and trade periodicals, a like number of 
industrial and professional directories, some tew 
Government publications, and the first slight be- 
ginnings of the countless “services” existing to- 
day, were concentrated there along with city 
directories. Their acquisition was the result of 
unceasing exploration by the enterprising libra- 
rian, Sarah B. Ball, under whose guidance the 
department grew. Even the books devoted to 
business subjects were so limited in number that 
the first comprehensive list in the field, published 
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in 1916, could accurately be titled, “1600 Business 
Books.” 

The mere fact of emphasizing the possibilities 
in the use of published information by business 
through the establishment of this library to ta 
cilitate such service brought about its greater 
use. A strong belief in the power of advertising 
by Librarian Dana led to his dctive interest in 
the Associated Advertising Clubs ot the World, 
forerunner of the American Association ot Ad 
vertising Agencies. As Chairman of its Exhibit 
Committee, he tostered displays and posters em 
phasizing business use of print. One outcome 
ot the Association's 1913 convention was the 
visit to Newark Business Library of a Minne 
apolis member, Mac Martin. The enthusiasm 
he expressed for such library service on his re 
turn to Minneapolis resulted in 1916 in the estab 
lishment of the Minneapolis Business and Mu 
nicipal Branch, the second library opened for the 
purpose. 

Newark bore iru 


throughout the country, with such libraries es 


The example set by 


tablished in Indianapolis and Providence in short 


succession and with similar departments in 


Cleveland, Boston, and Chicago tollowing 1n) 
due course. They are still developing; Miami 
and Philadelphia are the latest recruits. They 
will increase in number as business men realize 


Continued on page 65 
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A unique and useful set of figures, these fourteen ratios make it possible for business men to compare various 

financial aspects of their own companies with those of others in the same line. The ratios have been compiled 

annually since 1931 by Roy A. Foulke, vice-president of Dun & Bradstreet, Inc. Similar ratios for retailers were 

published in the October number of DUN’s REVIEW AND MODERN INDusSTRY; the ratios for manufacturers 
in 36 industrial lines will appear in December. 
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It takes know-how and planning 


to turn little-noticed company events 


into bonanzas. Here’s how to... 


... Make the most of 


YOUR MILESTONES 


JAMES K. BLAKE 


‘ Marketing Editor 


Your company has an anniver- 
sary every year but you can’t make a nickel on 
it. In terms of product publicity, community 
relations, employee relations, and dealer rela- 
tions it is utterly worthless. But every ten years 
or 25 years you have an opportunity to play it for 
all it is worth. And companies who have planned 
and promoted their milestones intelligently find 
themselves swamped with value received. 

Sometimes it is possible to measure it. Ford 
Motor Company’s 50th anniversary celebrations 
had tremendous impact, escaped few customers 
or potential buyers. During the first half-year, 
their public relations research library mailed in 
response to requests 39,000 items or sets of mate- 
rial, an increase of 287 per cent over the previous 
year. Special institutional advertising made over 
409 million reader impressions. An anniversary 
film was seen by 550,000 people in four months. 
Ford people estimate that the advertising space 
value of the newspaper and magazine articles 
ran well over $2.2 million. 

In an across-the-board promotion you can’t 
always measure your gains. Not all of them are 
tangible. You might, for example, have an open 
house in your plant for employees and the com- 
munity. You might sponsor outings of various 
sorts or dinners honoring employees for length 
of service. You can’t tabulate the effect of these 
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on your community standing but it is obvi- 
ously good. 

You can measure free space in advertising 
media; you can measure the results from special 
sales campaigns tied to your anniversary; and 
you can measure impact on dealers and dis- 
tributors. 

You don’t have to have a public relations 
budget and you don’t have to be a large or even 
medium-size company to get benefits from an 
anniversary. The president of a small New Eng- 
land machine tool company, a ten-year-old war 
baby, recently sent a personal letter to most of his 
customers thanking them for their assistance 
during his first decade in business, promising 
constant product improvement and better deliv- 
ery dates as his young plant expanded. To the 
few larger buyers who accounted for over half 
of his volume, he made a personal visit using the 
same twist on his basic selling story. He had 
small stickers made up to be pasted on out- 
going correspondence. Each, over the firm’s 
trademark, said, “Thank you for our 10th anni- 
versary.” His two salesmen made a special point 
of showing purchasing agents a mimeographed 
sales curve that emphasized a decade of growth, 
tying it in with their quality story. 

In that example, a small company with no 
promotion budget to speak of concentrated and 
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INDUSTRIAL CRISES 


The day acake of soap sank at Procter & Gamble’s 


Old cartoon exhumed by Procter & Gamble to set tone of Ivory’s 
75th birthday got more press pick-ups than all other graphic material. 


used its resources intelligently. The first and all- 
important step in planning is to decide which 
public you should reach. Next you determine 
your budget and then you plan how to reach 
them. There are only five basic “publics” but 
there are hundreds of ways to maximize your 
impact on them. Here are some examples: 

The ultimate consumer. If you rely on press 
releases to newspapers and trade journals, you 
will need more than a bare mention of your 
anniversary to get attention. It is your job to 
make it newsworthy. On the 75th anniversary 
of Ivory Soap, for example, Procter & Gamble 
issued to the press a 34-page “background mem- 
orandum.” This was essentially a chronological 
account of Ivory and how it grew. What made 
it unique was the conscious blending in the copy 
of the growth of the soap with the growth of 
the American culture, the development of mod- 
ern advertising techniques and marketing. It 
gave numerous angles for news and feature 
editors to hook onto, which a mere recounting 
of the company’s development would never have 
done. 

Here’s another point: there is no need to be 
pompous or deadly serious in your releases. You 
have survived and you are growing and you 
don’t have to glower or beat your chest about it. 

The dealer, retailer, and distributor. You have 
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two key opportunities here—to build your pres- 
tige and to build your sales. Lightolier, Inc., in 
fact, concentrated its entire 50th anniversary 
campaign on making a smash impact on its 
dealers and distributors. Management timed a 
$400 thousand plant modernization program to 
climax during 1954, completely remodeled their 
showrooms, doubled their advertising budget, 
brought out an improved catalog, developed a 
sales training film in color, held four special 
training clinics for distributors, and put out the 
largest collection of new lighting designs in the 
company’s history. 

Other companies have held dinners for dealers 
(a top-notch occasion for brass to meet the firing 
line), constructed special sales campaigns with 
extra incentives, provided free mailers and point- 
of-sale displays keyed into the anniversary 
theme. You have a special opportunity here to 
honor dealers and distributors who are good 
producers and to reward loyalty. 

Your sales staff. Many companies use annual 
sales contests with extra incentives. Even with 
these powerful financial lures, however, contests 
sometimes tend to evolve into stereotypes and 
the field men take them for granted, accept 
them as a normal part of the operation. 

An anniversary campaign, however, has an 
extra lift. Some companies time new designs and 
new products for introduction early in the year. 
Others redo their sales tools, develop hard-hit- 
ting merchandising aids and special promotions 
with special ads (like Ford Motor’s institutional 
series, “American Road”) in well-selected media. 

There is no better time to sell your salesmen 
on the niche your company has cut out for itself 
in its industry. Your sales tools, however, can’t 
sell the past. The best presentations keep in the 
foreground the idea that those well-estab- 
lished roots will be responsible for your vigorous 
growth in the future. 

Your employees and the community. One of 
your first jobs will be to line up the local papers 
and radio stations for coverage. Keep them well 
fed with interviewees and special-feature mate- 
rial. The possibilities here are endless—your 
president reports on what the community means 
to the company (with its implied reverse); your 
oldest employee tells what the town and the 
plant looked like way back when. 

Many companies feature open house, special 
outings, a commemorative issue of the house 
organ, special awards and dinners. 

But beyond the more-or-less customary fea- 
tures, you will have to use your imagination to 
dramatize the event. 

The Sylvania Division of American Viscose 
Corporation, for example, is celebrating its 25th 
anniversary this year. In addition to awarding 
service pins for a quarter century of service and 
a special company booklet, each employee got 
a personal letter from the plant manager. News- 
paper editors and civic leaders were sent small 
individual birthday cakes. One entire issue of 
the Fredericksburg (Va.) Free Lance Star was 


wrapped in Sylvania cellophane. Finally, a large 
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Antique ads call attention to your product to-day 
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Fac &:» Do you think baby will be quiet long enough to take her picture, mamma? 
Mamma: The Kodak will catch her whether she movesor not: itis as ‘quick 
as a wink.” 


Send to the Eastman Company, Rochester, N. V.. fora 
copy of “ Do l want a Camera,” (illustrated) free by mail 





Your files and storerooms hold items with high-potential publicity value—old ads, 
old discontinued products, outdated and (to-day) amusing product applications. 





Contrasts effectively show co mpany progress 





Then-and-now technique suggests stability, growth, and prestige. Eastman Kodak shows new film 
processing laboratory near Atlanta, Ga. On left is British CEK) processing plant in the 1890's 





Build the community into your celebration 
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D ang SOLD WH SYOIAMA CELLOPHANE 


Eastman Centennial at Rochester included most townspeople (left) at city-wide, week-long functions. 
Sylvania Division (American Viscose) capitalized on local annual fair, set up large booth exhibit. 
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booth at the Summer Fredericksburg fair dis- 


played the product line and large blow-ups 
showed a comparison of products and packaging 
to-day and during the dark, precellophane ages. 

Another company arranged through local mer- 
chants and the various business men’s clubs for 
a company day at local stores. The company paid 
for promotion, gave its employees a half-day off 
to go shopping. 

The Central Soya Company, Inc., packed into 
one day its anniversary promotion directed to 
the community, employees, and sales staff. Hir- 
ing three special trains and five planes to bring 
part of the nearly 10,000 people expected, the 
program featured commemorative speeches, en- 
tertainment personalities, and a mammoth bar- 
becue later in a nearby park. 

Eastman Kodak Company’s celebration of the 
centennial of the birth of George Eastman is an 
excellent illustration of an anniversary primarily 
oriented to the community public. Mr. East- 
‘man’s birthdate was July 12. For a month prior 
the Rochester Times-Union published a daily 
column depicting Mr. Eastman’s thoughts and 
ideas. 

On July 8 the formal program began with a 
plaque unveiled at a luncheon for business and 
civic leaders with full paper coverage. 

On July 11, 
exhibits were held in many Rochester institu- 


number of open houses and 


tions, many of which were enriched by Eastman 
philanthropies. The Democrat and Chronicle 
devoted a special section to Eastman. 

On July 12, a day by special proclamation 
from the mayor termed “George Eastman Day,” 
ceremonies began in Rochester's Eastman The- 
atre. A new Eastman stamp, the latest in the 


Famous American series, had its first-day sale 


Lightolier concentrated on more dealer aids, 
more ads, new showrooms (above ), new products. 


only in Rochester and all guests received a can- 
celled first-day cover. The house Eastman was 
born in had been moved to Rochester and was 
dedicated. A special feature story on George 
Eastman broke in Life, Fortune, and Coronet 
magazines and numerous trade magazines cov- 
ered specific contributions to their industry. 
But Eastman Kodak accented most heavily the 
meaning of their founder to the community and, 
characteristically, management en- 
couraged the various community groups to han- 
dle many of the reins. Back in the stable, how- 
ever, the guiding hand of the public relations 


company 


department was sewing up press, radio, newsreel, 
and TV contacts with a briefing breakfast, ad- 
vance speech copies, and photos. A public rela- 
tions firm interested Rochester firms in purchas- 
ing first-day covers of the Eastman stamps for 
use as mailing pieces (about 80 companies co- 


Publicity plus for Eastman Kodak was special 
stamp honoring founder, issued on anniversary. 


operated). Altogether, well over 630,000 first-day 
covers were sold during the week. 

All of these examples illustrate the need for 
careful advance preparations. In each of them 
a number of key questions have been asked— 
and answered. Here are some of them: 

What is unique about the company’s contri- 
butions to the community, to the trade, and to 
the consumer? Where is there news value or 
anniversary promotion material—in the product, 
in its origin, in its applications, in its manufac- 
ture? How can we tie these into the product 
story for immediate, extra sales? Which public 
can and should we reach and how much can we 
justify spending? 

Answers to these questions will suggest the 
type of planning schedule required and the as- 
signment of responsibilities and deadlines. 

A final word of advice—start early. 





GOOD PLANNING 


Ford’s 1953 anniversary spree really began in 
February 1950. At that tume Henry Ford II 
appointed a small planning committee under 
Vice-President J. R. Davis to begin preliminary 
planning. Roughly two months later twelve sub- 
committees were formed to screen and handle 
various facets of October 
1951, the committee knew where it was going 


the celebration. By 
and had defined the projects that had passed 

reening. The following month 
budget approval was obtained from the Execu- 
tive Committee. 

In the Spring of 1952, the planning subcom- 
mittees were dissolved and two new committees 
took their place. One recommended detailed 
plans for participation of employees and com- 
munities outside Detroit where Ford had branch 
operations. Another committee was set up to co- 
ordinate the various activities that were planned. 

All projects were organized and budgeted un- 


paid off for Ford 


der Sales and Advertising, Public Relations, In- 
dustrial Relations, or the Ford Archives. One 
individual was responsible for each project. 

During the Summer of 1952 additional activi- 
ties were scheduled—a management conference, 
a national press party, and dealer anniversary 
dinners. These were built into a revised budget. 

The chart to the right shows the great number 
of projects planned and co-ordinated. 

As important to the final program as planning 
and co-ordination was the timing factor. Ford 
used the January-April peried as warm-up 
months. During this period, dealers, employees, 
and company management were briefed on the 
program and the public was primed by ads. 

The build-up period began in mid-April, 
lasted until June when anniversary dinners, the 
TV show, preview receptions at the Ford Ro- 
tunda, and other activities brought the program 


to a climax. 
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amous Victor Adding Machine 
Exclusive Select -O-Matic 





Revolutionary new Select-O-Matic Feature gives you 
totals and sub-totals automatically 


Quiet as a mouse-fast as lightning. These 
famous Victors add, subtract, multiply, divide 
and even calculate. 


No other adding machine offers you the advantages of 
Victor’s Select-O-Matic. It’s exclusive—the greatest work 
and time saver feature ever put on an adding machine. 

It gives you the answers—(totals and sub-totals)—auto- 
matically —faster than ever before. Lets you use the 











This magic little 
key speeds 

up your 

work 





regular dual total key, too. Even works both methods 
interchangeably! 

Now is the time to look into Victor and find out all 
that Victor offers you. Try the 10-key Custom model 
above . .. or the new full keyboard custom model. 


Free tryout with a Victor? Look under “V” for Victor in Adding 


Machine section of your classified phone book. Or write. 
Victor Adding Machine Co., Chicago 18, Illinois 
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how can | 


get more from each man-hour? 


FOR EXECUTIVE 
CONVENIENCE 

A special ‘Executive 
Direct-Line’’ unit, 
which gives two-way 
loudspeaker conversa- 
tion at the flick of a 
swiich, can be supplied 
with any P-A-X. Illus- 
trated circular sent on 
request, 


Write for this useful information today! P-A-X users have helped us prepare illustrated case studies de- 
scribing P-A-X in daily use for: a financial institution; a manufacturing plant; a processing 


Alert executives everywhere are conserving 
company time with P-A-X Business Tele- 
phone Systems. With P-A-X, your employees 


can reach each other with fast inside tele- 


phone service—get more work done in the 
man-hours you pay for! 


Your people can save walking and waiting 
time... cut errors, fatigue and correspond- 
ence... at the turn of a P-A-X dial. Across 
the nation, in business, industrial and service 
organizations of every type and size, this 
swift inside telephone service has paid for 
itself in the time it saves alone. 


It will pay you well to find out how P-A-X 
can save man-hours and money for your 
organization. Complete facts and on-the-job 
case studies of P-A-X performance are yours 
on request. Call or write Automatic Electric 
Sales Corporation, (HAymarket 1-4300), 
1033 West Van Buren Street, Chicago 7, 
Illinois. 


business 
telephone 
systems 


VA 


plant; a school; a railroad; an oil company: Specify the case studies which interest you. 
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CHECKCHART 


Continued from page 40 


|] 18. Avotd order-taker salesmen. 
To increase the unit order, it is 
essential to have salesmen capable 
of dealing with customers as sales- 
men rather than as routine order 





takers. 


C. ACTIONS TO REDUCE SELLING 
COSTS 


|! 19. Reduce missionary work 


among customers of the type found 


to order in unprofitable quantities. 














Reroute missionary men on the ba- 
sis of the results obtained by classes 
of customers. 

[] 20. Use subsalesmen. Transfer 
better men to better prospects and 
employ less-well-paid subsalesmen 





for small accounts. 

[] 21. Solicit less frequently. It is 
not essential that salesmen canvass 
all of their customers in a given 





area with equal frequency. 

[| 22. Give small orders to jobbers. 
A manufacturer of leather belting 
turned over 80 per cent of custom- 


ers to distributors with success. 





| 23. Sell in certain areas to cer- 








tain groups of customers through 
brokers or agents. The effect of this 
distribution 











is to engage in co- 
operatively with other producers, 
each contributing part to the cost of 
the agent’s work. 

[] 24. Arrange for mail solicitation. 
This need not be employed exclu- 
sively but may be effective during 
off-seasons. One company reports 
that 17,000 were 
made profitable by this method. 





small accounts 


D. ACTIONS RESPECTING NET PRICES 
CHARGED ON SMALL ORDERS 


@ 


| 25. Employ quantity discounts. 
This has been one of the oldest and 
most common incentives to custom- 
ers to buy in quantity. 


| oe | 


_] 26. Charge postage or express 








for orders not large enough to be 


profitable if shipped prepaid. 








|| 27. Chargea service fee for credit 
and delivery on orders below a 
minimum size. 





| 28. Make an extra charge for 
drop shipments. 


| 29. Reduce the product trade 








discount. The effect of this is to in- 
crease the price received by the com- 
pany on products that are com- 
monly bought in quantities too 
small for efficient handling. It is an 
increase in price to dealers without 
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LORD ELGIN HENSLEE—14 K gold, 21 jewels. 
LADY ELGIN LILY OF THE VALLEY—I4K 
white gold with 2 diamonds, 21 jewels. 


How auto makers 
get more mileage 
from Service Awards 


By awarding distinguished 
Lord and Lady Elgin Watches, 
America’s top auto producers 
go farther in encouraging long 
and loyal service. 


Follow the leaders of indus- 
try by using the prestige of 
America’s finest timepiece in 
your incentive plan. Mail the 
coupon today for all the facts. 


ELGIN 


WATCHES 


Service Award Department, Box 18 
Elgin National Watch Company 
Elgin, Illinois 


Gentlemen: 
Kindly send me full information about 
Service Award Plans. 





Name (Please print name and address) 





Address 





Zone State 
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bees ine saad for freezer 
vacuum formed froma daat 
of TGD-5001. Material’s 
high impact strength is 
important to this job. 


This one-piece display 
stand is vacuum-formed 
from a sheet of TGD-5001. 
Note the deep-draw and 
undercuts that have 

_ been achieved in one 

_ Operation. 


New High-Gloss, Improved Impact Styrenes 


THAT MAKE HANDSOME, HARD-WORKING PRODUCTS 


A major advance in product designing 
is made possible by the new high- 
strength BAKELITE Impact Styrene 
Plastics that combine toughness with 
high gloss, attractive color, and produc- 
tion economy. One injection molding 
compound has eight* times the shock 
resistance of general-purpose styrene 
plastics. Another compound, developed 
expressly for extrusion, can be extruded 
into high gloss sheet for subsequent 
low-cost vacuum forming 

These materials are the result of an 
extensive research and development 
program aimed at producing impact 
styrenes superior to any hitherto avail- 
able. BAKELITE TMD-5151, for injec- 
tion molding, permits execution of 


highly-detailed, intricate designs, such 


WHOLE CEILINGS constructed from scehcenils 
BAKELITE Rigid Vinyl] Sheet conceal lighting fix- 
tures, diffuse light, soften glare and shadows. Eas- 
ily remoyed for lamp replacement. Made by Ben- 
jamin Electric Mfg. Co., Des Plaines, Illinois. 


as refrigerator freezer door frames, re- 
quiring toughness and rich appearance. 
BAKELITE TGD-5001 extrusion com- 
pound produces sheets that can be post- 
formed with deep draws and undercuts. 
Choice of compound depends on 
which fabrication method is more 
economical for your particular manu- 
facturing requirements. Both types are 
excellent for refrigerator panels, signs, 
machine housings, TV masks, toys, and 
housewares. Outstanding blend-to- 
blend uniformity assures color match- 
ing on orders received months apart. 
New modern production facilities 
assure continuity of supply on a com- 
mercial scale. Write Dept. ZF-15. 


*ASTM average Izod test values using notched 
¥% in. bar at 74 deg. F. 





OUTLASTING ORDINARY PAINTS 5 TO 1, 
coatings based on BAKELITE Vinyl Resins resist 
acids, alkalies, chemicals, corrosion, weather. Gen- 
eral American Transportation Corp. car with coat- 
ing by The Glidden Co., Cleveland 2, Ohio. 


BAKELITE 


TRADE-MARK 


IMPACT 
STYRENE PLASTICS 
/B\ 

TRADEXKOO J mark 
BAKELITE COMPANY 


A Division of 
Union Carbide and Carbon Corporation 








UCC 
30 East 42nd Street, New York 17, N. Y. 
In Canada: Bakelite Company 
Division of Union Carbide Canada Limited 
Belleville, Ontario 


a, 


‘ 
ae a 
- 2% 
% % 
Tt ——,. 
%. ait 
z 


. pre 
SAFE, PERMANENT STORAGE for 100 45-rpm 
records is provided by the “‘Kadette-45”, molded 
in two pieces from Bake tre Phenolic Plastic, in 
rich black or walnut color. Made by Mid- Conti- 
nent Plastic Products, Kansas City 5, Missouri. 
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INTERNATIONAL STEEL CO 


4H 2009 EDGAR 5 
Send me wit 
0 Steel Fabric 
[| Doors for | 


hout obli 


ati 


* 
© NAME AND POSIT! 


re ‘nani 


° 
5 COUPON FOR ADDRESS———— 
TO PROVED 
ECONOMIES ® 


MAIL THI 
wEew GUIDES 


iene 
CONSTRUCTION cI 














INTERNATIONAL SERVICE IS 


“Integrated Service 


INTEGRATED 


preliminary 


COMPLETELY 
SERVICE — 


planning to final delivery on the 


from 
job — is the kind of “profits in- steel 


surance” you can bank on from 
International. It’s the proved struc- 
tural steel service which won the 
contract for the big Ball Brothers 
project 


Company rail _ freight 


shown above. And further proof of The 
its soundness is the similar dock 
just completed — built for han- 
dling truck freight — with all steel 
; on any 
for construction again supplied by 


International. 

The continued 
INTERNATIONAL 
built 
Starting 


success of this 
SERVICE has 
entirely on 


been teamwork. 


from scratch, or at any 


17'4%2-ton crane door for steel warehouse 
service—completely engineered and 
fabricated by International. Industrial doors 
and aviation doors, from the smallest to the 


world's largest, are built by International. 


£ 2009 EDGAR STREET 
EVANSVILLE 7, 


ndustry and Avia 


on__——<—<—— 





MPANY 


TREET, EVANSVILLE 7, 
gation my person 


INDIANA 
al copy of 


on Services Guide 


tion 





Stee! framework for new 
railroad loading dock built for 
BALL BROTHERS COMPANY, 
Muncie, Indiana 
CARL VESTAL COMPANY, 
Indianapolis, Indiana: Erectors 
LAWRENCE J. SNYDER COMPANY, 
Muncie, Indiana: Contractors 
INTERNATIONAL STEEL COMPANY: 
All structural steel, galvanized 


beaded sheets on roof and sides. 








stocks 
ment, and 
treated as a “rush order. 
fabrications 


specialty, with 


same 


type or size of 
Meanwhile. 


stage of construction, Internation- 
al’s engineers stand ready to assist 
you as needed. Standard warehouse 


cover every require- 


every requirement is 
” Special 


are an International 


toughest problems 


taken right in stride. 


International team- 


work is ready to go to work for 


you, any time you say the word — 


project. 


you'll find it worth 


while to use the above coupon! 


INDIANA 


INTERNATIONAL STEEL COMPANY 





an equal increase in the suggested 
resale price to customers. 


_| 30. Ratse or lower the (suggest- 





ed) final price to consumers. 
E. OTHER ACTIONS 


| | 31. Change the channels of dis- 





tribution. In some cases the propor- 
tion of unprofitable small-order cus- 
tomers to the total customers of one 
type is so great that the problem of 
small-order losses can hardly be 
divorced from the larger problem 
of the channels of distribution to 
use. When other types of customers 
are available but difhcult to serve 
because of sales to the current prof- 
itable customers, a complete change 
may be indicated. 

32. Diversify the line. Diversifica- 





tion is an important means of in- 
creasing the number of line exten- 
total 
order. It involves a more radical de- 


sions and the value of the 
cision affecting all phases of the 
business, but it may be effective. 
When idle capacity exists either in 
the plant or in the distribution fa- 
cilities, diversification may _ solve 
several problems together. Even 
when neither production capacity 
nor experience shows it to be wise 


to enlarge the line of articles manu- 
factured, it may be possible and 
desirable to act as selling agent for 
other articles, similarly distributed. 
If no procedures suggested above 
provide any help, consider these 
drastic steps for the eradication of 
small-order losses: 
| 33. Establish a minimum size of 
order that will be accepted. \t may 
be necessary to refuse to fill orders 
too small to be profitable. Such a 
refusal may affect the important 
and profitable customers who occa- 
sionally place small orders as well 








as the unprofitable customers. It 
may create a degree of ill will that 
will nullify most of the advantages 
gained. But the situation in some 
companies may justify it, particu- 
larly if the minimum order could 
easily be obtained by almost all cus- 
tomers under ordinary circum- 
stances. 

_| 34. Refuse to sell broken lots. 
This is another form of minimum 





order size regulation affecting the 
individual products asked for rather 
than the order as a whole. 

_| 35. Reduce and finally stop soltc- 
iting the trade of customers provid- 





ing small orders. 
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Just off the press .. . in- 
formative, illustrated bro- 
chure tells the interesting 
Airtex story. Write or wire 
today for your FREE copy to 


E. V. Frankel, President 





AIRTEX PRODUCTS INC., BOX 7 © FAIRFIELD, ILLINOIS 
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EXPERIENCED 
EQUIPPED... 
ABLE... 


to manufacture precision parts 
or complete products for you 


Continually producing a variety of both 
large and small parts, products and sub- 
assemblies, a part of this firm’s huge 
facilities are now available to you for 
contract manufacturing. Nationally 
recognized as a firm of important manu- 
facturing achievement in the automotive 
field and in ordnance work, we can 
assure economy, speed and accuracy 
regardless of the complexity or the exact- 
ness of your specifications. 
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Posture chairs not 










used correctly can 
INCREASE COSTS 
because employees 
become fatigued 
like this... 












POSTURE EXPLANATION 
PROPER CHAIR 
ANATOMIC FITTING 
PERIODIC FOLLOW-UP 





=the way to get good sitting posture, 


cut costs and receive v DS 
1007, DIVIDE 
100 G from posture chairs 


: SEND, TODAY! 
| DOMORE CHAIR COMPANY, INC.— Dept. 1139 
| Eikhart, Indiana 














[] Please send complete information on how the Do/More 


“Posture 4 Program” cuts costs. 


| a | 


|_| Please arrange free trial demonstration. 


-»--posture 
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They can’t k 


— 
Lise, can’t even keep close— 

In one minute the girl at the Recordak Microfilmer 
will make a photographically accurate and complete 
record of 200 letter-size documents. 

You could add two hundred clerks to the staff shown 
above . quadruple their transcription speed, and it 
would still be no contest. 

This will give you an idea of how slow and costly 
manual transcription really is—with pen, typewriter, 
bookkeeping machine, etc. And why over 100 different 
types of business, thousands of concerns, are now using 
Recordak Microfilming to simplify their daily record- 
keeping routines. 

In some of these routines, only a few words or figures 
ona record were being transcribed manually. Still Recordak 
Microhlming saved money—lots. For this truly amazing 
process gives you pictures for a fraction of a cent aplece. 
And, remember, they’re error-free. 

It will certainly pay you to double-check with a 
Recordak Systems Man soon. He has hundreds of case 
histories at his finger tips. And the chances are he can 
point out how costs have been cut on jobs similar to yours, 


“BRecordak’’ is a trade-mark 
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Write today for complete story—including facts on the 
line of Recordak Microfilmers designed for all require- 
ments, all budgets. Recordak Corporation (Subsidiary of 
Eastman Kodak Company) , 444 Madison Avenue, New 
York 22.'N; 2. 
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=RECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to business routines 
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e Retail trade at new peak 
@ Collections improve again 
e@ Unemployment still dipping 


Ne/ther Stable Nor Stagnant 


Statistics, like dogs, have their day. In recent 
months, one particular figure—the Federal Re- 
serve Board’s index of industrial production— 
has done most to justify the current practise of 


‘ 


using the term “stability” with the frequency of 
a fraternal lodge password. However, whether 
it is described as stability or stagnation—de- 
pending on one’s politics more than one’s eco- 
nomics—the sidewise, crablike motion of the 
American economy seemed to be giving way to 
smooth upward movement this month. The 
perplexity which faced management during the 
past year (whether business would continue to 
slip or remain stable) has decidedly been re- 
placed by the consideration of how soon the 
recovery will be felt in the still sluggard lines, 
such as machine tools and railroad construction. 
The possibility of a recurring decline has ap- 
parently joined the list of unmentionables in 
the current American vocabulary. 

Among the many sources of confidence this 
month were the considerable rise in new orders, 
the record level of consumer expenditures and 
new construction, rising defense orders, the 
trimness of inventories, and the quickened out- 
put in virtually all industries. But perhaps the 
most potent source of reassurance was the col- 
lective sense of confidence among business men, 
which, like a sense of pride, sustains itself. 


More New Orders 


Those dynamically interlinked variables, new 
orders and inventories, continued to move in 
opposite directions during September and the 
first half of October, according to preliminary 
reports from business men throughout the na- 
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tion. Unlike the rise in manufacturers’ new or- 
ders in August, which was outpaced by the rise 
in factory output, the gain in new orders in 
September and October topped that in_pro- 
duction. 

This particular combination of rising orders 
and still sliding inventories may well be one of 
the key factors in the present recovery. For 
when stocks are falling so as to appear no longer 
burdensome business men are encouraged to 
place new orders. And, in turn, when one’s 
own new orders are rising, previous concern 
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SELECTED Latest Previous YEAR 
BUSINESS INDICATORS Week* WerKk Aco 
Steel Ingot Production 177 177 213 


Ten Thousand Tons 


Bituminous Coal Mined 88 83 93 


Hundred Thousand Tons 


Automobile Production 58 62 143 


Thousand Cars and Trucks 


Electric Power Output 9()2 912 831 
‘Ten Million KW Hours 

Freight Carloadings 746 721 804 
Thousand Cars 


Department Store Sales 123 119 113 


Index Number (1947-—1949=100 


Wholesale Pricés 109 110 110 
Index Number =(1947-—1949= 100) 

Bank Clearings 875 1008 869 
Hundred Mithon Dollars 

Money in Circulation 301 302 303 
Hundred Million Dollars 

Business Failures 229 152 185 


Number of Failures 


*Steel and bank clearings data are for the fourth week 
of October; all others are for the third week except 
money in circulation which are for the second week. 
Sources: Amer. Iron & Steel Inst.; Bureau of Mines: Auto- 
motive News; Edison Elec. Inst.; Assn. of Amer. Railroads; 
Bureau of Labor Statistics; Dun & Brapstreert, INc. 
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DANBURY, CONN... RAILYARDS 


@ Failures decline seasonally 
e@ New orders top expectations 


@ Construction to keep booming 


with the level of inventories vanishes like worry 
on a Spring morning. 

Inventories continued to slip slightly in Sep 
tember and early October, but the decline was 
much less than that in recent months. Business 
men have managed to reduce their swéllen 
stocks from an all-time peak of $82.0 billion in 
September 1953 to the level of $77.2 billion in 
early September 1954, without upsetting unduly 
the highly valued stabilization of the American 
economy. Since inventories are prabably now 
at the lowest level in more than a year-and-a-half 
and since manufacturers’ sales are rising stead- 
ily, it seems likely that inventories will be in- 
creased—very slightly, of course—in the months 
to come. The turn in inventories—from decline 
to accumulation—which began among whole- 
salers and retailers as early as August, usually 
foreshadows a shift in general business. 

In relation to total business sales, inventories 
are slightly smaller than they were in August 
1953 when business men began the strenuous 
efforts to pare their stocks. Of course, the stock- 
trimming at that time was given added im- 
petus by the decline in detense orders, which 


in contrast are now rising. 
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Reflecting the recent rises in both new orders 
and business confidence, many industries in- 
creased their output in September and early 
October. While the rises in production were 
generally only on a par with, or slightly less 
than, seasonal expectations, they were in vivid 
contrast with the contraseasonal dips last Fall. 

The highly sensitive steel industry, which is 
a metallic mirror of most of the economy since 
steel goes into so many products, continued to 
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NEED *25,000 
OR MILLIONS 








for months or for years? 


Get in touch with 


Commercial Credit 


F YOU contemplate the use of outside funds, 
ComMMERCIAL CREDIT offers a solution that merits 
your investigation. Hundreds of additional com- 
. panies have adopted this method of supplementing 
cash working capital in the last 12 months. 


Experience has proven that 
CoMMERCIAL CREDIT is usu- 
ally able to prov ide con- 
siderably more cash than ts 
available from othersources. 








Our method is quick 


MORE CASH CONTINUOUSLY 


— 


Important also is the fact 
that CoMMERCIAL CREDIT 
provides funds continuously 
(if needed) without nego- 
tiations for renewals. 





with funds usually available 


within 3 to 5 days, no matter where the user is 
located. It is simple, functions automatically with- 
out interfering with ownership or management. 
It is reasonable in cost as there are no preliminary 


expenses, no long term fixed commitments and our 


one charge is a tax deductible expense. Knowledge 


of our method may make it possible for you to take 


advantage of business opportunities that might 
otherwise be missed. For additional facts, write or 
phone the nearest COMMERCIAL CREDIT office below. 
Just say, “I'd like more information about the plan 


described in Dun’s Review € 


3ALTIMORE 1—200 W. Baltimore St, 


Los Ancetes 14—/722 S. Spring St. 


Modern Industry.” 


Cuicaco 6—222 W. Adams St. 
New Yorx 17—100 E. 42nd St. 


San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 








ey ro 33 = gan - 








ComMMERCIAL CreDIT COMPANY 
Capital and Surplus Over $150,000,000 
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The hand F- 
BUSINESS 





recover last month and reached 
the highest output level since last 
February. Encouraged by the 
better-than-seasonal rise in steel or- 
ders, steel industry spokesmen 
were already looking forward to a 
larger output in 1955. 

Since many of the orders for 
steel stressed almost immediate de- 
livery, steel consumers had evi- 
dently Jet their inventories tumble 
more than they had previously 
planned. The most joyful news was 
the high demand for steel despite 
the relatively small call from the 
automobile industry and the rise 
in warehouse business. 

Automobile production in Octo- 
ber was retarded considerably as 
virtually all lines were stopped for 
model change-overs. Since the 
carry-over in early October of last 
years models was only about one- 
half as large as when new models 
were introduced in the Fall of 1953, 
many makers were rushing to enter 
the new, revitalized market. 


More Factory Jobs 
Factory jobs became more numer- 


Industrial Production 
Unadjusted Index: 1947-1949 = 100; Federal Reserve Board 



















195! 1952 1953 1954 
January 121 119 132 124 
February 123 123 126 
March 124 123 126 
April 123 120 t' 124 
May 136 
June 136 
July 129 
August tl 136 
Seprember 125 135 126 
October 122 136 128% 
November 120 134 130 
December 118 r31 124 


t Approximation; figure from quoted source not available. 


Wholesale Commodity Prices 


Index: 1947-1949 = 100; U.S. Bureau of Labor Statistics 









1951 1952 1953 1954 
January 115.0 113.0 109.9 110.9 
February 116.5 112.5 109.6 110.5 
March 6.5 112.3 110.0 110.5 
April 111.8 109.4 111.0 
May 115. 111.0 109.8 110.9 
June 115.1 1P1.2 O 
July 114.2 111.8 .9 110.4 
August 113.7 112.2 110.0 110.5 
September 113.4 111.8 111.0 110.0 
October 113.7 111.8 110.2 109-76 
November 113.6 110.7 109.8 
December 113.5 109.6 110.1 


t Approximation; figure from quoted source not available. 





Employment 
Millions of Persons: U. S. Bureau of the Census 

195! 1952 1953 1954 
January $9.0 59.7 60.5 59.8 
February 58.9 $9.7 60.9 60.1 
March 60.2 $9.7 61.5 60.1 
April 66.0 60.1 61.2 60.0 
May > 
June 
July 
August 62.6 62.4 63.4 62.3 
Seprember 61.6 62.3 62.3 62.1 
October 61.8 61.9 62.2 61.9T 
November 61.3 62.2 61.9 
December 61.0 61.5 60.8 


Includes all civilian workers. 
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ous in October, according to pre- 
liminary reports from manufactur- 
ers in 39 states. The most marked 
rises were among producers of 
durables who were considerably 
constrained by the recent recession. 
However, because of the addition 
of many semiautomatic machines 
in automobile and other durable- 
goods factories, the number of re- 
called workers would most likely 
not be commensurate with the 
gains in output. 

Continuing the rise of the prior 
month, when a year-long decline 
was halted and reversed, factory 
jobs increased about 1 per cent in 
September while factory output 
rose 2 per cent. Although this rise 
in factory payrolls was somewhat 
smaller than is usual at this time of 
the year, it was in marked contrast 
with the decline which occurred a 
year ago. For the first time in four- 
teen months, the number of work- 
ers in the ordnance industry did 
not decline in September, probably 
as a result ot new defense orders. 

The number of people out of 
work declined again in October, 
according to preliminary reports 


Consumer Price Index 


Index: 1947-1049 = 100; U.S. Bureau of Labor Statistics 






195! 1952 1953 1954 
January 108.6 113.0 113.9 115.2 
February 109.9 112.4 113.4 115.0 
March 110.3 112.4 113.6 114.8 
April 110.4 ; 






2.0 114.0 








May 110.9 

June {13.4 114.5 115. 
July 110.9 114.1 114.7 115.2 
August 110.9 114.3 115.0 {15.0 
September 111.6 114.1 {135.2 114.9 
October 12.1 114.2 115.4 114.9+ 
November 112.8 114.3 115.0 

December 113.1 114.1 114.9 


t Approximation; figure from quoted source not available. 


Industrial Stock Prices 
Monthly Average of Daily Index: Dow Jones 
195! 1952 1953 1954 








January 244.45 271.71 288.47 
February 253.32 265.19 283.94 292.15 








March 249.50 264.48 286.79 15 
April 253.360 262.55 275.28 310.91 
May 254.30 322.85 
June 249.32 327-91 
July 341.26 
August $46.06 
Seprember 273.30 352.70 
October 269.73 267.77 270.73 358.00f 
November 259.61 276.37 277.09 

December 266.08 285.95 281.15 


Based on closing prices of 30 industrial stocks 


Retail Sales 


Billions of Dollars: U. S. Department of Commerce 



















1951 1952 1953 1954 
January 12.6 11.8 13.0 12.3 
February 11.7 1f.7 12.3 12.1 
March 13.4 12.7 14.0 13.5 
April 12.5 13.4 14.2 14.3 
May 13.3 14.4 14.7 14.3 
June 13.3 13.8 
July 12.4 13.4 
August 13.3 3° 
Seprember 3.6 14.0 
October I 3. 14.8 15.¢+ 
November 13.4 14.0 14.0 
December 15.4 16.9 10.4 


t Approximation; figure from quoted source not available. 
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GATX TANK CARS help build markets for bulk liquids 


When a company creates a new industrial liquic, !t must be shipped in quantity so that the benefits of 


i} 
KA/JY itt i 


_ large scale production and use make it economically worthwhile. This means that the right tank car is 
an important factor in helping products grow trom the test-tube stage to a big-volume industrial product. 
| General American works with shippers to design the right tank cars to carry liquids wherever the rail- 


roads go. Today, there are more than 200 different types of tank cars in the GAT X fleet. 





By designing, building, 
operating and servicing over 
48,000 tank cars, General 
American offers American 
business a completedeasing 
service for bulk liquid shipping. 
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GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South La Salle Street - Chicago 90, Illinois 
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Whether it’s 


ARTERY PUMPING 
or 
DRUM FILLING 


Two of many control problems 


solved by TOLEDOmaton 


Precise control of the pre-selected percentage of pickle 
solution pumped into hams in the curing process is auto- 
matically maintained by Toledo Electronic Artery Pump- 
ing Scales. There is no chance for human error as the 
complete operating cycle is automatic. 

in drum filling, TOLEDOmation also controls the com- 
plete cycle, compensates for the tare weight of the drum; 
causes the filling tube to rise with the liquid, but always 
beneath the surface to prevent froth; and cuts off the flow 
of liquid precisely and automatically. 


What is your problem? The custom-products staff at 
Toledo, and at Toledo offices throughout the country, is 
available to study your particular needs in testing, classi- 
fying, batching, counting, balancing, and force-measuring. 
Check with our office nearest you or write Custom Indus- 
trial Products, Toledo Scale Co., Toledo 1, Ohio. A new 
booklet describing recent applications of TOLEDOma- 


tion will be available soon. ® 
wictesn" TOLEDO 


TOLEDO SCALE COMPANY - TOLEDO, OHIO 
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from business: men throughout the 
nation. This was the fourth consec- 
utive dip in joblessness. September 
unemployment at 3.1 million was 
down about 600,000 from the post- 
Korean peak reached last March. 
Although joblessness was expected 
to rise mildly during the Winter, it 
was rather unlikely that the level of 
4.7 million reached during the re- 
cession of 1949 would again be 
touched. 

Of the nation’s 149 major labor 
market areas, 51 reported substan- 
tial labor surpluses in September. 
While this was a slight improve- 
ment over the 53 in the previous 
bimonthly study by the U. S. De- 
partment of Labor, it was in sorry 
contrast to the eighteen reported 
a year ago. The concentration of 
severely distressed areas continued 
to be in the East and Midwest. Last 
month the Office of Defense Mo- 
bilization ruled that an extra bonus 
of up to 25 per cent (above the 
amount of rapid amortization) 
would be allowed as a tax write-off 
on new facilities of defense and de- 
fense-supporting industries in dis- 
tressed areas, 


New Peak in Shopping 


For the fourth month this year, 
retail stores sold slightly more in 
October than they did a year ago, 
thus touching a new peak for the 


BANK CLEARINGS 
(Thousands of Dollars) 


7—September— i 
1954 1953 Change 
Total 24 Cities 36.6 30,708 36,068,106 + 1.6 
New York City 40,709,987 39,002,972 +4.4 
Total 25 Cities 77,340,695 75,071,078 + 3.0 


c 


New Business INCORPORATIONS 


Geographical September Nine Months 
Divisions: 1954 1953 1954 1953 
New England.... 529 483 5,334 
Middle Atlantic 2,746 246 27,151 
East North Central 1,513 336 =. 14, 4489 
West North Central 27 368 4,247 
South Atlantic... 1,510 085 12,697 
East South Central 273 240 2,487 
West South Central 483 5,220 
Mountain 329 4.132 
Pacific Coast : 86 3 9.839 
United States : 7.433 85,596 


Dairy WHOLESALE Price INDEX 


Prepared on the basis of daily spot closing prices of 

30 primary commodities (1930—1932=100). 
Week 

Ending Mon. Tues. Wed. Thurs. Fri. 
Oct. 30 276.87 277.49 277.23 277. 
Oct. 23 276.46 276.08 276.17 277.12 
Oct. 16 276.83 276.31 276.97 277.78 277.48 
Oct. 9 275.44 275.76 276.94 276.58 277.15 
Oct. 2 274.51 274.73 274.41 274.03 274.39 


WHOLESALE Foop Price INpEx 


Not a cost-of-living index, it is the sum total of the 
wholesale prices per pound of 31 foods in general use. 
Latest Weeks Year Ago 1954 
Oct. 26 $6.71 Oct. 27 $6.49 High May 25 $7.46 
Oct. 19 6.59 Oct. 20 6.54 Low Oct. 19 6.59 
Oct. 12 6.64 Oct. 13 6.57 1953 
Oct. 5 6.69 Oct. 6 6.57 High Dec. 29 $6.81 
Sept.28 6.71 Sept.29 6.66 Low Feb. 3. 6.13 
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KIL-KLATTER 


THE SCIENTIFIC TYPEWRITER PAD 
ee 
e? 


"eee. 10 HIGHER 
OFFICE EFFICIENCY 


Lock out the noises and dis- 
tractions caused by typing by 
placing a Kil-Klatter pad 
under every typewriter in your 


office. 


Kil-Klatter pads absorb the 
shock and deaden the noise 
of typing—keeping the desk 
from becoming a sounding 
board of disturbance. ..and 
a Kil-Klatter pad makes 


typing so much easier. 


Made from genuine 
long-life OZITE felt 


Dent-proof and 
Skid-proof 


Fits all typewriters 
and other office 
machines, too. 


$425 


AT YOUR STATIONER 
OR OFFICE SUPPLY DEALER 


KIL-KLATTER 


+ eens AYA ww 


THE SCIENTIFIC TYPEWRITER PAD 


“The Answer to a quieter office 
may be under your typewriters” 
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One Machine 
Witsw R. 


PRINTS 


Shipping or identification labels 


DUPLICATES 


felalelelicMililaclailehaleli 


CUTS 


Labels to Size 


... ALL 
IN ONE 
_ OPERATION 


The new low cost Weber 
KC-E machine prints ship- 
ping or product identifi- 
cation labels and auto- 
matically cuts them to 
any size. In the same op- 
eration it duplicates the 
shipping address or any 
other desired variable in- 
formation. It’s fast ; 
prepares over 100 labels 
per minute keeps 
count, too! It’s easy . . 

anyone can operate it. 
Prints from inexpensive 
stencils that can be die- 
cut to reproduce any of 
your present labels. Just 
type in the variable infor- 
mation on the stencil and 
you are ready to run off 
all the labels you require. 
Eliminates messy board 
stencils, hours of typing 
time and costly printed 
labels. Used and ap- 
proved by thousands of 
leading firms. 


———*-" ~ 
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§ WEBER LABEL AND MARKING SYSTEMS ] 
& Div. of Weber Addressing Machine Co. 4 
€ Mt. Prospect, Ill. Dept. DR-11 I 
; Please rush me your booklet on the Weber KC-E machine. } 
§ Name i 
? i 
' Firm ' 
§ Title r 
8 address i 
' ! 
8 City State i 
Cu 4 












The Tan 
BUSINESS 





month. Reflecting the successful 
promotions of many merchants, re- 
tail trade in September had come 
within a fraction of matching the 
record level of a year before. Nine 
of the eleven retail lines on which 
the U. S. Department of Com- 
merce reports, were above 1953. 
While business men still encoun- 
tered 
their accounts than they had a year 
there 
provement in 


more delays in collecting 


was a discernible im- 
October. Reports 
from manufacturers, wholesalers, 
and retailers in 140 cities in 46 


states noted that they had to devote 


© rc 
ALQO, 


more expense to collections in Sep- 
tember than they had a year earlier. 

The most buoyant section of the 
the construction 
try, continued to be as reassuring as 


economy, indus- 
a life-preserver. During the period 
from January 1 up to the beginning 
of October, construction topped the 
year-ago total by 4 per cent, a new 
all-time record volume. 

Building permits, which are se- 
cured in advance of actual build- 
ing, rose contraseasonally to a new 
all-time high (for the month) in 
September and were up 17 per cent 
from a year ago. A recent survey 
by The Associated” General Con- 
of 
members (who perform about 80 


tractors America among. its 


FaILURES BY Divisions or INDUSTRY 


Number Liabilities 


(Current liabilities in 9 Months 9 Months 

millions of dollars 1954 1953 1954 1953 
MINING, MANUFACTURING 1,710 1,301 138.1 106.6 
Mining—Coal, Oil, Misc. 36 32 7.8 2.4 
Food and Kindred Products. 131 123 13.9 15.2 
Textile Products, Apparel. 108 316 21.9 21.7 
Lumber, Lumber Products. 247 199 12.0 10.7 
Paper, Printing, Publishing 98 87 8.2 10.0 
Chemicals, Allied Products 6] 45 4.8 5.3 
Leather, Leather Products. 78 76 >.5 6.1 
Stone, Clay, Glass Products. +? 25 1.2 1.1 
Iron, Steel, and Products R7 43 9.0 7.4 
Machinery 225 112 34.7 14.5 
Transportation Equipment 40 - . a? 3.7 
Miscellaneous. 257 206 14.6 8.4 
WHoLesace Trap! 857 676 41.6 38.9 
Food and Farm Products.... 219 204 10.4 13.3 
Apparel 4 60O os LO 860.8 
Drv Goods... 49 27 2.2 1.2 
Lumber, Bldg. Mats, Hdwre. 84 69 3.9 7.2 
Chemicals and Drugs 32 24 0.6 1.0 
Motor Vehicles, Equipment. 44 24 1.6 860.8 
Miscellaneous. ........... 392 303 21.7 14.6 
A Es oii ae abit 4,174 3,206 114.6 86.8 
Food and Liquor........... 740 643 10.6 11.3 
General Merchandise....... 141 110 62.1 3.4 
Apparel and Accessories... .. 629 467 12.2 12.6 
Furniture, Furnishings...... 731 502 37.1 19.4 
Lumber, Bldg. Mats, Hdwre. 231 159 46.7 5.5 
Automotive Group......... 459 375 17.6 12.6 
Eating, Drinking Places..... 737 «580 14.2) 13.1 
SETS FEM 119 «©683)—CliCia22066—i—i=D 
Miscellaneous. ..........-. 387 287 75 6.0 
CONSTRUCTION... ....cccce 956 749 39.3 30.2 
General Bldg. Contractors... 337 272 20.6 13.9 
Building Subcontractors.... 579 435 16.6 11.9 
Other Contractors. ......... 40 42 2.1 4.4 
ComMMERCIAL SERVICE...... 668 462 24.8 14.1 
Torat Unitep Srartes..... 8,3656,394 358.4 276.5 


Liabilities are rounded to the nearest million; they 





do not necessarily add to totals. 





BIG REASONS 





WHY YOU SHOULD LEASE 
SALESMEN’S CARS 


FROM 











18 continuous years of leasing automotive fleets 
to America’s leading industries. 








No capital investment to salesmen or company. 





All costs are tax deductible operating costs— 
administrative details minimized. 





Improved salesmen’s morale—solves mileage in- 
equities. 














Plan includes complete maintenance—new cars 
provided regularly. 





Get the facts today. 
Write for the 





“FOUR WHEELS PLAN” Poug® 
booklet y HEEL 


Vee 





FOUR WHEELS, INC. 


6200 N. Western Ave.—Chicago 45, it!. DEPT.D—101 
America’s Foremost Automobile Leasing Company — Operating in 48 Stotes. 
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OPERATING 





CASH can make 


HELP 
WANTED 





the difference beiween Profits and Losses 


In so many cases the difference be- 
tween profits or losses is adequate 
Lack of 


erating cash. operating 
R . 


“ofa forces companies to take the 
expensive route in doing business: 
Passing up trade discounts 
Buying uneconomically 
Losing sale J be Cause su fficte nt cre dit 
cannot be extended to the trade 
Using high-cost, old machinery or 
equipment 


Carrying 


j . . » 7 . 
Charging a premium for their prod- 


i ncom pl lete inventories 


uct to compensate for higher internal 


costs 


CASH and special plans geared to 
qc 

your operation come from Walter E. 

Heller & Company under their diver- 

sified financing services. Heller plans 


do not interfere with management or 


profits. What you make is yours. Yet 
—you can use as little as $25,000 or 
$3,000,000, for months or 
years. The cost is economical for you 


as much as 


pay only for the money you use as 
your need varies. 

Our clients are nation-wide, estab- 
lished manufacturers, wholesalers, 
distributors in many different indus- 
tries. 

Our volume of business—in excess of 
Six Hundred Million Dollars annually. 
Our experience—34 years of opera- 
tion. 


To learn the facts. write for a free 
“Operating 


Dollars for Every Business.” 


copy of our brochure 


At the same time you are invited to 
write in strict confidence about finan- 
cial problems in your own business to 
which our services might apply. 


Walter E. Heller & Company 


DEPT. DR, 


105 WEST ADAMS STREET, CHICAGO 90 
10 —. 40th ST., NEW YORK,NEW YORK 
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per cent of all contract construc- 
tion) indicated that the present rec- 
ord volume would continue for, at 
least, six months. 


Failures Down Seasonally 


Business failures in September 
declined seasonably to the lowest 
level of the year. However, casual- 
ties were the heaviest for any Sep- 
tember since pre-war 1940 

Although the number of failures 
fell in September, their liabilities 
rose to the largest volume in three 
months. This rise resulted entirely 
from the four businesses succumb- 
ing with liabilities above $1 million 
as against none in August. 

All industry and trade 
had lighter mortality in September 


groups 


except wholesaling which edged 
up to a six-month high. The toll 
among manufacturers fell to the 
lowest level in a year and among 
retailers to the lowest in six 
months. In manufacturing, the 
only notable increase took place 
among machinery makers. 
Six of the nine 


graphic regions reported fewer fail- 


nation’s geo- 
ures in September than in the pre- 
month. Notable declines 
brought the Middle Atlantic toll 
down to a twelve-month low. 


vious 


Tue Farture Recorp 
Sept. Aug. Sept. P.C, 
1954 95 1953 Chg.t 
Dun’s Farture INpEx* 
Unadiusted 37.5 ; 30.7 +22 
Adjusted, seasonally 44.] 44.1 y2 


36.1 2 


NuMBER OF FAILURES 819 686 +19 


NuMBER BY Size oF Dest 
Under $5,000 121 
$5.000-$25.000 400 
$?5.000—-$100.000 23] 
$100,000 and over. 67 

NumpBer BY INpustTrRY Groups 
Manutacturing 153 
Wholesale l race | | 3 Q4 
Retail Trade 406 45] 

Construction 8S 100 
Commercial Servic: 59 80) 
LIABILITIES 1m thousands 

CuRRENT $36.38] $32,5 $33.817 + 8 

Torat 32 34.050 +11 
*Apparent annual failures per 10,000 listed enter- 

prises, formerly called Dun’s INso_vency INDex. 
tPer cent change, Sept. 1954 from Sept. 1953. 


Bustness Fattures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


CurRENT Liasitities, as used in the Failure 
Record, have a special meaning ; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. 7 hey do not in- 
clude long-term, publicly held obligations. Off- 
setting assets are not taken into account. 
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Of Needless 
Washroom Expense 


NEW, FASTER DRYING 


Saui-Dre 
Provides CLEA 
SANITARY SERVICE 


* No Towel Coste 
.-- Less Maintenance 


Save up to 85% of washroom costs with 
new, faster drying Sani-Dri hand and hair 
dryers. No buying and storing of paper 
towels ...no monthly service fee for cloth 
towels. Sani-Dri reduces maintenance over- 
head and provides 24-hour, automatic dry 
ing without mess and clutter. Washrooms 
are more sanitary with no towel waste and 
no fire hazard. All Sani-Dri models carry 
the Underwriter’s seal of approval and 
full 2 year guarantee! 


Only Sani-Dri—The Original 
Electric Dryer, Offers So 
Many Exclusive Features! 


No other dryer offers all the advantages of Sani- 
Dri. No other r dryer gives you as complete a line 
: | of models to choose from 
fer your particular wash- 

room requirements. 


HERE’S PROOF 
You, too, Can 
Save with 
Sani-Dri! 


elec MO il lol delali-t tein bY 


THE CHICAGO HARDWARE FOUNDRY CO. 


Ol-se) Jaleleneli-melisla eek eA 


36114 Commonwealth Avenue, No. Chicago, lil. 


wakelalthielaitia-te 
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Tae Paper Merchant distributing Gummed Products 
Seaiing Tapes offers you the finest and most complete 
line of sealing tapes available. The line includes tapes 
in a wide variety of widths, weights and lengths, plus 
a full range of colors . . . plain or printed. 

There are also many special purpose tapes such as 
TrojaAN Locker Tape, that adheres perfectly to 
moisture-proof papers and withstands freezing tem- 
peratures. TROJAN Jet TAPE has a rip-cord embedded 
in the adhesive surface . . . a pull of the cord cuts the 
tape for easy package opening. There is STERLING 
Act-On Tape, which sticks to difficult surfaces to 


tering iysteme 


Super-standard in quality 
Super-standard in efhiciency 


Trojan Imperial 


The finest standard sealing tape 





on the market 





Main Offices and Mills: TROY, OHIO—Sales Offices: Atlanta, Chicago, Cincinnati, Cleveland, Los Angeles, New York, 
Philadelphia, St. Louis, San Francisco — Distributors from coast to coast. 


J ee, ee, es 





which regular tapes will not adhere. TROJAN TRO-BAND 
is a reinforced tape of remarkable strength and may 
be used, in many cases, in place of steel strapping. 

Each tape is an outstanding product of unques- 
tioned quality. Ask the paper merchant who distributes 
Sterling or Trojan in your locality to tell you about 
Gummed Products regular and special purpose Seal- 
ing Tapes. Let him show you how these tapes will save 
you money and help make better packages, quicker. 
He is your dependable source of supply for all your 
paper and tape requirements. 


The 
GUMMED PRODUCTS 
Company 


... Specialists in the gumming of 


printing papers and sealing tapes 
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15 day-in, day-out uses in your 


office for Verifax Copying 










Sensational Kodak Verifax Printer 
makes 3 copies in 1 minute 


for less than 4‘ each 
If costs only *240! 


Here’s the completely different office-copying machine that has 
quickly paid for itself in thousands of offices—often in less than 
a month. You, too, will find it a sensational time-and-money saver 
in such everyday uses as these: 
1. When you need a copy of a document in a hurry. 
2. When a letter must be referred to several people. 
3. When you can answer a letter with a notation in the margin. 
4.When a memo or directive calls for immediate action 
by several people. 
3. When you need extra copies of an invoice or other in- 
coming record. 
6. When you do not wish to release a paper from your file. 
7. When you cannot get enough readable carbons in one 
typing. 
[] 8. When you forget to ask for additional carbons. 
[] 9. When you need'more copies than you anticipated. 
; [] 10. When copies of original work sheets in pen or 
— _ pencil are suitable for distribution. 
Completely different— you get 3 or more photo-exact copies from just 1 sheet [] 11. When you need copies of a sketch, diagram, etc. 


ot sensitized paper, you expose original only once; make your copies in full [ ] 12 When vou need copies of a magazine or news item 
: a. , , 7 z ~ c = 4 & . 
room light. The 84% x 11 model printer (above) costs only $240. 





[1] 13. When an original document is of a highly confidential 


New! Legal Model Now Available eee 
[] 14. When a central or outside copying service cannot give 
This new Verifax Printer is especially designed you copies fast enough. 
for offices handling larger-size documents, in- 
cluding those 8'2 x 14 inches in size. Makes 
3 copies in I minute for less than 5¢ each. Many 
extra features in this new, wider-scope machine, 
which is surprisingly low priced at $395. 


[] 15. When you want to end costly retyping, proofreading on 
any job. 

See free demonstration in your office. See your own records 

duplicated by your own staff. No obligation. 
























Prices quoted are subject to change without notice, 
Seep ap SO I naa am aman as PAM, COUPON POR FREE BDOCILET eee nc a ees 
EASTMAN KODAK COMPANY 4 | 
industrial Photographic Division, Rochester 4, N. Y. 
Gentlemen: Please send facts on Kodak Verifax Printer, standard model [_]; legal model [7]. Also names of near-by dealers. y 
Name Company 
Address 
a State 
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Making Money Made Easy 


Would you like to be able, liter- 
ally, to sell refrigerators to Eski- 
mos? Then the new, stimulating 
book, How to Sell Your Way Into 
the Big Money, should be as wel- 
come as an unexpected sales order. 

For this inspirational book, which 
stands apart from other books of its 
kind like an eager salesman among 
mere order-takers, covers in a most 
practical fashion many of the per- 
turbing problems of selling. Author 
Vincent F. Sullivan, a newspaper 
executive, has devoted many pages 
to such intriguing problems as 
party girls, drinking, kick-backs, 
and other topics seldom treated in 
how-to-sell books. He offers his ex- 
pert advice on how to drink with- 
out drooping, how to dress, when 
to make a sales call, and even how 
to select a wife who will not upset 
your future sales program. 

Among the most arresting parts 
of the book is the description of 
how to tour the Bowery (or any 
other Skid Row) so as “to under- 
stand human behavior and how one 
reacts to different situations.” Or 
perhaps one can discover there a 
startling study of what became of 
many at the other end of the see- 
saw from those who sold their way 
into the big money. 


The Citadel Press, 120 E. 25 St., New 
York 10, N. Y., 312 pages, $3.95. 


a) 


Putting Ideas to Work 


Ideas are like children. They are 
much easier to talk about than to 
bring to maturity. So the new book 
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by Ray Josephs, How To Make 
Money From Your Ideas, should be 
as welcome as the prodigal son, for 
it offers a detailed step-by-step pre- 
scription on developing ideas. 

Not merely an inspirational re- 
cital of how gadgeteers have turned 
their fancies into funds, this book 
by a public relations executive cov- 
ers such difficulties as protecting 
your ideas, presenting them effec- 
tively, and finding buyers for them. 
While the author lists many areas 
in which new products are just cry- 
ing to be born, he doesn’t limit his 
ideas to gadgets and gimmicks. 

Instead, he considers virtually all 
varieties of ideas including adver- 
tising slogans, new services, mer- 
chandising methods, and even 
movie plots. One of the best ideas 
yet has been the creation of this 
handbook for producing that com- 
modity for which men are most 
highly paid. 

Doubleday & Co., Inc., 575 Madison Ave., 
New York 22, N. Y., 318 pages, $3.95. 


New Source of Wealth 


Too frequently books on the fu- 
ture use of natural resources pass 
quickly over the possibility of find- 
ing new sources of food, minerals, 
and power from the sea. Not so the 
new, intriguing volume, The Sun, 
The Sea, and Tomorrow, which ex- 
amines with the patience of a clam- 
digger that new frontier which is 
all around us. 

Authors F. G. Walton Smith and 
Henry Chapin have written an in- 
formal yet strenuously scientific 

Continued on page 64 
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New way to save 
money and time — 





without disrupting your office or your people! 
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Girt has finger-tip control over thousands of cards from sitting position, 


Revo-File brings records to your 
clerks instead of sending clerks to 
the records. Simple. No costly trans- 
position job necessary! 


Isn’t this a fine, simple, practical idea 


for your office? Let the fle cards “gO 
round in circles” instead of vour 
clerks! Save all the lost time. motion 


and energy that old-fashioned drawer 
and tub files are stealing from vou. 
Save on your operating COStS, too. 
And improve emplovee morale, cus- 
tomer relations and overall efficiency 


under finger-tip control. 


pat Se Mobile. Lakes only a ff? 


cards vous 


had. No costly transpe 


active cards, being 


In equipment, 
s : 


!? ' ° j 
thousands ol Cards 


eliminates 


Clerks use it 


sau position, ly S COM- 


of 
now ye 
( alwavs 
} 
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QI lore 


used for continuous 
rit will pav you 
today. Nail 
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WHY REVO-FILE IS THE WORLD’S FINEST ROTARY FILE: 


* Uses your present records, ° 
No costly changeover. 

Takes less floor space. 

Increases production. 

Reduces overhead. 

Cannot lose or damage records, 

Makes “in-out” filing faster. 
Mobile—move it where needed, 


Another fine product of 


*~ Mosler Safe “”” 


Dept. D-11, Revo-File Division 
The Mosler Safe Company 
320 Fifth Avenue, New York 1, N.Y. 


Please send me your free, illustrated folder giving « 
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commodates all card sizes. 
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INSURANCE 


| HAVE THREE EXTRA FACTORS OF SAFETY 








Whenever you need a freight eleva- 
tor, it should be on duty. It’s like a 
watch. If it isn’t running it’s useless. 
And costly. Especially when lack of 
elevator service holds up a produc- 
tion or materials handling line, or 
warehouse delivery trucks, or auto- 
mobile parking, or mining, etc. 

You can save money in the long 
run with Otis general duty freight 
elevators. They’re standardized. 
They have lifting capacities of 2,500 
up to 10,000 ibs. or more. And full 
safety features, power doors, self- 
service or attendant operation. 








Only Otis freight elevators can 
offer you always-on-duty “‘insur- 
ance.” It’s based upon these 3 extra 
factors of safety. 


Specialized 
ENGINEERING 


Otis hoisting machines, which are 
the heart of the installation, are not 
adaptations of standard commercial 


At 





HEAVY DUTY 


equipment. Like every other part of 
an Otis installation, they’re specifi- 
cally designed to meet the unique re- 
quirements of elevator service. And 
( every part is built 
in Otis plants un- 
der rigid quality 
control. All with 
a basic knowl- 
edge of elevator- 
ing that can’t be 
matched. 


7 = 
j 
_— 


Preventive 
MAINTENANCE 


Otis maintenance keeps Otis freight 
elevators performing like new—year 
after year! Otis service is engineered- 
service by the maker that prevents 
slowdowns and breakdowns; extends 
elevator life by 50%; eliminates ex- 
pensive, unexpected repair bills; 
keeps replacement parts available 
over 60 years; supplies field-trained 
men having an aggregate of 21,500 
years’ elevator experience; provides 
24-hour-a-day service on a nation- 
wide basis . | 
through 268 of- \\\/ 


fices. All, be- & Hs, 
cause we never XO /« 
lose interest in —\V_> 


the perform- 
ance of an Otis 
installation. 




















ELEVATORS 


GENERAL DUTY 
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Progressive 
MODERNIZATION 


An Otis freight elevator need never 
become obsolete. New developments 
are made applicable to existing in- 
stallations. We strongly recommend 
planned, progressive modernization 
as always-on-duty “insurance.” 


AUTOMATION 


You can have freight elevators where 
you want them, when you want them. 
The same advanced electronic skill 
that developed AUTOTRONIC® com- 
pletely automatic operatorless eleva- 
tors for busy office buildings is ready 
to make completely automatic freight 
elevators an integral part of your pro- 
duction line. 


* * +# 


Our broad experience in the field of 
industrial elevatoring qualifies us to 
advise on standard or special adapta- 
tions of Otis elevators for unusual 
freight handling requirements. This 
experience is available for any size 
installation, however large—or small. 
Call any of our 268 offices for details. 





Otis Elevator Company 
260 Lith Ave., New York 1, N. Y. 
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Statement of Condition 


September 30, 1954 


Resources 

Cash on Hand and in Banks $ 225,528,534.08 
433, 326,655.38 
54,696,674.41 
25,143,544.41 
1,650,000.00 
Loan 568,845,367.65 
Bank Premises and Equipment 10,931,888.95 
Orher Real Estate 1.00 
965,453.34 


U. S. Government Obligations 
State, County, and Municipal Bonds 
Orher Bonds and Securities 

Stock in Federal Reserve Bank 


vans and Discounts 


Customers’ Liability under Acceptances 


Accrued Interest Receivable and 
Orher Assets 7,233,391.28 


$1,328,321,510.50 





Total Resources 


Liabilities 
$1,232,683,273.55 
1,009,876.53 
8,660,782.09 
13,238,982.76 
1,880,657.16 


Deposits 
Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 
Capital Funds: 

Capital Stock 

Surplus 

Undivided Profits 

Total Liabilities 


20,000,000.00 
35,000,000.00 
15,847,938.41 
$1,328,321,510.50 





UL’. §. Government and other securities carried at $169,573,035.06 

are pledged to secure U. S$. Government Deposits, other public 

junds, trust deposits, and for other purposes as required or per- 
mitted by law. 


BOARD OF DIRECTORS 


Frazer A. Bailey B. R. Funsten J. W. Mailliard, II] 
Woakeheld Baker Henry Q Hawes Donald H. McLaughlin 
Kenneth K. Bechtel J. R. Knowland Robert W. Miller 
Colbert Coldwell Daniel E. Koshland George G. Montgomery 


Herman Phleger 
Mark R. Sullivan 
Ben F. Woolner 


Peter Cook. Ir. Roger D. Lapham 
Paul L. Davies lames K. Lochead 


Charles Elsey Donald Maclean 









Head Office: 


San Francisco 
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summary of the progress which al- 
ready has been made as well as 
possible future plans for putting to 
full use the vast waters from which 
life first came. Since about 70,000 
are added to the world’s population 
each day and since about two-thirds 
of mankind eat insufhciently at the 
present time, it is clear that ways 
will have to be found to unlock 
this vast storehouse. 

Although 
atomic energy may offset to some 


the development of 


extent the swift disappearance of 
irreplaceable natural resources, the 
fuel for atomic plants is, itself, not 
inexhaustible. Since each cubic mile 
of sea water contains eighteen mil- 
lion tons of magnesium chloride, 
four million tons of potassium sul- 
fate, and many other valuable min- 
erals, it is apparent that untold 
wealth awaits those who find the 
keys to Davy Jones’ locker. 

Charles Scribner's Sons, 597 Fifth Ave.., 
New York 17, N. Y., 210 pages, $3.50. 


The Urge to Merge 


In recent months the urge to 
merge has assumed the impetuosity 
of mating in the Spring. Readers 
interested in this development and 
the future course of Government 
permissiveness should find several 
new books of particular value: 
® Professor J. D. Glover of Har- 
vard has gathered together in the 
new volume, The Attack on big 
Business, the critical crosshre which 
business men have faced during re- 
cent decades. To enable business 
men to see themselves as others see 
them and measure their acts accord- 
ingly, the author has presented the 
considered opinions of an entire gal- 
lery of spokesmen from Charlie 
Chaplin to the Pope. Whether the 
critique of business is on the 
grounds of ethics, economics, or 
democracy, it adds to the public re- 


sistance to further business growth. 


Hence, a reading of this engrossing 
volume should provide vivid under 
standing of the forces which may 
prevent further mergers in_ the 
months to come. 
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world’s fastest 
visible 

Completely new... completely 
different . . . designed for easier, 
speedier reference and posting, en- 
gineered for maximum strength, 
made to precision specifications, 
finished a new light, warm color... 
a new high of efficiency and beauty 
in visible equipment. 


NEW COLOR—Greytan ... a light warm color, 
pleasingly harmonious with modern office 
machines and furnishings. 

NEW APPEARANCE—characterized by crisp, 
prismatic, functional lines. 

GREATER STRENGTH— moximum rigidity achieved 
by formation of shel! and reinforcing members. 

GREATER CONVENIENCE — with more capacity, 
wider label holders slanted for improved 
visibility, more finger space. 

EASIER TO USE—intermembered slides forming 
partitions between trays, nylon rollers and 
rubber stops reduce friction, provide smooth. 
speedy, quiet action. 


For more information write for 


illustrated brochure No. 1040. 


NEW acme 


GREYTAN 
FINISH 
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Stands match color 
and design of the 
cabinets. 


Removable end 
ponels provide for 
expansion and yet 
retain smooth one 
piece appearance. 














A.--e Visible Records, Inc. 
CROZET, VIRGINIA 
Kepresentatives in all principal cities 
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BEST... 





for the 
Years to Come 


A comparison of design and construction 
features immediately stamps the TSI— 
DeVrylite as the most advanced 16 mm. 
sound projector on the market today. 


In simplicity of design . . . in compactness 
... in ease of operation... in top-flight 
performance .. . this projector has long 
been the leader in its field. It is unexcelled 
for brilliance, clarity and steadiness of 
screen images, and has natural rich tonal 
quality and high fidelity of sound. 


Now in the hands of Technical Service, Inc., 
manufacturers of the famous TSI “Suitcase” 
Projectors, the DeVrylite reputation will be 
further strengthened. Combined experience 
and facilities guarantee the highest quality 
in every unit. An efficient and expanding 
organization assures the finest service that 
can be offered by any projector manu- 
facturer. 


Best for today ... best for the future... 
the TSiI—DeVrylite will continue to be the 
big value in portable 16 mm. projectors. A 
new brochure offers you the full details. 
We'll be happy to send you a copy. 


m Technical 
Service 
Incorporated 


30865 Five Mile Road 
PLYMOUTH, MICHIGAN, U.S.A. 
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lam and Alfred E. Kahn. In assess- 
ing the suppesed need tor changing 
Federal meet the 
“realities of the new competition,” 
the authors present in a most read- 
able fashion a detailed summary of 
the legislative developments in re- 
cent years. Since the authors have 
cut a clean swath through the un- 
dergrowth of legal jargon, one need 
not know a tort from a retort to 
read this valuable volume. 


legislation to 


Cornell Umiversity Press, 124 Roberts 
Place, Ithaca, N. Y., 307 pages, $4.50. 
@ One of the most penetrating 
studies of competition in the Amer- 
ican economy—and one which is 
certain to be considered in any seri- 
ous discussion of big business—was 
carried on tor several years by 
the independent organization, The 
Brookings Institution. After ana- 
lyzing the patterns of corporate be- 
havior in dozens of industries, the 
author, A. D. H. Kaplan, concluded 
in big Enterprise in a Competitive 
System that leading the pack is an 
arduous task requiring strenuous 
efforts and acute competition. 


The Brookings Institution, Washington 6, 
D. C., 269 pages, $4.00; paper-bound, $2.00. 


Books As Business Gifts 


While only a small percentage of 
business men (about 13 per cent in 
a recent survey) present books to 
their customers, suppliers, and oth- 
ers at Christmas time, books head 
the list of gift preferences. A survey 
of 519 companies by the American 
Book Publishers’ Council revealed 
that business men prefer books to 
gift certificates two-to-one, to liquor 
and.food three-to-one, and to cig- 
arette lighters seventeen - to - one. 
Among the advantages of books as 
gifts are their relative permanence, 
the ability to tailor the gift to par- 
ticular tastes, and the ease of ex- 
changing a book if the recipient 
already has a copy. 

Probably one of the most popular 
gift books this season will be Carl 
Sandburg’s one-volume life of Abra- 
ham Lincoln, published by Har- 
court, Brace & Co., 383 Madison 
Ave., New York 17, N. Y., at $7.50. 
Several others to please varied tastes 
are listed here. 

A PICTORIAL HISTORY OF THE WILD 
WEST, by James D. Horan and Paul Sann. 


Crown Publishers, Inc., 419 Fourth Ave., 
New York 16, N. Y., 256 pages, 35.95. 


Gunfighters, both deadly and dedicated, 
stalk across these tascinating pages as they 
did in the bullet-splattered past. More than 
just a gallery of rogues, this volume recre- 
ates a turbulent time in American history for 
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@ GOOD NEWS! Now you can load and unload motor trucks from 
ground level with RAYMOND Porta-dock. This portable dock 
actually eliminates the need for permanent loading docks, 
elevators or truck wells. Ideal for use by factories, warehouses, 
and wholesale distributors. 

@® RAYMOND Porta-dock rolls right up to tailgate of over-the- 
road truck. A hand or power truck, elevated to motor truck bed, 
transfers unit loads to Porta-dock. Load is then lowered to floor 
and transported to production or storage. 

@ PORTA-DOCK is available in 4,000 or 6,000 Ib. capacities ... 
elevates up to 56'/4”. Plugs into electric outlet or may be battery 
powered. Push button elevating and lowering controls. Highly 
portable ... use it indoors or out. Folds compactly for storage. 








SEND 
FOR 
BULLETIN 


*Patent Pending 











The RAYMOND CORPORATION 


4647 Madison St., Greene, N.Y. 
Please send Bulletin on new RAYMOND Porta-dock. 
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Single ants can move 4 times 
their size and twice their 
weight. Collectively, like the 
white ants of Africa, they can 
handle extreme bulk for 
astounding distances in order 
to build their huge mounds. 





EXPERTS IN AUTOMATION 


It was not too long ago, as time 
is measured, that man was re- 
stricted in what he could move 
from one place to another by the 
limits of his individual brawn. But 
now, through science, he need 
simply to push a button to handle 
the most cumbersome object. 


Automation, the science of auto- 
matic material handling, trans- 
ferring and precision flow control, 


is the specialty of Allied. They 
have designed and fabricated some 
of the most unique machines used 
by industry today. 


If you have a problem in material 
handling peculiar to your bus- 


iness, consult Allied. Their staff 


of automation experts will make 
a study of your situation and 
provide a practical and cost sav- 
ing solution for it. 


PIONEERS IN AUTOMATION. .. the design and fabri- 
cation of fully automatic material handling systems 
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For further information ask for Allied Catalog 953 


ALLIED AUTOMATION DIVISION 
ALLIED STEEL and CONVEYORS, INC. 


This Allied installation maneu- 
vers large steel doors through 
a production cycle—every 
phase automatic, all move- 
ments synchronized. Magnets 
hold the door while being 
up-ended and automatically 
hung on to a moving conveyor 
for completing fabrication. 


/ 17373 Healy Avenue, Detroit 12, Michigan 
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the delight of Americana collectors, amateur 
historians, and anvone west of the Atlantic. 


THE BOOK OF THE SEA, edited by A. C. 
Spectorsky. Appleton-Century-Crofts, Inc., 35 
W. 32 St., New York 1, N. Y., 488 pages, 
S/]0. 


Afloat on the current wave of enthusiasm 
this provocative volume 
should make a pleasant present for 
even the most confirmed landlubber. Over 
150 illustrations and selections from litera- 
ture and history effectively portray man and 
the sea. Sections are devoted to explorations, 
life afloat, storms, battles, and wrecks, the 
science of the oceans, and the mysticism of 


about the sea is 


which 


the sea. 


THE REVOLUTIONARY WAR and THE 
CIVIL WAR, as told by James Street. Dial 
Press, Inc., 461 Fourth Ave., New York 16, 
NV. - 2 vols.., 192 and 144 pages, SY. 


The first volume is 
De-Mythed Account of How the Thirteen 
Original Colonies Turned a World Upside 
Down.” These profusely illustrated, unortho 
dox histories should please both the amateur 
historian and the but not 
those who preter legends to lively facts. 


subtitled: “Being a 


veneral reader. 


AMERICAN SCIENCE AND INVENTION, 
hy Mitchell Wilson. Simon & Schuster, 630 


Fifth Ave., New York 20, N. Y., 400 
pages, $10. 

More than 1,000 illustrations help the 
author to present the entire panorama of 
American ingenuity from the invention of 


the safety pin to the atomic bomb. This large 
(> 2 TZ) portrays the men and 
machines, as the social forces that 
helped and hindered them, as they changed 
the shape of American life. Non-technical 
readers will value this book as a pleasant, 
painless primer of American technology. 


volume 
well as 


ART AND INDUSTRY, by Herbert Read. 
Horizon Press, 220 W. 42 St., New York 36, 
V. Y., 239 pages, 36. 


Richly illustrated 
(most of them full 
chines, and factories, this handsome volume 
offers a critical examination of some of the 
output of American industry. Insisting that 
machine-made products need not lack the 
artistic values of custom craftsmanship, the 
author presents practical the 
creation of works of art through industrial 
The broad cultural approach to the 
volume to many 


with 130 photographs 


pave) of products, ma- 


principles tor 


design. 
should endear the 
not industrial designers. 


subject 
VW ho are 


THE EAGLE, THE JAGUAR, AND THE 
SERPENT, by Miguel Covarrubias, Alfred A. 
Knopf, Inc., 501 Madison Ave., New York 
22, N. Y., 320 pages, 315. 


The ttle refers to the three animals which 
lend their grace to the art of the American 
Indian. This lavishly illustrated volume con- 
tains twelve full-color LOO photo- 
graphs, and over 100 line drawings of the 
primitive yet exquisite art of the Indians of 
Alaska. Canada. and the United States. 
While emphasis is on North America, Cen- 
tral and South America are also considered 
as the author, an internationally famous art 
origin of Indian cul 
enthusiasts, 


paves, 


scholar, discusses the 
ture. Most appropriate for art 
Americana collectors, amateur historians. 


THE TASTE-MAKERS, by Russell Lynes. 
Harper & Brothers, 49 E. 33 St.. New York 
16. N. Y., 362 pages, >. 


An informal history of the men and move- 
ments responsible for the development of 
American taste in everything trom architec- 
ture to Van Gogh. Author Lynes, who 1s 
manaving editor of Harpers Magazine, dis- 
cusses with incisive wit the architects, de- 
siyners, merchants, and others who form the 
shape of things to come. Contains 40 pages 
of illustrations and delightful chapters on 
the artistic modes tormed in and by the cor- 
poration, as well as the famous essay, “High- 
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‘SEALWA 


SEALS MOISTURE OUT 
OF CONCRETE BLOCK, 
CEMENT AND STUCCO 












® SEALWALL—a concentrated water-re- 
sistant agent—stops moisture in walls of 
concrete block, cinder block, cement 
block, stone, cement or plaster. Inside 
or outside, above or below ground. 

® Easy and economical to apply. One 
gallon of SEALWALL makes 8% gal- 
lons of water-resistant paint when mix- 
ed with cement and water. 

® Becomes integral part of wall, forming 
water-tight barrier. Will not chip, peel 
or powder off. 

® May be stored indefinitely without loss 
of effectiveness. 

® Available in quart and gallon cans in 
Neutral and colors. 

®For descriptive literature and 
write SEALWALL PRODUCTS, 
Lake Avenue, Elyria, Ohio. 


EALWALL 


REG. U. S. PAT. OFF. 


prices 
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® Distributor inquiries invited. 














e For Greater Efficiency 


DEVELOPING 
MANAGEMENT ABILITY 


600 Questions G Answers 


EARL G. PLANTY and J. THOMAS 
FREESTON. New—today’'s foremost tech- 
niques for encouraging and improving execu- 
tive ability in any size organization. Here are 
answers to questions actually asked by busi- 
nessmen seeking to improve performance at a/l 
levels. Tells how to train through stafi meet- 
ings, case studies, job rotation, etc.; how to 
build a training program in any company. 


447 pp. $7 


TRAINING EMPLOYEES 
AND MANAGERS 


EARL G. PLANTY, WILLIAM 5S. 
McCORD and CARLOS A. EFFERSON. 
Shows how to ——— two aims at once— 
improve work attitudes and sharpen indivi- 
dual skills. Time-tested plans, techniques, sug- 
gestions for setting up and carrying out a 
training program to assure better teamwork, 
avoid conflicts, build discipline, increase job 
interest. Many examples from successful com- 
panies. [//ustrated. $5 


JOB EVALUATION METHODS 


CHARLES WALTER LYTLE. Explains 
set-up and operation of job evaluation, in- 
cluding supervisory, technical, executive posi- 
tions. Covers rate structures, merit-rating, 
wage incentive methods. 2md Ed., 178 ills., 


§o7 pp. $7.50 


© Send for these books. Save postage by 
remitting with order. Books returnable 
if not satisfactory. Address Dept. DR-3 


THE RONALD PRESS COMPANY 





15 East 26th St.. New York 10 
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You Get Many Benefits 
by Specifying MICKERS. Hydraulics 


ONE OF A SERIES 





Field Consultants on Oil Hydraulics 


ao a factory-trained application engineers 





Vickers Application Engineers are a group of 
65 specially trained and salaried men assigned 
to Vickers offices strategically located through- 
out the country. These men are selected for 
technical background and imagination. Each 
is given a very thorough training in Vickers 
plants before he goes to a field office. Train- 
ing includes all phases of oil hydraulics, both 
theory and practice. 

As a result, these men are uniquely qualified 
to help you in making hydraulics more use- 
ful to you and your customers. Their services 
take many forms .. . from complete circuit 
design to helping get the “bugs” out of a 


prototype machine. 






ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 





They have at their command the wealth of 
Vickers Hydraulics resources. Contact the 
nearest Vickers Application Engineering 
Office whenever you have a problem where 
oil hydraulics may be helpful. 


VICKERS 


Incorporated 
DIVISION OF THE SPERRY CORPORATION 
1424 OAKMAN BLVD. e DETROIT 32, MICH. 


{pplication Engineering Offices: « ATLANTA 
CHICAGO AREA (Brookfield) e CINCINNATI e CLEVE- 
LAND e DETROIT e HOUSTON e LOS ANGELES 
AREA (El Segundo) « NEW YORK AREA (Summit. N. J.) 
PHILADELPHIA AREA Media) ° PITTSBURGH 
AREA (Mt. Lebanon) « ROCHESTER e ROCKFORD 
SAN FRANCISCO AREA Berkeley ) . SEATTLE 
TULSA e WASHINGTON e WORCESTER 











1921 
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This unitized carton makes one =sixteen! 


A Signode Unitizing Method That Can Work For You! 


This equation was worked out by a couple of smart Signode 
Packaging Engineers from basic data—and the resulting sav- 
ings in packaging and handling costs range between 80¢ and 


$2.80—each! 


Formerly rolls of polyethylene sheeting were shipped in 
lots of 32 rolls—packed two to the carton. That meant 16 


cartons, and 16 handlings all along the 
line to the consignee. 

Signode Engineers devised a basic 
pallet-pack that put all 32 rolls of poly- 
ethylene in ONE unitized pack! This 
new strap-secured method of packag- 
ing saved the shipper $2.80 in packag- 
ing and handling costs per pallet! 

Adapting basic unitizing methods may 
mean savings for you, too. Send for 
our folder showing 6 basic ways of 
unitizing. 





Sheeting on pallet before 
being capped and strapped. 


: ‘SIGNODE Steel Strapping Co. | 





2665 N. Western Ave., Chicago 47, Ill. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
Offices Coast to Coast—Foreign Subsidiaries and Distributors World-Wide 
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LIBRARIES 


Continued from page 41 


the advantages given their competi- 
tors in the cities where such service 
is provided. 

Just what are the aids to business 
provided by such an institution? 
The brochure, “A Half-Century of 
Power for Business,” issued by the 
trustees of the Newark Public Li- 
brary to mark the fiftieth anniver- 
sary of that institution, highlights 
the collections and use of that li- 
brary as well as its progress. In the 
40 years that comparable statistics 
have been kept, the requests of busi- 
ness men for assistance have in- 
creased over 900 per cent. The fact 
that that information is as near as 
the telephone has resulted in as 
many calls for information through 
that channel as through visits to the 
library itself. 

Just as the number of business 
men who turn to library resources 
has increased, so has the focus of 
their interest shifted. In the early 
days there was heavy use of city and 
trade directories as their value in de- 
veloping markets was understood. 
As business growth accelerated, the 
need for improved methods of office 
organization was a pressing concern 
and materials bearing on such prob- 
lems were in frequent demand. In 
these later years with the detail of 
business methods simplified and no 
longer a major interest, the ques- 
tions that reach the library turn on 
much more vital problems. Market 
studies, business forecasting, prob- 
lems of expansion, decentralization, 
employee relations, executive de- 
velopment, and the increasing at- 
tention to the economic aspects of 
retirement, all find their place in the 
daily round of the library service. 

As the number of public libraries 
focusing attention on effective serv- 
ice to business in their communities 
increased, so did library personnel 
devote greater attention to facilitat- 
ing the use of these resources. Per- 
haps the first major step in this di- 
rection was carried out with the co- 
operation of Merle Thorpe, then 
editor of Nation’s Business. He se- 
cured the co-operation of John Cot- 
ton Dana and the staff of the New- 
ark Business Library in the monthly 
compilation of a “White List of 
Business Books.” These descriptive 
listings were introduced by a short 
essay on their application to the 
topic discussed, ranging from Or- 
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MOBILE LOADING RAMPS 













@ Loads Yard Cars, Highway Trailers—Quickly, 
Easily 
@ One Man Moves It—Trailer Hitch Optional 
for Long Distance Towing 
@ Eliminates Hand Loading—Car Spotting— 
Demurrage 
@ Bridge Design—All Magnesium Construction 
@ Locks Securely in Position 
@ Standard Models and Sizes to 16,000 Ibs. 
Capacity— Others on Request 
A loading dock on wheels! Where you 
want it... when you want it! Services 
yard cars or highway trailers. Light- 
weight—easily moved about. Hydrau- 
lic lift positions it. Use as a dock or 
as an auxiliary unit to relieve over- 
* taxed dock fa- 
cilities. They're 
practical, eco- 
nomical, and 
efficient! Get the 
facts today. 


WRITE TODAY FOR 
BULLETIN DB-211 


MAGLINE INC. 
1951 Mercer Street + Pinconning, Mich. 























































ETTEREX IS 


to carbon paper what 
modern detergents 
are to soap — a faster 


method of doing the 


office work. 


Write for details 
The LETTEREX CORPORATION 


1640 Connecticut Avenve 
Washington 9, D.C. 
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‘Repeat Orders 
| Prove Value of 


DIAMOND 


“UTILISCOPE™ 


(WIRED TELEVISION) 
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Remote observation of boiler water level 
and furnace interior. 


Since 1947, Consolidated 

Edison Co. of New York 

Has Placed 15 Orders 
for 26 Sets 


Since a trial installation in 1947, the Consolidated 
Edison Company of New York has placed 15 orders 
for 26 Diamond “‘Utiliscopes’’ to improve cen- 
tralized control. Electric utilities are necessarily 
critical buyers . . . the nature of their business 
demands equipment of extreme reliability and 
good performance. 

The “Utiliscope” can give you money by watch- 
ing important operations which are too remote, 
too inaccessible, too dangerous, too hot or too 
costly to watch directly. 

Send for Bulletin 1136 (use coupon below); it 
suggests many profit-making installations in in- 
dustry. 
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DIAMOND POWER SPECIALTY CORP. 


FIRST IN INDUSTRIAL TELEVISION 


LANCASTER, OHIO 
OFFICES IN 39 PRINCIPAL CITIES 


Diamond Specialty Limited — Windsor, Ontario 


Since 1903, Diamond has Manufactured 
Quality Equipment for Industry 
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ganization, The Mailing List, 
Those Letters You Sign, The In- 
vestor’s Library to How to Capital- 
ize the Pamphlet and How to Buy 
Books. 

Possibly this was the first compre- 
hensive introduction to the field of 
business information that has re- 
ceived wide distribution. Its month- 
ly publication from November, 1917 
to July, 1919 gave noticeable impe- 
tus to the use of such data. The ap- 
pearance in 1916 of “1600 Business 
Books” followed by its successors, 
“2400 Business Books” and “Busi- 
ness Books, 1920 to 1926,” focused 
attention on such literature until 
the growing emphasis on research 
through collegiate and graduate 
schools of business and the increas- 
ing.attention given related texts by 
the major publishers, made the con- 
tinued compilation of such compre- 
hensive bibliographies unnecessary. 


Further Data 


In still another field did the ab- 
sence of any inclusive listing pro- 
duce action by the Newark institu- 
tion. While the years brought addi- 
tions to the number of highly useful 
trade and professional directories, 
information on these volumes was 
difficult to secure. Those who could 
profit by their use had no key to 
their number nor the fields they 
covered. As a result of efforts to se- 
cure such publications a consider- 
able amount of information on their 
content and sources had been ac- 
cumulated at the Newark Business 
Library. 

An effort to make this informa- 
tion more widely useful resulted in 
the compilation of “The Mailing 
List Directory” by Linda H. Morley 
and Adelaide C. Knight, then of the 
Business Library staff, and its pub- 
lication in 1924. This basic tool in 
the acquisition and use of director- 
ies had not later editions but modi- 
fications, and simplified versions 
have since been compiled and pub- 
lished both by the Newark Business 
Library and by the United States 
Department of Commerce. 

As the schools of business in col- 
leges and universities grew in num- 
ber and quality and their graduates 
came to play a more prominent part 
in the direction of business enter- 
prise, so did publications in the field 
of business both increase in num- 
ber and receive more thoughtful at- 
tention by reviewers. The journals 
issued by universities devoted more 
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Gives instant answers —no presetting of 
dials, bars, levers to slow you down. Float- 
ing Touch speeds figure work by making 
it easier. Three-Way Error Control gives 
automatic accuracy. Call the Comptometer 
representative. 














Electric and non-electric models 


= COMPTOMETER ADDING- 

§ CALCULATING MACHINES are 
made only by Felt & Tarrant 
Manufacturing Co., and sold 

. exclusively by its Comptometer 
Division, 1722 North Paulina Street, 
Chicago 22, Illinois. Offices in principal 
U. S. cities and throughout the world. 


COMPTOMETER 
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Save time now wasted 
copying...and cut costs! 


The time spent in retyping for extra copies, 
in rewriting forms, in transcribing records 
is wasted! Because an Ozalid machine makes 
better copies, faster and cheaper, than any 
human copyist! And saves errors, proofreading, 
and revisions as well. 

Anything on translucent paper, cloth or film 
can be copied on sensitized material by an 
Ozalid machine in a matter of seconds, and in 
any quantity needed. Ozalid reproduction 1s 
instant, without negatiy es, stencils, developing 
baths, special inks. Ozalid copies are clear and 
clean, delivered dry, ready for use. A letter 
COpy takes less than a minute, costs less 
than two cents. 

TuHousanps of companies use the Ozalid 
process to reproduce statements, reports, 
letters, orders, invoices, statements, drawings, 
hand written notes—and save clerical time, 
speed communication, get action earlier. In 
every office, there are scores cf uses for an 
Ozalid machine. And anybody can use one. 

Ask the nearest Ozalid distributor 
(sve phone book) to show you. Or write 
45 Ozaway, Johnson City, N. Y. 

()ZALID—A Division of General Aniline & 
Film Corporation... From Research to Reality. 

In Canada, Hughes Owens Company, Ltd., Montreal. 


(right) The Bambino, new small copying 
machine for office use, handles material 

up to nine inches wide, any length. 

And saves enough work in even a small 
office to soon pay for itself. 
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space to such reviews as did the 
many periodicals in the trade press. 

In its issues of Business Litera- 
ture for April-May, 1950, the staff of 
the Business Library listed the pe- 
riodicals devoting space to reviews 


in this field. Other guides to busi-, 


ness data appearing regularly have 
been this monthly note of the Busi- 
ness Library, Business Literature, 
published since 1928 and Business 
Information Sources issued by the 
Business Information Bureau of the 
Cleveland Public Library since 1930. 


Who Uses Them? 


The range in application of busi- 
ness information § resources has 
proved almost unlimited. The use 
of city directories alone is far more 
comprehensive than the incidental 
pursuit of an individual. Employees 
of insurance companies spend hours 
checking clues that may result in 
tracing the recipients for unclaimed 
equities. Lawyers find these direc- 
tories invaluable in identifying in- 
dividuals and in tracing people 
needed in the clearance of titles. 
Credit investigators have found 
them first aids while those seeking 
potential markets study the classi- 


fied sections with the utmost care. 

While the investment services are 
studied for the security information 
they contain, their use in the study 
of industries themselves is as im- 
portant. Both the college graduate 
weighing the relative opportunities 
in different industries and the ex- 
perienced business man_ seeking 
helds of expanding opportunity find 
their detailed analysis both of in- 
dustries and specific companies of 
the greatest value. In connection 
with the related texts, periodicals, 
and government reports these serv- 
ices offer a sound foundation for 
the selection of a future vocation. 

A constantly recurring problem 
for many is the transfer from one 
part of the country to another ac- 
cording to the dictates of their em- 
ployers. The shift of a family in- 
volves many elements and a success- 
ful solution of its problems can 
come through consultation of ap- 
propriate publications. The selec- 
tion of a home community with a 
corresponding or improved stand- 
ard of living can be expedited 
through study of Sales Manage- 
ment's Survey of Purchasing Power, 
Checks on community quality can 








Would You Like Help 


with Your Investments ? 








From someone for instance, that you could always turn to for 
current facts on nearly any stock? 

Someone for instance, that would gladly appraise your 
holdings whenever you asked ... do everything possible to 
pass unbiased judgment on the securities you own . . . point 
out the possibilities of profitable exchanges ... or plan an 
entire program sensibly suited to your needs, your funds, 
your situation? 

If you would like that kind of help with your investments, 
we think you can find it at Merrill Lynch. And whether you're 
a customer or not, own ten stocks or 100, have a lot or a 
little that you want to invest, that help is yours for the asking. 
There’s no charge, no obligation. 

Just write a letter about your personal situation — or port- 
) folio — and address it for my attention. 


Water A. Scuoiit, Department DR-83 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cities 











Ps as ee Ce am 2h Vt 2 Se and 









Coe 


Ask any 
number of Yoder 
Slitter Owners— 


how they like it, and you may get 
as many different answers, because 
the benefits are so many. 


One manufacturer said: “Our strip 
inventories have been reduced by 
60°% and greatly simplified. Our 
requirements in slit strands can 
now be quickly met from a rela- 
tively small stock of mill-width 
coils.” Another manufacturer re- 
marked: “We no longer have to 
worry about ordering strip long in 
advance, complicating our produc- 
tion planning.” A third manufac- 
turer made this comment: “We can 
now buy our strip wherever we can 
get the best quality, price and de- 
livery. That saves a lot of time, 
money and worry.” 


Any one of these and other benefits 
may in itself be sufficient to justify 
the investment; yet, quite aside 
from this, the direct savings in 
slitting cost always repays the in- 
vestment in a short time, often in 
less than a year. A 


Ask for the Yoder Slitter Book. It 
contains cost studies, time studies, 
information on scrap disposal, coil 
handling, small versus large slitters, 
and many other subjects of interest 
to users of coiled strip and sheets. 
























THE YODER COMPANY 


5531 Walworth Ave., Cleveland 2, Ohio 






SLITTERS 
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the one of which I’m least proud.” 


be made through study of the 
schools, the libraries, the churches, 
the hospitals, in appropriate direc- 
tories. Data on tax rates, bonded 
debt, and other factors affecting the 
quality of city government can be 
analyzed from data in investment 
manuals and other sources. 


Personal Uses 


The use of collections of business 
data in weighing matters of per- 
sonal advancement has proved in- 
valuable. Time after time have indi- 
viduals made studies of the com- 
panies in various areas to gage the 
opportunities they may offer. Infor- 
mation from many sources may be 
pieced together to form a basis for 
comparison. Data on the social and 
business afhliations of the ofhcers 
may lead to the discovery of favor- 
able contacts. The opportunity of- 
fered for familiarity with the cur- 
rent conditions in any company can 
result in an informed approach to 
any discussion that may well bring 
favorable results. 

Institutions benefit as_ greatly 
from the accessibility of a compre- 
hensive collection of business data. 
Not only insurance companies, but 
progressive banks find all important 
data there. Even in gaging the ad- 
visability of certain loans, the use of 
directories for tracing through their 
checking accounts the major con- 
tacts of applicants, banks find the 
use of these library collections of 
special aid. 

Co-operation with local associa- 
tions and chapters of national asso- 
ciations is frequently a distinguish- 
ing feature of the programs of these 
library departments. In Cleveland, 
with its strong trade association de- 
velopment, the Business Intorma- 
tion Bureau of the Cleveland Public 
Library is so closely allied with such 


activities that it is the depository for 
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Door coils above the opening, com- 
pletely out of the way. 





Clears the entire opening — jamb to 
jamb, floor to lintel. 





Opened door stays out of reach of 
wind or vehicles. 





All surrounding floor and wall space 
is always fully usable. 





Rugged all-steel curtain repels wind, 
fire, theft, vandalism. 





Heavily galvanized curtain gives last- 
ing resistance to elements. 


(1.25 ounces of pure zinc per square 
foot of metal, as per ASTM stand- 
ards.) Kinnear Paint Bond —a hot 
phosphate immersion assures thor- 
ough, lasting paint grip. 





Smooth, easy coiling upward action 
saves time and labor. 





Ideal for motor operation; remote 
control switches if desired. 





Any size; quickly, easily installed in 
old or new building. 
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Write today for full details. 








Kinnear 
Steel 


Rolling 


‘Doors 
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3 The rugged Kinnear Motor Operator, 
with push-button control switch. 


The KINNEAR Manufacturing Co. 


Offices and Agents in Principal Cities 


1500-29 Fields Ave. 
Columbus 16, Ohio 


Saving Ways in Doorways 


INNEAR 





1742 Yosemite Avenue 


San Francisco 24, Calif, 
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CONVEY your materials the cheapest way! 


CONVEY with standardized units for faster 
quotation and delivery. 


CONVEY with pre-engineered components, 
eliminating special engineering time 
and expense. 


CONVEY with factory-assembled, factory- 
aligned components for faster erec- 
tion, and easier future alteration. 


Barber-Greene has given a new meaning to 
belt conveyor economy. 


See how Barber-Greene can reduce your costs. 
Ask for the 192-page Conveyor Catalog. 
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the winning exhibits in the annual 
awards for trade association pro- 
grams. 

For years the Newark Business 
Library has used its monthly Busi- 
ness Literature to summarize refer- 
ences to data on current problems 
and often devotes an issue to the 
special needs of an association. Illus- 
trations of such co-operation are the 
issues on “Rehabilitation and Other 
Real Estate Trends Today” pre- 
pared for the Newark Real Estate 
Board’s campaign toward the re- 
habilitation of areas suffering from 


urban blight, “Sales Engineering 


and Industrial Marketing” prepared 


to supplement an institute spon- 
sored by the Industrial Marketers of 
New Jersey, and the listing in one 
issue of “Significant Books on Cost 
Accounting,” purchased through 
the annual gift of the Newark 
Chapter of the National Association 
of Cost Accountants. 


Expanding Fields 
While 


sources in all categories of media 


business information re- 
have grown extensively in these last 
fifty years, perhaps the increase is 
most marked in three fields, period- 
icals, government publications, and 
“services.” The list of magazines in- 
cluded in the pamphlet describing 
Business Library collections pub- 
lished in 1910 ran to approximately 
50 titles, while today several hun- 
dred are regularly received to form 
the backbone of the reference col- 
lection on developments in business 
policy and practise as well as to pro- 
vide current market statistics, prices 
and similar economic data. 

The tremendous expansion in the 
last 50 years in statistical and other 
material gathered, compiled, and is- 
sued by governmental agencies is 
too well known to require com- 
ment. Of four units whose compila- 
tions are of special value in business 
research, the Commerce and Labor 
Departments had been only just or- 
ganized in 1904 and years were to 
pass before the Federal Reserve Sys- 
tem and the Federal Trade Com- 
mission came into being. Since their 
establishment, the distribution of 
data by these agencies has been a 
boon to business research, 

Perhaps the most conspicuous fea- 
ture in the growth of business in- 
formation services in this half-cen- 
tury is in the publication of services 


to meet almost any need for current 
and specialized information. Where 
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Trade Mark Jewelry 
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Makes Goodwill Salesmen. 
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SAVE 20% 


on sealing costs! *. 





“Dial” gummed tape electrically 


The new Marsh Dial-Taper is real news to users 
of gummed tape. Dispenses all kinds, in widths 
to 3”, electrically. Select your length on the 
telephone-type dial, dial it, and out it shoots 
moistened with warm water. Sticks instantly. 
Saves 1/5 on tape, often more in man-hours. 


For more information or a free 
demonstration mail us this ad with your 
name and business letterhead 


MARSH EZ<clric 
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MARSH STENCIL MACHINE COMPANY 
62 MARSH BLDG. BELLEVILLE, ILL. 
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50 years ago Moody’s and Poor’s 
services on railroad securities, Dun 
and Bradstreet’s credit rating serv- 
ice and Best and Spectator publica- 
tions in the field of insurance were 
known and valued by a rather lim- 
ited clientele, today countless pub- 
lications such as Standard Adver- 
tising Register and McKittrick Di- 
rectory of Advertisers in advertis- 
ing, Dow Service Daily Building 
Reports, and Brown’s letters in con- 
struction and Real Estate Analyst in 
real estate, Standard and Poor’s and 
Investograph in the field of invest- 
ments, and Kiplinger, Whaley- 
Eaton, and Congressional Quarterly 
in reports on Washington develop- 
ments are but a few illustrations of 
the growth in this area. The vast 
quantities of printed matter in serv- 
ices devoted to the interpretation of 
government regulation of business 
alone, from income taxation to price 
and wage controls have made heavy 
demands on library budgets as these 
institutions strive to meet the needs 
of their business communities. 

The great gains in the economic 
well-being of the country in the last 
half-century have resulted from 
many conditions. Among the least 
conspicuous but possibly the most 





far reaching are the influence of the 


graduate schools of business and 
the increasing reliance on published 
information as a basis for action. 


The Way Ahead 


The example set by John Cotton 
Dana in the establishment of a li- 
brary department especially devoted 
to discovering and meeting business 
needs for such data inaugurated a 
movement to relate the library re- 
sources provided by the taxpayer to 
the furtherance of economic well- 
being. In many areas the progress 
along these lines is notable, in others 
it is scarcely apparent. Failure of a 
business community to receive the 
library service found in Cleveland, 
Newark, and 


other places is the result of its own 


Chicago, Boston, 
inertia, 

While some libraries lead the way 
all can follow this path. Progress in 
the relationship between business 
and libraries will come as business 
men realize what this relationship 
means. They must not only provide 
the support that makes such prog- 
ress possible but call for such serv- 
ice as if offered to their competitors 
in other communities. 

THE END 
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Northern Neighbors 
and 
i New Markets! 
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Inquiries are invited. 


ee 
: 
2 
| 
| 


in natural resources, Canada merits the interest of 
expansion-minded American businessmen. | 


The Dominion Bank offers individual and highly specialized 
assistance in Canadian banking problems. Our helpful and 
interested counsel is not the kind you'll find ina 

brochure. Our kind is facts and figures on paper—facts and 
figures about your business in Canada. 


Infinite in variety of opportunity, almost inexhaustible | 











COMPLETE 
BANKING SERVICE 
ACROSS CANADA 


Head Office: 
Toronto, Canada 





OMINION 
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New York Office — 49 Wall Street 
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SYLVANIA‘S 
IMPROVED MERCURY VAPOR LAMPS 
GIVE MORE LIGHT AT LOWER COST! 


J-H1 . . . This color-corrected lamp is coated on the 
- > inside with a special phosphor which provides a 

. i “Golden White” light ...a more pleasing color than 

the bluish-green of natural mercury vapor lamps. 

These lamps give twice the light output for the same amount 
of wattage. And, they provide several times the life of 
incandescent lamps. As a result, Sylvania Mercury Vapor 
Lamps help to lower maintenance costs, improve seeing 
conditions ... and speed production, too. 


A COMPLETE LINE 


Sylvania Mercury Vapor Lamps are 


1 . 








available in types and sizes for 
every industrial requirement. Of 


——} > 


special interest are the improved 


—— 
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color-corrected lamps with the 
“Golden White” light. New illustrated 
folder gives complete information, 
¢ Write to Dept. 4L-2311, 

. Sylvania for your copy today! 
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low-cost mercury 
lamp. Rated at 400 
watts with an output 


of 15,000 lumens. 


E-H!} ... Ideal for 
“high bay” industrial 
lighting. Rated at 400 
watts, delivers 20,000 


lumens. 
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K-HE. .. A mercury 
lamp with built-in re- 
flector for industrial 
lighting cag a= Zen 
400 watts,16,000 lu- 
mens. Also offered 
with special color- 
correction phosphor. 


*SYLVANLY 


1740 Broadway, New York 19.N. Y. 


St. Catherine Street: Montreal. P. Q. 


TELEVISION 






-H5 . . @ smaller 
size of the E-H1 type, 
for general industrial 
applications. 250 
watts, 11,000 lumens. 
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yaaegre Electric Products Inc., 
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LIGHTING - RADIO - 


Ur versity Tower Bidg., 
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in sheet metals 


The news is good for those companies which have fol- 
lowed the profitable course of making more and better 
products out of aluminum. For it is good to know that a 
full line of aluminum sheet products is available from a 
company such as Revere with its high reputation for 
producing quality metals. 

The first copper sheet rolled in America came from 
Paul Revere’s original mill. Brass mill products have 
been a Revere specialty for well over a century. With 
this unequalled background, and with the most advanced 
aluminum rolling equipment and techniques, Revere offers 
you aluminum coiled and flat sheet, circles and blanks in 
a wide range of gauges and widths and in the five most 
widely used alloys. You can be sure that Revere knows 
its A-B-C’s in metals—‘'A”’ for Aluminum, “B”’ for Brass, 
“C” for Copper. Why not call Revere NOW? 


Other Revere aluminum products include tube, extruded 
products, electrical bar, forgings, rolled shapes and 
eyelet products. Revere Copper and Brass Incorporated, 
Founded by Paul Revere in 1801, Executive Offices: 230 
Park Avenue, New York 17, N. Y. 
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wa, POLISHING MACHINE MADE BY 
WV, GRINDING & POLISHING MACHIN- 
: ERY CORPORATION. CUTLER- 
HAMMER MOTOR CONTROL 
IS SUPPLIED AS STANDARD 
ORIGINAL FACTORY EQUIPMENT. 
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RADIANT HEATING BAKING 
AND DRYING EQUIPMENT MAN- & 
UFACTURED BY ALLIED EQUIP- Ge 
MENT COMPANY. CUTLER- 
HAMMER CONTROL FURNISHED © 
AS STANDARD. a 


In every division of industry, there are a few 
companies whose productsare widely recognized 
as superior; by the test of direct competitive 
comparison these products consistently demon- 
strate a superiority of performance that sets 
them apart from all the rest. Such enviable posi- 
tion of leadership can be no accident but must 
result from a company policy of unrelenting 
product improvement and a jealous concern for 
every detail that influences the performance of 


4M AcuTLER-HAMMER 
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- | i Penne . 


CUTLER°-HAMMER: * 


CONTROL =| 


STRETCH WRAP FORMING 
MACHINE BUILT BY T. W. 
& C. B. SHERIDAN CO. 
CUTLER-HAMMER MOTOR 
CONTROL USED EXCLUSIVELY 
AS ORIGINAL EQUIPMENT. 
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BAHNSON INDUSTRIAL AIR-CONDITIONER 
MADE BY THE BAHNSON COMPANY AND 
FURNISHED WITH CUTLER-HAMMER MOTOR 
CONTROL AS ORIGINAL EQUIPMENT, 
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the product in the field. Since these facts are so 
clear, what interpretation can be made of the 
fact Cutler-Hammer Motor Control is so fre- 
quently and continuously the choice of the 
nation’s leading machinery manufacturers? 
Cutler-Hammer Motor Control must bea profit- 
able choice for you. CUTLER-HAMMER, Inc., 
1436 St. Paul Avenue, Milwaukee 1, Wisconsin, 
Associate: Canadian Cutler-Hammer, Ltd., 
Toronto, Ontario. 
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NEW 
AND 





METHODS 


MATERIALS 








Can you use 


these unusual matertals? 


Brush-on coatings with amazing 
stamina, adhesive-backed tape and 
sheeting to protect and decorate, 
bags that shrink to fit your prod- 
uct.... [hese are among the new 
and interesting materials that may 
hold the answer to your trouble- 
some design or production prob- 
lems. Here’s information on a 
baker’s dozen: 


Shrinkable polyethylene film 
may now be had to produce neater, 
smoother packages. Central States 
Bag & Paper Company, for instance, 
is using Visking’s shrinkable ex- 
truded film, Visqueen S, to produce 
sacs that form a skin-tight covering 
on food products, bottles, and other 
items. After filling, “Poly-Skin” 
bags are evacuated, the top clamped 
shut. Then, the bag is dipped for 
just three seconds in a 215° fahren- 
heit propylene glycol solution—and 


the job is complete. According to 


Central States, the bags retain their 
strength, low-temperature _ resist- 
ance, and printability; yet they’re 
surprisingly low in cost. 


Tampering can be spotlighted 
with a new sealing compound de- 
veloped by Minnesota Mining & 
Manufacturing’s Detroit Adhesives 
& Coatings Division. The com- 
pound (EC-1252), which dries to 
form an unusually brittle film, can 
be applied to locks, fasteners, access 
doors, and packages to show 
whether they’ve been disturbed. It 
can also be used to show up acci- 
dental changes in adjustment of ma- 


chine parts and fasteners. 


Sueded pressure-sensitive tape, 
a flock-coated material, comes from 
the research laboratories of Minne- 
sota Mining & Manufacturing at St. 
Paul, Minn. It might prove useful 
for protecting the bases of lamps 
and clocks, lining instrument cases 





Titanium carbide, offering great heat resistance and hardness, rates consid- 
eration for extreme-temperature jobs. Kennametal, Inc. built this expert- 
mental gas turbine to show the stamina of its carbide, Kentanium, reports 
operation at 30,000 rpm and nearly 2,000° fahrenheit did not faze it. 
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Here’s the newest...the smoothest... 
the most efficient slide-and-filmstrip 
projector for modern business use! 


For adding extra punch to your sales presen- 
tations... for making training courses more 
effective, here’s a versatile filmstrip projector 
that just can’t be beat. New in virtually every 
detail, it represents sweeping advancements 
in projector design. Here, for example, are 
six of its outstanding advantages. 


1. Brighter, Sharper Pictures—Superb Kodak 
Ektanon Projection Lens (//3.5 or //2.8), 
Lumenized lens-and-condenser system, alu- 
minized glass reflector, and 500-watt lamp 
add up to amazingly bright, evenly illumi- 
nated pictures. Projection is so brilliant 
that in most cases there’s no need for room 
darkening! 


2. Smoother Operation—The Kodaslide Sig- 
net 500 Projector has the famous Geneva 
movement—a precision mechanism that ad- 
vances each frame in smooth sequence... 
so fast, viewers can hardly see the transi- 
tion. No jumping, no jerking. Nylon gearing 
provides positive, quiet action.. 





. assures 


eand-filmstrip 
rojector by Kodak 


Kodaslide Signet 500- Projector, 
Filmstrip Model . «. 


amazingly long life. Film is handled gently 
by the filmstop mechanism—glass pressure 
plates separate before filmstrip can move. 


3. Faster Setups—Drop-in loading ends fuss 
because the easy-to-get-at sprocket engages 
the filmstrip inunediately. Special framing 
lever makes centering fast and accurate. 
Rewind device permits quick refiling of films. 


4. Cooler Operation—Operation is cool and 
safe because the special impeller-type blower 
delivers a far greater volume of air with less 
noise than formerly obtainable. Thick heat- 
absorbing glass protects film. And the mul- 
tiple aluminum baffle system cools both 
projector and film. 


5. Automatic Leveling—Individually spring- 
loaded front legs snap into position, auto- 
matically compensating for unevenness. Back 
leg adjusts for aligning picture on screen. 


6. Top Versatility—The Signet 500 adapts 
easily to use as a 2 x 2 slide projector! Sim- 
ply remove the filmstrip mechanism and 
slip in the slide-film changer included with 
the projector. The complete slide-and-film- 
Strip projector is just $98 (with //3.5 lens). 


Price subject to change without notice. 


IN ADDITION to slide and filmstrip projectors, Kodak offers a wide range of 


other audio-visual equipment... 16mm. movie cameras and projectors; 35mm. 


still cameras; table and pocket viewers for Kodachrome slides; stereo camera 


ond viewers; high-speed movie camera for engineering and methods studies; 


plus a complete range of special aids for making business pictures. 
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EASTMAN KODAK COMPANY, pept. 8-v, Rochester 4, N. Y. 


Please send me the name and address of my nearest Kodak Audio-Visual Dealer 
and further information about the new Kodaslide Signet 500 Filmstrip Projector, 
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Most Fon Llecine 


can shop for you in a supermarket 
of plants and sites in this 


29,000 sq. mile 





We're right in the heart of 
industrial America. And a number 
of communities in our area are 
prepared to make industrial plant 
locations available to responsible 


enterprises on very attractive terms— 


either on lease or lease-purchase. 


So just tell us what you’re looking for, 
and we'll do your location shopping 


jor you—in the biggest industrial 
supermarket in the world. We 


develop detailed information studies 


on a confidential basis—with 
no obligation whatever. 


Get on our Business Opportunities 


Mailing List. Write or phone 
Area Development Department, 
The West Penn Electric System, 
Room 915, 50 Broad Street, 


New York 4, N. Y. WHitehall 4-3740 
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Vest Penn 
Klectric System 


Monongahela Power Company | 
The Potomac Edison Company 


5 State area 







West Penn Electric System, Room 915 
50 Broad Street, New York 4, N. Y. 


Without obligation, please send me a hand-picked assorte 
ment of current Industrial Data Sheets on available 
industrial buildings and sites in your service area. 
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and jewel boxes, and backing up 
printing press mats. 3M can make it 
in a variety of colors and in widths 
up to 26 inches. Right now, though, 
it’s producing only red and green in 
half-inch-by-three-yard rolls. Free 
samples for testing are obtainable 
on request, 


Another new adhesive-backed 
material, this one developed by the 
plastics divisions of Monsanto 
Chemical and Cohn-Hall-Marx, is 
now making its debut in retail 
stores. It’s a self-adhering vinyl plas- 
tic fabric for use as a decorative, 
protective, waterproof covering for 
table 
most any dry, flat surface. Made in 


shelves, tops, furniture—al- 
a variety of colors and patterns (in- 
cluding wood grains), it’s called 
Con-Tact. Industry might find it 
useful for color-coding as well as for 


covering workbenches. 


Three metals that are job-hungry 


though they've been obtainable 
commercially for a number of years 
are gallium, tellurium, and thallium 
(see Modern Industry, February 
1950, page 70, and May 1951, page 
48). Each has a tempting, but frus- 
trating combination of properties 
which, so far, have defied major 
application. 

Gallium remains liquid over a 
very wide temperature range (86 
to over 3,000 fahrenheit), and ex- 
pands rather than contracts when it 
freezes. It alloys readily with other 
metals, and, in many cases, increases 
their The trouble is, 
though, it’s pretty expensive (nomi- 
nal price is $1,000 a pound), and 


strength. 


likely to remain so, at least until 
demand picks up. 
Tellurium improves machinabil- 





ity of many copper and steel alloys, 
and has several other advantages, 
including relatively low price. Un- 
fortunately, though, it makes those 
who handle it smell as though 
they'd been eating garlic for weeks. 

Thallium differs from the other 
two in that its compounds are often 
highly toxic. Nevertheless, it is used 
in sight glasses for infra-red optical 
equipment and “sniper-scopes,” and 
has found a few other jobs. One of 
its interesting properties is its abil- 
ity to form relatively high-melting 
alloys with lead. 

Information on gallium may be 
obtained from Aluminum Com- 
pany of America; on tellurium and 
thallium from American Smelting 
& Refining. 


Brush-on rubber coatings that 
will dry in air to form a resilient, 
padded surface are being offered to 
both consumer and industrial mar- 
kets by Rubber Magic, Inc., Brook- 
lyn 32, N. Y. The company says the 
material, made of natural rubber, is 
non-flammable in liquid form, can 
be thinned with cold water, and 
will stand temperatures to 220° 
fahrenheit after drying. It’s said to 
provide an airtight seal and to be 
excellent for use as an electrical in- 
sulator and as a sound-absorbing 
coating. Thin films might serve as 
corrosion-preventing peelable coat- 
ings. Retail price for a half-pint is 
$1.29: a $3.75: 


transparent. Industrial price for the 


quart, colored or 


gallon size is $6. 


Stretchproof glass fiber sleeving, 
a woven tubular material for in- 
sulation, filtration, and plastic rein- 
forcement, is being made by Hess, 
Goldsmith & Company. According 





Impact extrusion is an up-and-coming technique for mass-producing many 
complex shapes. Magnesium Company of America made these, notes process 
is particularly worth considering for round, square, oblong, cup, or shell- 
shaped parts having a length-diameter ratio of more than two-to-one. 
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Th 


ese three catalytic crackers dominate the skyline of our Lake Charles, 
Louisiana, refinery which normally processes 175,000 barrels of oil every day. 
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A Growth Company 
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THATS FOR ME! 

A FREE Booklet oF 

IDEAS #OR PEOPLE 

WHO USE OFFSET 

DUPLICATING- 
MACHINES 
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THE “ONE-WRITE” WAY TO RUN A BUSINESS od 


Colitho Division, COLUMBIA RIBBON AND 


80!ll Herb Hill Road, Glen Cove, N. Y. 


Please send me, without cost or obligation, the Colitho 
booklet, “Cash in on your offset duplicator’s idle time!” 


Nome. 


CARBON MFG. CO.., Inc. aw 
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to H-G, the sleeving can not be 
stretched under tension, and holds 
its tubular shape even when it 
serves as a container for bulk mate- 
rials. First application is in a new 
toaster, where the tubing is filled 
with glass wool and acts as a man- 
drel around which the heating ele- 
ment is wrapped. 


Carbon blocks and sheets that 
are 75 per cent air, yet are said to re- 
tain high electrical conductivity, re- 
sistance to chemical attack, and sta- 
bility at high temperatures, are of- 
fered by Stackpole Carbon Com- 
pany, St. Marys, Pa. Suggested for 
use as filter plates and, when im- 
pregnated, for machined parts, this 
unusually fine-grained material can 
be supplied in thicknesses up to an 
inch-and-a-half. 


Solution ceramics is the name 
Armour Research Foundation gives 
ceramic coatings applied by a new 
process now offered for licensing. 
Great claims are made for these 
coatings. ARF says they contain no 
bonding agent and need be heated 
to only a few hundred degrees fah- 
renheit; yet they are not brittle, will 
stand high temperatures, and can 
protect base materials against attack 
by molten metals and viscous li- 
quids (though not by vapors or thin 
liquids). Suggested applications 
range from insulation of electrical 
conductors to protection of engine 


cylinders. 


Designed for breakage are the 
products of Frangible Discs, Inc., 
Penns Grove, N. J. The company 
makes metal diaphragms that are 
engineered to burst at almost any 
desired pressure from two to 50,000 


pounds per square inch. Major use 
is in pressure systems and pressur- 
ized equipment like autoclaves, 
where a protective blow-out device 
is required. The discs can be made 
of lead, aluminum, copper, nickel, 
silver, and other pure metals, and 
can be plain or Teflon-coated. 


Plastics, paints, and primers are 
among the products which may 
benefit from a petroleum chemical 
just announced by Standard Oil 
Development Company. Based on 
butadiene, the mew chemical, 
known as C-Oil, is an almost-color- 
less resin that is said to give paints 
greater resistance to scratching, and 
to make metal primers more ad- 
herent. Hard, glasslike plastics can 
be produced from it, Standard Oil 
researchers say, and its electrical 
properties are most attractive. 


Vulcanizable silicone rubber js 
now being made by Dow Corning 
Corporation. The company says it is 
compatible with such organic rub- 
bers as GR-S and Buna-N, and can 
be used as a protective coating for 
them, or blended with them to ex- 
tend their serviceable temperature 
limits and improve resistance to hot 
oil, ozone, and weathering. 


Light-stable polystyrene, for 
lighting fixtures, optical equipment, 
faces for instrument dials, and the 
like, is announced by Dow Chem1- 
cal Company, Midland, Mich. It 
claims the new formulation, Styron 
647, has eight to ten times the re- 
sistance to yellowing of ordinary 
polystyrene, yet retains all of the 
plastic’s characteristic physical and 
chemical properties. 


Continued on page 82 





Titanium metal is deep-drawn by Brooks & Perkins to form shapes like 
these in a single operation. B&P, which has long specialized in deep-draw- 
ing magnesium, applies this know-how to titanium, reports surprisingly 
good results. Parts shown here range up to a foot wide, five inches deep. 
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OTHER ADVANTAGES—TOCCO delivers exact tem- 
peratures (2350°F, plus or minus 25°) and delivers 
them so fast that scale has little time to form. Scale 
loss has been reduced to only about 1% for hot-rolled 
stock. TOCCO is clean and cool, fits right into the 
production line—no hauling to and from the heat- 
treat department—no unpleasant radiant heat to annoy 
workers. 


HERE’S HOW IT WORKS—Steel bars up to 1%” diam- 
eter are fed through TOCCO Induction Coils. The 
first two coils, operating off a 300 kw, three kc TOC: 
CO motor-generator set, preheat the rod. The third 


THE OHIO CRANKSHAFT COMPANY 
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Feed rolls push barstock through TOCCO Induc- 
tion Coils to heat stock to 2350°F for forging. 





with TOCCO Induction Heating 


FASTER PRODUCTION — 4200 nut blanks per hour—twice the output of a con- 
ventional hot punching machine—that’s the result of Lamson & Sessions Coms 
pany’s new automatic production set up with TOCCO Induction Heating. 


coil which operates from a TOCCO 250 kw 10 ke 
generator then boosts the rod to forging temperature. 
The hot rod then is fed to the special hot nut former 
(designed and built by NATIONAL MACHINERY 
CO.) which shears the rod to suitable lengths, forms 
the part and spits out the nut blank—ready for tapping. 


In your search to find sound methods of increasing 
production, improving products and lowering costs, 
don’t overlook TOCCO Induction Heating. If your 
products require heat treating, soldering, brazing or 
forging, it will pay you to investigate TOCCO for 
better, faster ways of producing thematlowerunitcosts. 


i FREE 


BULLETIN 


THE OHIO CRANKSHAFT CO, 
Dept.!-11, Cleveland 1, Ohio 





Forging.” 


Name 


Please send copy of “Typical Results 
of TOCCO Induction Heating for 
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—Reprinted from 
Investographs, Rochester, N. Y. 


The quotation above refers to the ter- 
ritory served by Union Pacific as shown 
in the map. If you are interested ina 
western industrial site for manufactur- 
ing, assembly, warehousing, distribu- 
tion, or other purpose, we suggest 
contacting either your nearest Union 
Pacific representative or Industrial 
Properties Department, Union Pacific 
Railroad, Room 342, Omaha 2, Nebr. 
Complete and confidential information 
gladly furnished. 
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Midgets that do a mammoth’s work 


Space is at a premium in elec- 
tronic equipment, just as it is in so 
many products these days. Every 
fraction of an inch counts. So, pro- 
ducers of electronic components are 
hard at work making their products 
smaller and more effective. 

Many of the techniques these 
companies are developing — and 
many of the miniaturized products 
—should prove useful far beyond 
their original applications. They 
pave the way for smaller, more re- 
liable equipment of many kinds— 


High-quality miniature glass capa- 
citors are now mass-produced by 
Corning to replace mica units. 


Ribbed surface, special mounting, 
help keep Westinghouse power tran- 
sistor cool, permit one-watt rating. 


Tiny precision cams are produced 
by Ford Instrument for computers 
and many other types of equipment. 


| ee OBS. as 


office machines, welding equip- 
ment, materials-handling devices, 
and the like (see January, page 54, 
and March, page 48). 

Ford Instrument Company, for 
example, first made precision cams 
like those pictured below specifi- 
cally for use in computers. Now, the 
company is ready to supply “pack- 
aged” instruments and actuating 
mechanisms for remote control and 
automation of many different in- 
dustrial processes, as well as for use 
in military equipment. 


Subminiature thermal switch, by 
MiniTec, can be used for telemeter- 
ing, control of solenoids, motors. 








Simplicity of design keynotes GE 
transistor. Germanium element is 
made by ‘‘rate-growing’’ process. 


Electron tubes are shrinking too. 
Ceramic-encased Sylvania *‘ stacked 
tube’ is almost transistor-sized. 
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Contains the most | 
up-to-date and e 
complete information ak 
on Stock Roller 
Chains and Sprockets 










FILL OUT COUPON BELOW 
FOR YOUR COPY . 


From the files of —— 
DIAMOND CHAIN ENGINEERS a 
Backed by 65 Years of Roller Chain Experience 


In this latest 64-page Catalog 754, you will find the most authentic and com- 
plete data on Roller Chains and Sprockets—data drawn from 65 years of expe- 
rience in the manufacture and application of Roller Chains, There is no substitute 
for such experience. 

You will find it worth while to have a copy of = 
Catalog 754 on your desk for ready reference. Write CD ie eee aon ee eee | 


today—or just fill out and mail the coupon. 
Diamond Chain Company, Inc. 
Dept. 422, 402 Kentucky Ave. 


Indianapolis 7, Ind. 


Please mail a copy of your New Catalog 754 on 
Stock Chains and Sprockets to: 


DIAMOND CHAIN COMPANY, Inc, 


Dept. 422, 402 Kentucky Avenue, Indianapolis 7, Indiana 
Offices and Distributors in All Principal Cities 


Please refer to the classified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER 











NAME 
ROLLER FIRM NAME 
DIAMON }) = CH AINS ADDRESS . 
z CITY ZONE STATE 
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MECHANIZED FILING SAVES $108,000 + $36,000 EVERY YEAR! 

































































One life insurance company* in the U. S. writes new policies at the rate of 40,000 a week! 
With some 1,500,000 life policies in force, there are weekly changes on 75,000 tO 100,000 
punched cards which control the policies. That's a lot of punched cards—about 10 miles of 


them 1f laid end to end! 


FORMERLY this required a lot of clerks (and 
space). The clerks spent 58% of their time fil- 
ing, checking and pulling the cards, nearly 
half of which time was consumed in a con- 
stant flow of traffic walking to and from the 
file cabinets, locating the proper drawers, and 


opening and closing them! 


NOW all cards are housed in Remington 
Rand Convé-Filers ...no more walking, 
stooping and reaching. The clerk remains 
comfortably seated at all times. Just a touch 
of her toe to the control pedal and the tray 
containing any desired card, of the 175,000 
in her section, is delivered in front of her at 


convenient desk-height, in seconds. 


RESULT: A saving of close to 40% on clerks’ salaries alone .. . and, with most of the 


physical fatigue eliminated, turnover is reduced 50% and the high cost of training new 


workers is saved. Following an initial saving of $108,000, which more than paid for the 


new equipment, $36,000 is being saved every year! 


*Independent Life & Accident Insurance Co, of Jacksonville, Fla.— largest 
insurer in the U. 8. writing weekly-premiums insurance exclusively. 


Get free copy of Case History 928 —’’How Mecha- 


nized Filing Saved $108,000 for Independent * 
Life & Accident Insurance Co.” Write Remington Ma<zamedrecg lara. Bbcaredl 


Rand, Room 2107, 315 Fourth Ave., New York 10. 
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Management men by title, these supervisors are among scores who school selves in management skills in NAF’s Dayton seminars. 
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NAF Trains MEN FoR MANAGEMENT 


At 29, the national organization for industrial supervisors proves it has come of 


age. Here’s how members train themselves for greater company responsibility. 


66 
I A hard-working foreman and 
willing to burn the midnight oil. How do I get 
to be plant manager?” 

The member who directed this inquiry to the 
home ofhice of the National Association of Fore- 
men in Dayton, Ohio, may have been a little 
more naive than the average. But perhaps not. 

Certainly his broad question reveals accurately 
what is in the back of the minds of the 62,000 
members of the Association—how to get ahead 
in management in the 1,500 plants in which they 
are employed. 

Eleven thousand of them attended one-, two-, 
and three-day area conferences in the first nine 
months of this year in order to learn how to do 
their jobs better, through workshops, problem 
conferences, talks by industry executives. 

Two thousand, attending the Association’s re- 
cent annual convention, spent only their morn- 
ings on business and talks, and devoted after- 
noons to learn-how conferences and workshops. 

Every month or two, 25 to 30 spend’a week at 

Dayton, tight- 
seminar” on communications, 


headquarters in attending a 


packed 


economics, 


“unity 


labor relations, legislation, general 


management problems. 


mem G&G Be. a. 








ALFRED G.LARKE 
Employer Relations Editor 


And most of the rest of the members take part 
during the year in local institutes, training or 
educational programs conducted by their local 
clubs with NAF assistance. 

To qualify for afhliation with the National 
Association of Foremen, in fact, a foremen’s 
club must demonstrate that 75 per cent of its 
program is educational. The ruling is policed. 
Too much emphasis on beer and picnics, on beef- 
steak dinners and floorshows, and the area man- 
ager or a director drops in to see how the club 
can be got back on the track. 

For industry, this beehive of supervisory de- 
velopment has unique value—while it is travel- 
ling along the same road with top management, 
it is not a company program, but the supervisors’ 
own. “An ill-favored thing, sir, but mine own,” 
said Shakespeare’s Touchstone, pointing up the 
special appeal of personal possession. And when, 
as in the case of the NAF, 
favored, but has prestige, it adds a psychalogi- 


the thing is not ill- 


cal pull to training that an out-and-out com- 
pany-sponsored program would find it hard to 
duplicate. 

A good many companies already appreciate 


this tact and contribute generously to the fur- 


re 





thering of the Association. Some pay the annual 
dues of $4 per member for all or part of their 
supervisors who belong to NAF. Last year 55 
companies contributed $25,000 for company 
memberships—a form of membership for which 
there is no set fee, except what the company 
thinks the program is worth. 

Even more impressive is the considerable num- 
ber ot elected othcers and directors of N AF who 
are maintained on their employers’ payrolls at 
full salary while spending full ume on NAF 
is Marion N. Kersh 


ner, unpaid president ot the NAF. who has been 


business. Such, tor example, 


on paid leave trom his job as supervisor of order 
Middle 


since his appointment as acting 


planning tor Armco Steel Corporation, 
Ohio, 


executive vice-president last June. 


town. 


So. too. was his presidential predecessor, the 


late Edward (). Seits. executive assistant to the 
vice-president In charge ot production al North 


as well as NAF presi 


dent until his death this Summer. 


American Aviation, Inc., 
There AaTe pel 
haps a half-dozen more in similar status. 

The Association is no ghost organization, d 
pending upon borrowed manpowe!l keep Its 


affairs moving. With an annual budget of well 








Best since 1915 ne nae 


CUT 
CONSTRUCTION 
COSTS 


" STEFCO 


PANEL TYPE 
STEEL BUILDINGS 


Here’s why Stefco panel buildings are better 
— preferred by industry for 40 years 


* COMPLETELY FLEXIBLE 


to meet the job requirements. Any 
width, any length, any height. Can 
easily be altered as job conditions 
change. 


UP FASTER WITH LESS FIELDLABOR 
Exclusive yanel cesign, factory 
assembled INCLUDING windows, 
doors, flashing, ete. — eliminates 
all field fitting and assembly. 


INSULATION 


can be supplied already installed as 
part of the sidewall panels. Roof 
insulation may form a flat ceiling. 


ECONOMICAL 


low first cost, low erection, low 
maintenance, 


over a quarter-million dollars, it has 
a full-time paid staff of 28, headed 
by an executive vice-president. It is 
a comment on the organizational 
maturity and stability of the NAF, 
incidentally, that it has been con- 
tinuing to grow, and operating 
without a hitch for several months, 
while the executive committee 
scours the countryside in search of 
a permanent executive vice-presi- 
dent. 

The paid organization also in- 
cludes what is essentially a research 
post, executive director of the Man- 
agement .Development Division; a 
service director, the Manager of 
Club Service and Promotion; and 
five Area Managers headquartered 
in Dayton, Ohio; Pittsburgh, Pa.; 
St. Louis, Mo.; Los Angeles, Cal.; 
and Chicago, IIl. 

Others are the manager of public 
relations and editor of the official 
journal, Manage; staff secretary; 
and the usual complement of head- 
office staff employees. 

Parallel to the paid staff is an 
elected National Board of Directors 
of 97 members, who meet three 
times annually. They are chosen, 
somewhat like Congressmen-at- 
large, on a state basis, their number 
determined by the number of clubs 
in a state. The board, at the annual 
convention, elects a president, gen- 
eral vice-president, secretary-treas- 
urer,and nine zonal vice-presidents; 


this group is the between-sessions 
executive committee. 

Many of the national board mem- 
bers are well up in middle manage- 
ment, or higher. For one thing, the 
National Association of Foremen 
does not limit its membership to 
front-line foremen. Sixty-five per 
cent of present members are of that 
rank; the remainder range up 
through middle management to 
staff heads, superintendents, factory 
managers, and executives. 

The term “foreman” is, in fact, 
apparently on the way out of the 
industrial vocubulary. Ten years 
ago, 70 per cent of NAF members 
said they were foremen. This year, 
a check showed only 16 per cent 
have that title, even though approx- 
imately two-thirds are first-line 
management representatives, deal- 
ing directly with the production 
workers. The bulk of members hold 
the title “supervisor.” 

Probably for the same reason that 
they have risen through manage- 
ment ranks, a goodly percentage of 
the directors of NAF are men from 
some point in the industrial hier- 
archy higher than first-line fore- 
men. There remain a_ substantial 
number, however, who are directly 
representative of the majority of 
the on-the-floor, in-the-mill super- 
visors. “Bottom-level” management 
men to-day, they are by their own 
estimation—and 29 years’ history 





range of management subjects; 


NAF Services to Members, Management 


Here in summary are the services NAF offers to 
its members and, through them, to industry: 


@ Traintnc—Week-long “unity seminars” at Dayton in a wide 
“code of ethics’ 
own localities, in which NAF code is used as a supervisory-develop- 
ment outline; source material for local training programs and 1n- 
stitutes; local training in conference leadership. 


, 


conferences in clubs’ 








Several Good Territories are open for 


Qualified Dealers—Write for Details 








Whatever your space 
reaquirement—Stefco 
engineers can give 
you the best answer. 
Write or wire today. 


COMPANY 


P.O. Bex 25, Cincinnati 36, Ohio 





Stefco Manufacturing Co., Dept. DR-1154 
P. O. Box 25, Cincinnati 36, Ohio 
Please send me information about STEFCO Panel Type BUILDINGS. 


Name 





Company 





Address 




















® Cius Arps—Manual for club officers on how to make their organti- 
zations useful, interesting; public-relations guide for clubs; speakers’ 
service, including minimum of two outside speakers annually; pro- 
gram aids such as lists of available movies, sound-slidefilms; physical 
equipment like uniform minute-books. 

@® ConsuLTATION—Advice by mail to individual members on any 
problem; to affiliated companies, especially small ones; backed by 
access to management of 1,500 companies. 

@ Lirerature—Monthly Manage magazine, an official organ which 
concentrates on general-interest and educational material rather 
than routine club news; testing materials for selection and placement; 
a free mail-order travelling library of management books. 

@ ConrereNnces—National convention workshops, problem-solving 
conferences; one-day regional conferences of like nature. 
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A Bostitch Economy Man saw a way to improve this method—using metal 





STAPLING SAVES 66%, STOPS SAG! You’re looking at a big-selling feature of 
a well-known storm-and-screen door. It’s the strong, continuous hinge se- piercing, rust-proofed staples and longer, stronger hinges. Now, Bostitch 
cured by staples to aluminum frames. Until recently, self-tapping screws Metal Stitching saves manufacturer two-thirds in fastening costs, offsets 
held three 3-inch hinges. In time, screws worked loose. Doors sagged. extra cost of better hinge. The improved doors work better, last longer. 


How much can you save by swinging over to Bostitch stapling ? 


BOSTITCH, Inc., 671 Mechanic St., Westerly, R. I. 





Your Bostitch Economy Man can tell you— 
objectively and honestly. He’s one of 350 trained 
fastening specialists working out of 123 cities 
in the U.S. and Canada. There are over 800 kinds 
of Bostitch staplers in his cost-cutting repertoire. 
Look up “Bostitch” in your telephone directory 
or check the coupon at the right. 


I’m particularly interested in the following applications (please check) : 


PACKAGING and CARDING 

'}] sealing bags (cloth, paper or plastic) 
] mounting products on display cards 
|] fastening items to individual cards 


stapling vs. glue or cement SHIPPING ROOM ECONOMIES 
. ‘ ; o re «€ > ce . " . . 
] stapling vee tape ' -} preparing cartons for filling 
stapling vs. tacks or nails ™ sealing filled cartons 
rene + af ; _— " 
] stapling vs. solder 2 lining or padding crates 
(|) stapling vs. wire or string |] applying shipping bills or tags 


HI-SPEED PRODUCTION FASTENING 
( ] stapling vs. riveting 
(| stapling vs. spot welding 

} stapling vs. screws or bolts 

















I’d like to know exactly how stapling can cut costs in our fastening operations. 


BUILDING APPLICATIONS 
applying asphalt roofing 
laying uncderfelt 
installing ceiling tik 
applying insulation 
installing low-voltage wiring 
applying shake shingle siding 


OFFICE EFFICIENCIES 


filing 

routing 

posting 

binding folders and report: 
preparing advertising dummies 


Name Position 
Fasten it better and faster with B 0 S Company 
STAPLERS A Address 
City ahintidininainin Zone State 
NOVEMBER 1954 ae 
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SERVEL, INC., ASSEMBLES REPUBLIC 
FIGHTER-BOMBER wines ed DOLLIES 





SERIES H700 


Solidly built of heavy 
gauge steel plote, with 
horn reinforced by deep 
drawn ribs. Large size 
bolt and nut axle. Fully 
capable of handling the 
same loads as H300 
Swivel-type Caster. in 
corresponding sizes. 


a wer * 


SERIES H300 
This husky caster is scienti- 
fically strengthened at the 
right places to carry heavy 
loads. Its unfaltering per- 
formance is due to easily lu- 
bricated Double Ball Bearing 
Swivel and acombination of 
other well balanced features. 


(above) The Servel dolly 
has a geared mechanism 
that provides 360° rota- 
tion of wing. 

(left) Rotary Wing Dolly 
is equipped with three 
casters traveling in stand- 
ard 4" channels and one 
caster on a steel plate. The 
wings move smoothly and 
economically through the 
assembly department. 


The production line flow of bulky, 
intricate aircraft wings for Republic 
Aviation’s Air Force F-84F fighter- 
bomber, created a major problem to 
be solved by Servel materials handling 
engineers. Strong, sturdy dollies de- 
signed by Servel engineers, have stood 
up under the rigorous test of heavy 
daily use for over a year, and are still 
in excellent condition. The specially 
designed fixture-dolly (called a Rotary 
Wing Dolly) is constructed of %4”" 
plate and 8” tube steel. Weighing 
approximately aton each, these unique 
materials handling devices are 
mounted on four Faultless H-306-10 
swivel casters. These heavy duty 
industrial casters are equipped with 
roller bearings in the wheel hub and 
two rows of balls for the swivel bear- 
ings. A %” thick top plate and 4” 
heavily corrugated side members add 
extra strength. 
We can help solve your caster problems, as 
we have for Servel, Inc. Each month the 
solution to a real materials handling prob- 
lem is fully presented in a free, handy size 


folder. To get the complete 
story on the Servel caster i? 


application mentioned P| 


above, simply call your Lg 


local Faultless Caster Dis- 
tributor listed in the yellow 
pages of your phone direc- 
tory. Or write us today. 
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of NAF directors bears ‘them out 
—the middle-management men of 
to-morrow. 

Sentiment—and an inability to 
find a more suitable word—have 
persuaded the organization to keep 
the word “Foremen” in its title, but 
a bow to present practise is made in 
the phrase that always appears 
along with the name National As- 
sociation of Foremen—“Manage- 
ment Men of America.” 


Industry Gains From NAF 


What industry gets out of the 
NAF bulks large against what it 
contributes: in fact, dwarfs the 
whole quarter-million-dollar annual 
budget of the national organization. 
The NAF club at the Fort Worth, 
Tex., plant of Consolidated Vultee 
Aircraft Corporation, for instance, 
spearheaded a materials-conserva- 
tion program in 1952 which was 
credited with saving the company 
$1,208,228. That was the year that 
Cecil McClure, Convair supervisor 
of conservation, was club president. 

Use of masking, industrial, and 
kraft tapes was cut 70 per cent for 
a saving of $108,272. One Convair 
office supervisor ran a desk-to-desk 
survey that turned up $3,000 worth 
of superfluous stationery and office 
equipment; company-wide, cost of 
ofice supplies was chopped from 
$5,355 to $2,132 a day. 

The Convair Management Club 
at San Diego, 2,000 members strong, 
set up a cost-improvement proposal 
program, brought in 1,219 recom- 
mendations the first year as a result 
of which, 467 being adopted, a 
saving of $969,126 and 515,060 man- 
$711,860 


in savings was marked for adoption 


hours was made. Another 


as soon as mechanically possible. 
An NAF Southern 
woodworking plant took on the 


club in a 


problem of safety—fourteen fingers 
had been cut off in thirteen months 
in the process of slicing veneer 
An accident frequency rate 


years to 


sheets. 
of 55 was reduced in five 
1.4 (although the industry average 
was 31), and not even a fingernail 
was clipped. 

Howard A. Fitch, Jr., president of 
Kansas City Structural Steel Com- 
pany, can’t put a price on it, but he 
knows he’s saved thousands yearly 
by a manual his supervisors’ NAF 
club worked up, which permits esti- 
mating a new job in a few minutes 
instead of a couple of days, as was 
necessary when figuring was done 
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WITH A BUNN 
PACKAGE TYING 
MACHINE AND 


SAVE 


Any product which can be tied by hand can 
be tied with a Bunn Package Tying Machine 
. 5 times faster, more uniformly and eco- 
nomically. 
Bunn Tying Machines break bottlenecks in 
all departments where loose material must be 
fastened together. Packaging overtime is 
eliminated. Labor turnover is reduced because 
machine tying is preferred by employees over 
tedious hand tying. 
Your product is tied securely every time. You 
have 4 different wraps to choose from. The 
knot is slip-proof. It cannot be duplicated by 
hand. The Bunn Machine adjusts automati- 
cally to any size or shape of package . . . uses 
minimum twine. 
The machine is mobile... works on 110 volt 
AC current...is perfectly safe... requires 
no training. Service representatives from coast 
to coast. 


B. H. Bunn Co., Dept DR-11 
7605 Vincennes Avenue, Chicago 20, Illinois 
GET THE WHOLE STORY 


Send today for this fact-packed tell-all booklet 
which illustrates the many advantages of this 
machine. There is no obligation. 
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B. H. Bunn Co., Dept. DR-11 
7605 Vincennes Ave., Chicago 20, Ill. 


of your free booklet 
vantages of your tying 


Please send me a copy 


describing the many a 
machine. 


Name 








Company 


of 


Address 





Zone State 
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Millions for tenpennies! 


Here’s how commercial banking 
contributes to the world’s biggest 
output of hardware. 





In 1953, for American craftsmen — 
amateur as well as professional—the 
hardware industry produced some 
1,680,000,000 pounds of nails. 

But that’s only one small item in 
the annual production of our great 
hardware industry! 

Last year’s total outlay for hard- 
ware came to a cool $2,698,000,000! 
With this figure in mind it’s as obvi- 
ous as a hammer-hit thumb that 
somebody had to put an awful lot of 
cash on the keg head to keep produc- 
tion ahead of demand. 

That somebody ts very often a 
banker, and here’s the story. 


Bankers step in when needed 


Big hardware manufacturers often get 
along very well by ploughing part of 
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last year’s profits back into this year’s 
production. But big or small, most 
manufacturers find it’s often conven- 
ient or more practical to supplement 
working capital for the financing of 
seasonal needs. At such times they 
turn to banks. 


Banks 1n action 


Commercial banks with their short- 
term loans help hardware manufac- 
turers stock up on raw materials. 
Bank loans provide cash for the 
heavy costs of expanded production 
and marketing. In your own commu- 
nity they frequently help your dealer 
increase his inventories to meet peak 
seasgn demands. And they may even 
help you finance the bench saw, drill 
press or power lathe you want for 
your own home workshop. 


How come? 


What banks do for the hardware in- 


dustry is somewhat similar to what 
bees do for sweet clover. [hey bring 
on the necessary ingredients for 
growth because it’s their job in the 
scheme of things. Banks exist to put 
money to work. It’s as simple as that. 
This money 
money you invest and deposit 

also puts men and women to work. 
The fruits of its labor are a higher 
standard of living and a wider oppor- 


. . by and large the 


tunity to share in the greatest abun- 
dance of goods and services the world 
has ever known. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution to the prog- 
ress of our country. 


The CHASE National Bank 
OF THE CITY OF NEW YORK 


(Member Federal De posit Insurance Corporation) 


NOVEMBER 





SPRINKLER PROTECTION 


is within your reach 
anyplace in the U.S.A. 





Your VIKING MAN is a good 
man to know. He is within your 
“six-minute” reach, or ‘Six- 
hour” reach at the most — 
any place in the U.S.A. Your 
VIKING MAN is an engineer, 
an informed consultant, who 
will understand and solve your 
fire protection problems — for 
the maximum fire protection 
efficiency at the minimum in- 
stallation and maintenance 
cost. Your VIKING MAN can 


save you money. 


Fires defeat progress. You 


can eliminate the fear of fire 
losses by taking advantage of 
VIKING AUTOMATIC SPRIN- 
KLER PROTECTION. From 
Maine to California, and from 
Florida to Washington, indus- 
tries, businesses and _institu- 
tions have chosen VIKING in- 
stallations. 


Your VIKING MAN will make 
a complete survey of the situa- 
tion, and recommend the instal- 
lation best suited, without obli- 
gation to you. He is as near to 
you as your telephone. 
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Hastings, Michigan 


I want more information about VIKING Sprinkler 


protection. 
Company 


Address 


THE VIKING CORPORATION 





Write today for your copy of 
“Fire and Your Business” 


corporation 


HASTINGS, 


MICHIGAN 





on a custom basis, as in the past. 

E. W. Emery, president of Chi- 
cago Rawhide Company, credits 
the NAF club with training the 
competent management team need- 
ed to meet a 400 per cent expansion 
in the last eight years. 

One NAF club—at Grayson Con- 
trols, a division of Robertshaw-Ful- 
ton Controls, Lynwood, Cal.—has 
done its homework on employee re- 
lations so well that the foremen 
there have conducted all the con- 
tract negotiations with the union 
since 1948, and have never had a 
strike in that time. “They do a 
much better job of it than any of 
our so-called hot-shot experts, in- 
cluding myself, have done in the 
past,” says Tom T. Arden, execu- 
tive vice-president. Here are super- 
visors who are obviously manage- 
ment men, without any quibbling. 


Central Bank of Ideas 


Foremen’s clubs not afhliated 
with the NAF have, of course, done 
jobs as good as these, though per- 
haps not as unusual as the perform- 
ance of the Lynwood group. But in 
most cases they are clubs in big 
companies, with the will, the man- 
power, and the money to build good 
clubs; and chances are they have 
cost more effort than would similar 
achievements made through the 
tested routine procedures of a cen- 
tralized organization like NAF. 

For, current membership and ac- 
indicate, the NAF is an 
organization that has reached criti- 


tivities 


cal mass, as a nuclear physicist 
might say; has passed its turning 
point, in an older phrase. 

Starting as the Dayton Foreman’s 
Club in 1921, it became an Ohio 
federation in 1923 and, in 1925, a 
national group. But at the start of 
World War II its membership was 
something under 6,000; its aims and 
ideals were as now, but its resources 
were limited. By 1946, it had 17,000 
members; to-day it has 62,000 and is 
expanding at about 5,000 members 
a year. 

Still maintaining a fraternal as- 
pect, because its members belong to 
it (meaning it belongs to them), it 
has passed beyond that phase to be- 
come a well-rationalized service or- 
ganization, serving management as 
it serves its members because of its 
insistence, for 29 years, that super- 
visors are management. 

An early fear that any organiza- 
tion of foremen might lend itself 
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in one 
numbering 
machine 


FORCE 
SS Action 


One machine 
fills scores of 
numbering 
needs ° 
provides con- 
secutive, dup- 
licate, trip- 
licate, quad- 
ruplicate or 
repeat num- 
bering at the 
flick of a 
finger. 


Write 

for prices 

and 
catalog. 
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2I6ENICHOLS AVENUE, BROOKLYN 8,N.Y. 
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50,000 FIRMS 
SPECIFY 
SPEED SWEEP 


Outlasts Ordinary Brushes 3 to 1! 


WRITE FOR STYLES, SIZES AND PRICES TODAY 


Milwaukee Dustless Brush Co. 
530 N. 22ND ST., MILWAUKEE 3, Wis, 
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to manipulation and become a col- 
lective bargaining agency seems to 
have evaporated in the light of al- 
most a third of a century’s experi- 
ence of NAF as a management 
training school. While it has been 
a foremen’s union 
movement has risen and declined 


in existence, 


without raising a ripple of interest 
among NAF member clubs: No 
club has had to be dropped for a 
unionism, because 
none has moved in that direction. A 
long line of NAF members who 
have climbed from front-line fore- 
manship to NAF leadership, to 
middle management, and indeed to 
presidencies and board chairman- 


move toward 


ships, has added proof of the organ- 
ization’s main compass point. 


Companies Ask, Too 


Through the NAF’s consultation 
service, conducted by Dr. William 
Levy, executive director of the Man- 
agement Development Division, 
many small companies have come 
to depend on the NAF for aid on 
tough problems as much as their 
foremen have, and a not insignif- 
cant number of large companies 


have profited from the service, too. 


A General Electric Company 
drafting room supervisor asked, and 
got, NAF aid in devising a system 
of budgeting draftsmen’s time. A 
Lockheed toolroom man turned to 
NAF, in the early days of cemented 
carbide cutting tools, for advice on 
a tool-control program, and got it. 
He is, incidentally, now NAF’s 
Pacific Coast area manager. 

Dr. Levy has not only the Asso- 
ciation’s library and other research 
material to call upon, but the man- 
agements of some 1,500 companies 
as sources of information. 

Other NAF aids to men and 
management are the unpaid, full- 
time directors, and a staff of five 
paid area managers under Raymond 
F. Monsalvatge, manager of Club 
Service and Promotion, and Editor 
Dean Sims’ broad-interest, service 
publication, Manage, NAF’s ofhcial 
organ. Escaping ofhcial-organ dead- 
liness, it demonstrates there are 
cases where a shotgun gets more 
birds than a rifle, erring neither in 
overloading its pages with dull rou- 
tine local news nor in trying to 
hammer home official policy with a 
battering ram. 

THE END 























St. Paul Duluth 





Marsu & McLEnNNAN 


INCORPORATED 


CONSULTING 


AVERAGE ADJUSTERS 


Toronto Pittsburgh Seattle Vancouver St. Louis Indianapolis Montreal 
Portland Buffalo 


Tulsa New Orleans Phoenax Milwaukee Cleveland Havana London 











Insurance Brokers 


ACTUARIES 


Chicago New York San Francisco Minneapolis Detroit Boston Los Angeles 


{tlanta Calgary Washington 
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No materval has everything... but 
ADD UP 





ALL YOU GET 


with DUREZ PHENOLICS 






(A WELL-KNOWN EXAMPLE) 





f 


If your experience 
is like chat of others 
in many fields of in- 
dustry, you will find 
this on inquiring in- 
to Durez Phenolics: 

They offer the many properties available 
in alternate materials, and generally a 
plus factor that’s especially desirable for the 
application in hand. 

Thus in the adding machine case: 
dimensional stability for accurate fit, 
light weight for user convenience, 
comes from the press ready for assem- 
bly—and then the p/us, a sound-deaden- 
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MOLDING COMPOUNDS. Srcructur- 


PHENOLIC 
PLASTICS 


for the new 
Competitive Era 





ing effect inherent in the raw material. 

Constantly improved by Durez re- 
search, the phenolics are perhaps more 
than ever the “hard-wear’’ plastics. They 
range from glass-fiber-filled to rubber- 
filled compounds, and with their valu- 
able chemical and electrical properties, 
they invite profitable investigation for 
hundreds of applications. 

We'll gladly bring to your problem 
our experience of 33 years as specialists 
in the phenolics. Ask, too, for our illus- 
trated monthly “Plastics News.”’ Durez 
Plastics & Chemicals, Inc., 19t1 Walck 
Road, North Tonawanda, New York. 
















RESINS FORINDUSTRY. Bonding 


al, electrical, and chemical prop- casting, coating, laminating, im- 
erties in many combinations. pregnating, and shel] molding 
NOVEMBER 1954 ° 9] 





Cut Costly Billing lime with 


BURROUGE 


Computes and types the 
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Computes by direct 


a2eaee %? 


multiplication—not 
by repeated addition.  . - 


no 
a” 


complete invoice in one 
% 


continuous operation. 
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Two major steps are cut from costly billing 
operations when you use the Burroughs 
Miracle Multiplier Typewriter-Billing 
Machine that types and computes an 
invoice faster than it would ordinarily 
take to copy it! 


In run-of-mine billing procedure, there 
are three major steps—(1) calculating, 
(2) typing and (3) machine checking. 
But this time-saving Burroughs Type- 
writer-Billi i” Machine reduces calculating 
single, continuous 


one 


and typing to 


? 


+ 
% 
,e® 


operation, and no machine checking is 
needed. Added speed factor —computation 
is by direct mechanical multiplication, 
not repeated addition. 


Here is the world’s fastest billing machine 
for a wide range of applications. When the 
time comes to better your billing oper- 
ations. contact your Burroughs man. The 
Burroughs branch office nearest you is 
listed in the yellow pages of the 
telephone directory, or write direct to 
Burroughs Corporation, Detroit 32, Mich. 


~ FPSO ads 


Prints quantity, then 
prints unit price and 
total amount simulta- 
neously—no need for 
machine checking of 
quantities and price. 
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WHEREVER THERE'S BUSINESS THERE'S Bu rroughs 
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SALES & DISTRIBUTION 





Marketing notes and comments 





A session on quality, application, sales methods keys the program .. . 


How to sell 
WITH your Distributor 


___ turning point of sales displays 
PLUS g p if play 








into sales, selling your customers’ 


products, discount dealers have directory, con- 


sumer survey in your own plant, research 1s a 


gamble, impulse buying survey, market briefs. 


I: YOU sell through 
a distributor who handles other 
lines, the chances are you are miss- 
ing a bet on your middleman. Too 
many companies rely on sound ad- 
vertising and a quality product to 
move the merchandise off their dis- 
tributors’ shelves. They’ve got good 
ends and tackles but they are wide 
open in the center. 

Standard Pressed Steel Company, 
of Jenkintown, Pa., does the bulk 
of its business through 350 large 
distributors but the smalls add up 
to about 2,000. Distributor salesmen 
do the final selling job on SPS prod- 
ucts. The problem faced by SPS 
and many other companies was 
how to successfully compete for the 
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distributor’s selling time in compe- 
tition with other and different lines 
that he sells. Here are the key 
points of their program: 

1. National distributor survey— 
conducted every two years; a per- 
sonal depth survey used to spot and 
diagnose distributor attitudes. 

2. National advertising program 
—emphasis on product application 
but with strong stress on distributor 
service. — 

3. Ads designed for use as selling 
tools by the distributor and aimed 
through his trade journal. 

4. A new net pricing schedule to 
cut distributor time in handling 
inquiries and orders. 

5. A vertical label design to speed 
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Conveyers at 


Wheel and tire assemblies are handled with Mathews 
Caterpillar Tractor Co. 
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Ca Mathews Conveyer Company 

= is glad to have an opportunity 
to salute the great Caterpillar organiza- 
tion, which is this year celebrating 50 
consecutive years of continuous produc- 
tion of track-type tractors. The growth of 
that company has been a phenomenal 
one, and its product, the crawler tractor, 
is, in its SOth year, better and busier 
than ever before. 





Mathews Conveyers were put to work 
by Caterpillar Tractor Co. nearly 30 
years ago and today, as then, many of 
Caterpillar’s world-famous products are handled with Mathews 
power and gravity conveyers and special conveying machinery. 


We have slanted the August issue of our company publication, 
“What's New With Mathews,” to Caterpiliar progress. Copies of 
this are yours for the asking. Remember, too, that the service of 
your nearby Mathews engineer is available to you for the discus- 
sion of your handling problems. 





MATHEWS CONVEYERS 


GENERAL OFFICES . . . . . . . .. Mathews Conveyer Company 
| ELLWOOD CITY, PENNSYLVANIA 

PACIFIC COAST DIVISION . Mathews Conveyer Company West Coast 
: | SAN CARLOS, CALIFORNIA 

CANADIAN DIVISION . . . . . Mathews Conveyer Company, Ltd. 
pe ee RT MOE, ONTARIO. | 
ENGINEERING OFFICES OR SALES AGENCIES IN PRINCIPAL AMERICAN AND CANADIAN CITIES 
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Whatever your materials-handling prob- 
lem there’s a COLSON truck, standard 
or special, to meet your needs—exactly. 
Write us or, better still, consult the yel- 
low pages (under “Trucks—Industrial”’) 


for the COLSON office near you. 















Famous Push-E-Z Platform Truck fully 
loaded starts and rolls with half the 
effort required by the average truck. 
It’s the strongest hand truck ever built! 
Capacity 6000 pounds with metal or 
molded plastic wheels, 3000 pounds 
with cushion tread, rubber tires. 






The COLSON Universal Drum Truck 
is the answer to fast safe handling of 
drums and barrels. It locks any size 
container between adjustable chimb 
hook and pick-up tips, lifts it easily 
and carries it with the weight evenly 
balanced over the wheels. 





The COLSON Lift-Jack 
System easily doubles 
the efficiency of conven- 
tional hand trucks. 
Handling goods through 
production, in and out 
of storage, on and off freight cars or trucks, 
it lets one man easily do the work of two! 





THE COLSON CORPORATION 
ELYRIA, OHIO 
Casters « Hand Trucks « Lift Jack Systems 
Hydraulic, Electric and Mechanical Power Lifts and Transports 
Penenene erase TES Ge Sy “She Senentennnmies 


The Colson Corporation 
Elyria, Ohio 


Please send free booklet “Colson Materials-Handling Trucks” 





Company 





Address 
City Zone State 
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up stock picking and order assem- 
bly in distributors’ warehouses. 

6. A three-day factory training 
course for distributor salesmen. 

7. A merchandising folder of ads 
to keep distributor posted. 

8. A staff of sales engineers who 
troubleshoot customer problems and 
back up the distributor. 

9. A policy of mentioning dis- 
tributor’s name always when orders 
or inquiries come into plant and 
giving standard commissions on di- 
rect orders. 

10. Free direct mail for distribu- 
tor use. 

11. Direct mail to distributor to 
keep him in touch with product 
and progress. 

12. A series of sales-tips book- 
lets—pocket-size—that show what 
points to feature on each product. 

13. Giveaways—key chains, sam- 
ple kits, mechanical pencils, and 
so on. 

14. Advertising aids—mats, elec- 
tros, house-organ material and ad- 
vertising-planning assistance. 

15. Displays and materials for 
distributor-staged product shows. 

That’s the package. How many 
should be in your distributor pro- 
gram? 


Nie ways to cash in 


on point-of-sale displays 


If your product is displayed on 
the retail shelf you are facing in- 
creasing competition for shelf space. 
And survey after survey (see Du 
Pont item, page 98) shows that im- 
pulse buying accounts for the vast 


% 
‘ 
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majority of retail purchases, One 
way to keep your volume up is to 
improve your in-store displays. A 
note from the Gibraltar Corrugated 
Paper Company checks off nine 
points: 

1. Call in your point-of-purchase 
supplier as early as possible when 
you develop a new marketing cam- 
paign. An effective display unit re- 
quires careful co-ordination — be- 
tween designers, advertising agency, 
sales personnel. 

2. Get a supplier who knows 
your problem. There are hundreds 
of suppliers, most specialize in cer- 
tain problems, certain types of dis- 
plays. The Point-of-Purchase Ad- 
vertising Institute in New York 
gives impartial advice. Pick several 
and ask them to submit ideas. Give 
them full information and take the 
best. 

Train your salesmen* to be- 
come merchandising men. They've 
got to carry the ball and sell the dis- 
play to the retailer on the basis of 
its value to him. Some food com- 
panies prepare slidefilms with step- 
by-step instructions on how to put 
up the material and how to get the 
most impact from them. 

4. Merchandise your display in 
other advertising media. If you re- 
late it to your other advertising, the 
consumer is preconditioned. 

5. Test your display betore plac- 
ing a large order. A field test in a 
few representative cities may save 
you a lot of money. You can pick 
up retailers’ attitudes, too. 

6. Underbuy, if anything. There 
is a psychological advantage in un- 


ALLIS-CHALME & 





How to demonstrate heavy equipment in the office 


You can't carry it in a case or on your 
back. Yet demonstrations get attention 
words and data can never command. 
Allis-Chalmers Manufacturing Com- 
pany solved it by putting essential 


an 
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components of its distribution trans- 
former into a sales kit so that the 
quality of the whole can be shown in 
terms of its parts—on a desktop in the 
prospect’s own office. 
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Here’s how Dracco application engineering ended a serious 
dust nuisance for a Texas company manufacturing drilling muds. 











Used in oil well drilling operations for bit lubrication 
and hole sealing, drilling muds are produced from specially 
processed clays. Bagging of these clays created severe 


dust concentrations at two plants, exposing personnel 
to unhealthy conditions. 


Dracco Multi-Bag Filters provided positive control of these 
dusts and brought immediate relief by eliminating all ““dusty” mud. 


.% 


Wherever Dracco Filters are put to work, they are constantly 
protecting plant efficiency . . . safeguarding workers’ health . . . 
cutting housekeeping costs . 





. . reducing machine wear 
from abrasive dusts . . . or recovering valuable materials 


at collection efficiencies of 9914—100%. 
































If uncontrolled dust is muddying your profit picture, Dracco 
Filters can provide a proved method for solving your problem. 
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DRACCO CORPORATION 


4044 East 116th Street - Cleveland 5, Ohio 


Dracco 40-page Bulletin 800 presents complete 
EB technical information on “Industrial Dust Con- 


trol and Recovery”. Write for your copy today. 
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Who buys 





how much 





Credit Insurance? 


ARGE firms a little? Small firms a lot? Actually, 
L there seems to be little or no correlation between 
mere size or type of a business and its Credit Insurance 
needs. Large firms as well as small require the assurance 
that working capital will at all times be kept working, 
will not be lost or tied up indefinitely in Receivables. For 
example, we cite the following list of single premiums 
paid by some of American Credit’s larger policyholders! 


POLICYHOLDERS’ BUSINESS ANNUAL PREMIUM 


Ps Seid alah, anna cine aelat yas $ 17,815.77 
ree rrr mer ey 
Automotive Parls and Accessories. ..... $ 20,936.62 
keer torr er. $ 21,734.49 
Heating Appliances.................$ 25,082.87 
GOO TEE AEP = 
Newsprint, Pulp and Insulation Board .$ 28,251.50 
tadios, TV Sets, Healers............$ 32,026.00 
Pressed and Blown Glassware......... $ 36,669.66 
Television and Radio Equipment..... . $ 40,761.35 
Aur Conditioning Unils..............$ 48,606.84 
Electrical Appliances, Aircraft Parts. ..$ 49,668.36 
SEE 57%, 50's ee nk Wolk ee alae $ 61,506.04 
Air Conditioning Equipment.......... $102,536.28 


Whether your business is large or small we'd like you to 
know more about American Credit Insurance. May we 
send you a booklet? Please write Department 50, First 
National Bank Building, Baltimore 2, Maryland. You 
can be sure if Accounts Receivable are insured with... 


American Credit 
Indemnity Company 


of New York 
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derstocking. It puts availability at 
a premium, ups display’s value in 
thinking of salesmen and retailers. 

7. Keep floor-stand art work sim- 
ple. Don’t let your display unit 
detract from the appearance of your 
product or package. A_ leading 
bread company designed a self-serv- 
ice merchandising unit that was on 
the same design as the product. You 
couldn’t distinguish between them 
and the display didn’t sell bread. 
Redesigned into a simple white 
stand featuring the manufacturer’s 
logotype and nothing else, the bread 
package suddenly emerged from 
obscurity and sales jumped. 

8. Make construction so simple 
that a child could put it up. The 
less a dealer has to do, the more 
he appreciates you. Your salesmen 
will make more calls too. 

9. Look into double-duty mer- 
chandising displays. If you can help 
the dealer sell two products instead 
of one, he'll be happier to put up 
your floor stand. You can design 
a display to help sell a logically 
related product along with yours. 
You can even do it with copy alone. 
In a Summer beer display unit, for 
example, a panel suggested that the 
buyer remember to pick up paper 
plates, napkins, potato chips, and 


SO ON. 


Marketin g Briefs 


e Build your consumers’ sales. 
Taking a tip from the textile in- 
dustry, which has promoted cus- 
tomers’ products for years, United 
States Steel is in the middle of a 
promotion campaign designed to 
sell white goods. Later this month, 
the company’s TV network show 
(U. S. Steel Hour) will send off 


three “White Christmas” commer- 





Control on the package 


Supreme Products, Inc., Chicago, IIl., 
puts numbers from one to ten on its 
chuck key carton. Numbers crossed 
out as each key is used show how 
many keys remain, clue to reorder. 
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| NEED THESE CopIEg 
TONIGHT, MISS JONES 


With a Peerless DRI-STAT photocopier, 
other executives in several different 
places can put this information to work 
immediately. And Miss Jones won’t be 
late for her date, nor the boss stuck 
for overtime. 

Incoming rush orders, complicated 
specifications, urgent “trouble” reports 
from the field . . . whatever the original, 
DRI-STAT will copy it exactly ... no 
proof-reading needed .. . in less than a 
minute, for about 10 cents per page. 
Originals in colored ink, on opaque 
paper, printed on both sides .. . DRI- 
STAT will make clear, sharp black-and- 
white copies of them all. 

Ask your Peerless distributor to show 
you how DRI-STAT can cut your copy- 
ing costs and pay for itself, quickly. 
Call him for a demonstration, or mail 
the coupon. 


PEERLESS 
DRI-STAT *& 
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| PEERLESS PHOTO PRODUCTS, INC. | 
| Shoreham, L.I., New York DR-11 l 
| [] I'd like to see a demonstration of | 
DRI-STAT on my work. 

| [} Please send me your free brochure | 
describing DRI-STAT. | 
| NAME | 
| TITLE. i cia | 
| aDDRESs....... 
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NEW CHEVROLET TRUCKS 


have what it takes to boost 
efficiency and bring down costs! 


In the next three paragraphs you'll find a few good reasons why you can 
get more work out of a Chevrolet truck and save money doing it. 


INCREASED POWER IS THE FIRST BIG REASON 


With Chevrolet’s higher compression ratio you’ve got more power under 
the hood. Power that results in greater acceleration and _hill-climbing 
ability. Faster starts and acceleration over the day’s work save valuable 
time and increase over-all efficiency. Check the gas mileage, too. With this 
higher compression ratio, your Chevrolet truck registers more miles on the 
jo6 for each tankful of gas. That’s where you start to save money. 


BUILT-IN RUGGEDNESS SAVES EVEN MORE 


The strength and stamina of more rigid frames, and the special chassis fea- 
tures that pertain to each model—these combine to add extra ruggedness to 
your Chevrolet truck. Push it hard on the rough jobs; keep it going over 
long schedules—you’ll still find your upkeep costs lower and your Chevrolet 
trucks lasting a lot longer. 


ONE LAST POINT—and maybe the most important to you—you’ll find Chev- 
rolet’s line of trucks priced the lowest of all! Talk over your needs with 
your Chevrolet dealer. He'll give you the facts about the best model for 
your job. .. . Chevrolet Division of General Motors, Detroit 2, Michigan. 











MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 
261” engine* for extra heavy hauling. The 
‘“Thriftmaster 235” or “Loadmaster 235” for 
light-, medium- and heavy-duty hauling. NEW 
TRUCK HYDRA-MATIC TRANSMISSION * — offered 
on 4-, %- and i1-ton models. Heavy-Duty 
SYNCHRO-MESH TRANSMISSION — for fast, 
smooth shifting. DIAPHRAGM SPRING CLUTCH 
—improved-action engagement. HYPOID REAR 
AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES — on all wheels on _light- 
and medium-duty models. TWIN-ACTION REAR 
WHEEL BRAKES—on heavy-duty models. BDUAL- 
SHOE PARKING BRAKE — greater holding ability 
on heavy-duty models. NEW RIDE CONTROL 
SEAT*—eliminates back-rubbing. NEW, LARGER 
UNIT-DESIGNED PICKUP AND PLATFORM STAKE 
BODIES— give increased load space. COMFORT- 
MASTER CAB—offers greater comfort, conven- 
ience and safety. PANORAMIC WINDSHIELD — for 
increased driver vision. WIDE-BASE WHEELS— 
for increased tire mileage. BALL-GEAR STEERING 
—easier, safer handling. ADVANCE-DESIGN 
STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on ali cabs of 1\.- and 

2-ton models, standard cabs only in other models. “ Jobmaster 261" engine 

available on 2-ton models, truck Hydra-Matic transmission on 2-, ¥4- and 
l-ton models. 
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: AS A PACK-CARRIED 
AS A TANK | . VACUUM CLEANER 
TYPE CLEANER / - 


AS A 55 GALLON 
VACUUM CLEANER 


AS A PORTABLE 
ELECTRIC BLOWER 


AIR SPEEDS UP TO 
325 M.P.H. 


The NEW TOR ADO. 


More Versatile Cleaning From Floor to Ceiling 








This new Tornado cleaner brings you even greater cleaning power and 
longer life . . . with air speeds up to 325 M.P.H. 3 sizes: 34 H.P., 
1 H.P. or 1% H.P. 


Tornado picks up all dirt, dust, chips, oil or other liquids without 
any conversion. 


The powerful motor unit removes from the cover with a simple 14 
turn. The same motor unit can then be used for: 
® A pack-carried vacuum cleaner 
'2) A powerful portable electric blower 


} > 7. —_— = 
3) A jumbo cleaner for use with a standard 55 gal. drum 


No matter what your cleaning job—Tornado will do it better and 
faster—run for hours & hours of constant duty under the worst 
conditions, 


Write for Bulletin 660 


We'll be glad to demonstrate in your company— 


just tell us where and when. 


14 turn removes motor unit. 


All sizes interchangeable. 






Motor unit & adaptor cover 
fit any standard drum for 


doing the big cleaning jobs. 





BREWER ELECTRIC MEG. CO. 


5106 North Ravenswood Avenue Chicago 40, Illinois 
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cials. The copy themes will be 
picked up in consumer and trade 
press ads. End-product manufac- 
turers are being urged to tie-in their 
own campaigns with the ‘same 
themes. 

@ Discount Directory. Hoge, Far- 
rell, Inc., New York City publisher, 
has taken the plunge. They figure 
that discounters are a $5 billion 
market and that there may be more 
interest in the market’s where- 
abouts than many manufacturers 
and distributors are willing to ad- 
mit—publicly. Price is $9.95. 

e Consumer survey at home. 
E. I. du Pont de Nemours & Com- 
pany pulled a fast one on tradi- 
tional market research and saved 
some money while doing it. Rather 
than constructing an expensive sur- 
vey, the company simply polled 
about 2,000 of their employees in 
different plants and states. Among 
other things, they found out that 
tops in preference for new pur- 
chases is air conditioners; second 
place, freezers. 

e How magic is research? Plen- 
ty, if you can afford it. That’s what 
the research director of Universal 
Oil Products Company, DesPlaines, 
Ill., Gustav Egloff, told members of 
the American Chemical Society. 
Says Egloff, “The chance that a 
specific research investigation will 
result in a large enough financial 
return to cover its costs is consid- 
erably less than even. The over-all 
profit from research results from an 
occasional project producing results 
of such value to more than offset 
the cost of a number of failures.” 

e Integrated selling. That’s what 
the New Departure Division of 
General Motors calls its new sales 
approach. Selling antifriction ball 
bearings, management discovered, 
calls for more than a sales engineer 
in a purchasing agent’s ofhice. New 
Departure now sends out a team 
of sales, quality, application, and 
production engineers to a prospect. 
The customer matches them with a 
similar team and the two units try 
to solve problems on the spot. 

e Sales meeting twist. Eastman 
Chemical Products’ last sales meet- 
ing used a technique that’s not new, 
but good, and seldom done. Along 
with conventional product sessions, 
management introduced Ameri- 
can Cyanamid’s general purchasing 
agent—a customer—who laid on 
the line what a p.a. expects from 
a salesman. 
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Detailed Analysis, 
**Industrial Colorado” 


' Colorado Deportment of Development — 
14 State Capitol 
1 Denver 2, Colo. 
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Oxford Filing Supply Co., Inc. 
88 Clinton Road, Garden City, N. Y. ¢ 
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fo cut costs 


Sometimes it’s easier 











Men of imagination will be quick to grasp the 
profit possibilities of this statement: 


A 5% cut in the cost of your 
product can equal—in net profit 
—a far greater (and possibly 
unattainable) increase in sales. 


If you ship in corrugated containers, we can 
help you cut your product cost 5% — by cut- 
ting your packing and shipping costs 30-35%. 
Since packing and shipping costs often equa! 
15% of product cost, this represents a real 
opportunity to increase your net profit. 


A new, Colt-developed method of packing and 
shipping has made your present packing ma- 





than to increase sales 


Rite-Size 


terial procurement, handling, and warehousing 
system antiquated almost overnight. This 
revolutionary idea solves all these costly 
problems: 

Large corrugated container inventories. It increases 
turnover from 4 to 24 times a year, freeing 
capital. 

Wasted storage space. It saves up to 90%, re- 
quires only 1600 square feet. 

Container obsolescence. You never carry over 
cartons obsoleted by product change. 
Sautdowns and delays. You always have the exact 
size carton when you need it. 

Unnecessary purchasing costs. With fewer requisi- 
tions, filled at the stockroom level, not through 







—and it can be a lot more profitable! 


your purchasing department, you cut purchas- 
ing costs up to 75%. | 

Wasted warehouse and transit space. You elimi- 
nate oversized cartons stuffed with dunnage. 


Poor packing. Well engineered containers fit the 
product, eliminate breakage, improve customer 
relations. 

Disposal costs. You even salvage incoming car- 
tons, fabricating usable containers at a saving 
of up to 90%. 

We can prove every one of these statements 
with actual evidence from the experience of 
many companies like yours. Find out how 
much you can save with Colt’s Rite-Size Cost 
Reduction Plan. Use the coupon below. 
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COLT’S MANUFACTURING COMPANY 
Packaging Machinery Division 
1102 Huyshope Ave., Hartford 15, Conn. 


Tell us more about Colt Rite-Size Equipment. Send complete 








EQUIPMENT information and graphic presentation. 
Here's the Heart 
f th eat 

COLT Rite-Size menviactured by EE A a os oT Position 

Cost Reduction Plan AS Te 
Fully automatic machine slots, scores, cuts off, «piel “Eau Sea mcmnanmmnanae 
and imprints box blanks from corrugated sheet Makers of famous Colt Handguns 0 EELEEE Se Seo ae 
stock—to almost ony desired size. Complete di- Autosan Dishwashing Machines 
mensional change in less than 90 seconds. High and Molded Plastic Products | City...... we =e ee ee 
productionrate. Rugged Colt-built dependability. 
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IN ONE OPERATION 


A design can be so complex that the cost of 
making it by conventional casting and 
machining methods would be prohibitive. 
Yet, that same design can be produced by 
the Moraine metal powder process at mod- 
erate cost—usually in one press operation 
—with no drop-off in quality or precision. 
For example, this part, of intricate design 
and close tolerances, is made in quantity 
every day at Moraine with very noticeable 
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moraine 
Products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 


savings to the customer. It illustrates how 
much can be done to improve performance 
and cut costs when customer and Moraine 
cooperate to adapt part to process. 


Moraine’s experience with powder metal- 
lurgy is extensive and the possibilities it 
offers to modern industry are almost limit- 
less. There are very few design ideas that 
cannot be profitably converted into practical 
parts by the Moraine metal powder process. 


lag Ve 
POWDER 





PARTS 





3 Tiles ies. Tee R 


PARTS 





ie 


mi eentlaie paaoent 2 











WHAT’S NEW 
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AS OBSERVED BY THE EDITORS 


Is there a new material that 
could make your product more at- 
tractive, more durable, easier to 
produce? Are you getting full val- 
ue from established materials like 
copper, aluminum, steel, and ce- 
ramics? Your designers and engi- 
neers will be able to find out, and 
make on-the-spot comparisons of 
different materials at the Third Ba- 
sic Materials Exposition, scheduled 
for next May 31 to June 3 (1955) 
at Philadelphia’s Convention Hall. 

Judging from the two previous 
shows, exhibits, while built specifi- 


cally for designers and engineers, 


will have plenty of ideas for sales 
managers, purchasing agents, and 
other members of the management 
team. It should be worth attend- 
ing. Full information, for prospec- 
tive exhibitors as well as visitors, 
may be obtained from the exposi- 
tion management, Clapp & Poliak, 
Inc., 341 Madison Ave., New York 
ie. ah 2 


A management tool, as well as 
a vital means of communication. 
That’s what Royal McBee Corpora- 
tion calls the typewriter—and it’s 
backing up that statement with a 

















HOW FAMOUS MIDWEST FIRM 


streamlined |. B. M. system operations 


with Island Unitized Conveyors 


Organizations faced with an ever- 


increasing work load in their clerical 
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department will find this free folder of 
inestimable value. It shows how one 
nationally famous firm converted their 
entire billing department into a smoothly 
integrated system which not only 
produced greater efficiency, but boosted 
morale as well, by eliminating the 
tension frequently induced by the visible 
reminder of mountains of unfinished work. 
Unique flow charts give details as to 
how a similar system could be developed 
for your own particular needs. 


Write for your free copy today. 


JIPMENT CORP. 


ridge Plaza North « Long Island City 1, N. Y. 
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YOUR OFFICE 


an index of your executive achievement 
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this NEW IDEA was good...but only 
ee a3 99 
after proof by practice 


Until a year ago, it was usual practice 
on duplicate chucking work like these 
pieces to determine total! floor to floor 
time by the dexterity of the machine 
operators—costs necessarily had to be 
figured ona high average of man hours 
due to operator fatigue. 


Then came our entirely new ap- 
proach—fally automatic control of cycle 
time—on the brand new 


12-UNIVERSAL 


MODEL MC ACME-GRIDLEY 


Single Spindle Automatic Chucker 


All operations in the machine setup 
are completed automatically at a pre- 
determined rate on piece after piece all 
day long—no time loss between load- 
ing and unloading. 


This innovation, plus automatic se- 
lection of up to 6 spindle speeds and 
3 feeds during the machine cycle with 
each set of change gears, made prac- 
tical the best use of carbide tooling— 
or combinations of carbide and high 
speed—for the fastest cycle time. 


Now the PROOF: After heavy duty 
performance on a broad variety of 
chucking jobs, the floor to floor time 
was documented on many jobs at 5 
times as fast—none at less than 3 times 
as fast—as was possible by the former 
methods. 


If your shop would benefit by simi- 
lar guarantees in net gains, why not 
look at this newest Acme-Gridley? 
General bulletin is MC-53. 


Remember: You can't do TODAY'S job 
—with YESTERDAY'S tools ...and make a 
profit TOMORROW. 





(1, 4,6, ond 8 Spincle}— Hydraulic Thread 


Dies ond Tops—timit, Motor Storter and 
Control Station Switches—Solenoids 
Contract Munvtacturing. 
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SEMI-FINISHED COLLET 
51,” dia. 4160 Steel 


Old Method, 65 min. 
MC Method, 13 min. 





BEARING RETAINER 
914," dia. Lumen alloy 


Old Method, 17.3 min. 
MC Method, 6.0 min. 











FINGER BODY 
654" dia. Semi-steel 
Old Method, 39.2 min. 


MC Method, 11.2 min. 


VINE VUCONEUD 
NON IDM CONE UND 


170 EAST 13}st STREET \ « G@taji0\, lem: we) lle 








new electric model specifically de- 
signed to increase productivity and 
cut costs. On the new Royal Elec- 
tric, paper feeding and _ locking, 
horizontal and vertical spacing, un- 
derscoring and hyphening, are all 
automatic, and operate at a speed 
of more than 100 characters a min- 
ute. The carriage itselt makes a 
round trip in less than two seconds, 
and the touch is said to be unusu- 
ally fast and light. The new type- 
writer will be supplied in five 
standard colors (gray, green, ivory, 
rose, and blue), with other shades 


obtainable on special order. 


New gun for applying sealants 
and caulking compounds takes ad- 
vantage of aluminum, stainless 
steel, and polyethylene plastic to 
achieve light weight plus durabil- 


ity. Though it weighs less than 





seventeen ounces, it’s said to hold 
as much as 30 per cent more than 


guns of conventional design. The 
upper photograph shows the gun’s 
component parts. The lower photo- 
graph points up another of its ad- 
vantages—removability of the han- 
dle for work in close quarters. 
Douglas Aircraft Company devel- 
oped the gun, and has assigned 
manufacturing and sales rights to 
Semco Research, Inc., Inglewood, 


Cal. 


Integrated Data Processing is 
a phrase you'll be hearing more and 
more. It’s a system that joins “na- 
tive language” machines (typewrit- 
ers, adding machines, and the like) 
to automatic and electronic equip- 





ment in order to eliminate high 


D>: B- Marrs 


PRINT hundreds of FAST, 
cLEAN PERFECT COPIES 





e IN MINUTES 
e IN 1 to 5 COLORS 


Now, you can make 120 or more copies per 
minute of anything up to 9 x 14 inches in 
size — typed, written, drawn, traced or 
ruled — in 1 to 5 colors. All in one easy, 
inexpensive operation. The Heyer Conquerors, 
Manual and Electrically Operated, are the 
duplicators with ALL the features . . . priced 
much lower than comparable machines. 


Model 70-Hand Operated—$195 (plus tax) 
Mode! 76-Automatic Electric—$325 (plus tax) 


Write today for FREE descriptive literature 
and name of your nearest dealer—to: 








THE HEYER CORPORATION ] 


1848 S. Kostner Ave., Chicago 23, Hl. 
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HE PUTS OUR 
CHECKS /N PAYCHECK 
OUTLOOK ENVELOPES/ 


Positively opaque, they keep salary 
figures confidential—away from pry- 
ing eyes. Only name shows through 
Outlook feature. No addressing, 
saves more than envelope cost. No 
to (2 


chance of paychecks getting 


wrong people. 


TURIFTY OUTLOOK = Send one of your checks 
SAYS, or facsimile. We'll sub- 
\\ Aj, mit a “Paycheck Out- 


look Envelope” to fit 
your checks and quote 
prices. No obligation! 


OUTLOOK ENVELOPE COMPANY 


1005 WASHINGTON BLVD., CHICAGO 7, ILL 
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“Working Money” 


that doesn't 
hard-to-get! 


There’s no good YEASON ... 


why any going business should 

get fouled up in a financial tangle 

for lack of working money. 
Contrary to many beliefs, 

money is easy to get...without 

borrowing that entails red tape and 

restrictions...if you have good 


products and good prospects. 


A cruaLLy, by following our 
“working money” program, 
you can put your business on a 
cash basis, have all the capital 
you need for current operations 
or expansion, simplify your 
bookkeeping and eliminate credit 
and collection troubles. 

Our type of financing service, 
available to manufacturers and 


wholesalers in almost every line 
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play 


of business, provides a continuous 
reservoir of cash by the simple 
process of defrosting your frozen 
assets...the capital you have tied 
up in receivables and inventory... 
the money that should be working 


for you, but isn’t. 


WuerHer your needs are in 
six figures or seven... hundreds of 
thousands or millions...we’ll be 
glad to give youa Working program 
that you will find eflicient, 
economical, profitable...and free 
from any interference with your 


management policies. 


Why nor ‘phone or write us 
today for information ? Confidential, 


of course, and no obligation. 


Textile Banking Company, Inc. 


Financing Leading Firms in Many Fields of Industry 
55 Madison Avenue «- New York 10, N.Y. 
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neenah S@yS$S... you've spent 


your life gathering the ideas 
you put into your letters... 





why not spend a fraction of 
a penny more to pul 
those expensive ideas 
on a fine rag 


bond by 


neenahe 


The 
traditional 
firm, crisp feel of a 
fine rag paper will lend 
prestige to your 
message. The brilliant, blue- 
whiteness of Neenah papers will 
command attention at a glance. 
Ask your printer for samples of fine rag 
paper by Neenah. They are 
expressly designed to give 
your business stationery 
strength, permanence and prestige. 





To plen business stationery that is PREFERRED, 
ask your printer for a free copy of the “‘Neenah 
Guide to Preferred Letterheads."’ This exceptional 
book is based on a four-year survey that deter- 
mined what businessmen preferred in letterheads. 
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costs of data duplication. Among 
the new machines adaptable to this 
process is the Friden Add-Punch 
unit, said to be the first adding ma- 
chine with a tape-punch mecha- 
nism, made by Friden Calculating 
Machine Company, San Leandro, 
Calit. 

As items are entered on the add- 
ing machine tape, selected data can 
be automatically punched on a five- 
channel code tape. The code tape 
may then go directly to a card- 
punch machine, or may also be read 
by any unit that has a tape read-out 
mechanism that can send it out 
over long-lines communication sys- 
tems to other offices and plants. 


New counting scale, featuring 
electronic controls, is designed for 
counting at ratios as high as 1,000 
to 1. Weight of reference sample 
(left) is used as a bench mark 
against which to weigh—and thus 
count—a quantity of parts placed 
at the other end of the balance 


<€ 






(right). The photograph here 
shows the basic model, C-200, but 
the manufacturer, National Store 
Specialty Company, P. O. Box 536, 
Lancaster, Pa., notes that it can be 
adapted to meet a wide variety of 
conditions and to fit into automatic 
packaging lines. 


The research that backs a 
product is certainly at least as 1m- 
portant as the label which fronts it. 
Yet too many companies, while 
promoting the results of research, 
relegate the research department it- 
self to the back room—to be 
brought forward only on the rare 
occasions when a new building is 
dedicated, or something of that 
sort. That makes Colgate-Palm- 
olive Company’s recent decision to 
publicize its research laboratories 
on a continuing basis a news- 
worthy event. 

Kickoff for the new program 
was a press conference telling the 
story of C-P’s work with radioiso- 
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THEY Ul 
CARRY YOUR VAM 


WHEREVER THEY GO... 





Mr. Big—Mr. Little——Even Miss Secretary—Everyone 
likes to carry lucky money—and when that lucky 
money is securely fixed to a stainless steel money clip 
with your name—or advertisement up to 20 letters— 
stamped on the reverse side—they keep the silver 
dollar money clip and your naine with them at all 
times. Personalize it by engraving their name on the 
back—Packed in individual gift boxes. 

STYLE No. 8069 Incl. 50 100 250 500 1000 
Beever Deller ...... eae 240 Zao 2.90 20 


*Includes 20 letters of copy. For each 
additional letter add 1.35. Individual 
names engraved at 50c per name. 


METAL ARTS CO. INC. 


742 Portland Ave. * Dept. 45 « Rochester 8, N.Y. 











AN EXECUTIVE WHO CAN MAKE 
YOUR BUSINESS MORE PROFITABLE 

Over 20 years as a successful Midwest at- 
torney. I find practicing law comparatively dull. 
I have learned a good deal about successful 
business and have a good grasp of economics, 
law and tax regulations. More important, I 
know practical psychology and how to get 
along with people. If your business appeals to 
me and you like what I tell you during a per- 
sonal interview, I'll consider a salary of $15,000. 
If you think this training can be of value to 
your business, write Box 101, Dun’s Review 
and Modern Industry. 














| No, HU68- 
|) Hydraulic rail 7 
feed universal 
joint type 
multiple spindle 
drilling machine. 


Fon Over 50 Years 


MOLINE ‘Hole-Hog 


Specially Designed 


MACHINE TOOLS 


have cut production 
costs for American 
industry. 














Dun’s Review and MoperNn 
Inpustry will appreciate early 
notices of change of address. 
Usually, it is necessary to have 
four weeks’ notice. Please in- 
clude the old address. 
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On this page are shown several uses of Bethlehem 
forged-and-rolled circular blanks. All these applica- 
tions require high strength. Yet in each case it is 
desirable to eliminate needless weight. That’s why 
Bethlehem blanks are the logical choice, for they 
do have high strength without so much as a pound 
of surplus weight. - ae 


Reason: the blanks are made by a process that 
combines the steps of forging and rolling in a single 
operation, thereby assuring the density of forged 
metal and the good grain flow and structure of a 
rolled product. Result: unusual stress-resistance. 
Because of this characteristic, customers have fre- 





quently found it possible to use thinner sections 
than they formerly specified. 


End products made from these blanks include 
spur, bevel, and herringbone gears, crane-track 
wheels, sheave wheels, clutch drums, flywheels, tur- 
bine rotors, tire molds, and similar parts. The 
blanks are available in a wide choice of sections, 
and they can be furnished untreated or heat-treated. 
as you prefer. Sizes range from 10 to 42 in. OD. 


Why not investigate? It could be the first step 
toward a stronger product . . . and important shop 
economies we'll be glad to tell you about. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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anks with Extra Strength... 
yet not a pound of 





a4 Easy to machine, forged-and-rolied blanks are 
ideal for the making of sheave wheels. 


q Crane-track wheels are made from Bethlehem 


forged-and-rolled blanks by Shepard Niles Crane 
& Hoist Corporation, Montour Falls, N. Y. The cus- 
tomer cites the longer life of these wheels, and 
their strength and shock-resistance — qualities valu- 
able in the heavy-duty machines built by the 
company. 
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surplus weight 









































Forged-and-Rolled 


CIRCULAR 
FORGINGS 


NOVEMBER 1934 °@ 


BETHLEHEM 
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No matter where it's bound 
SHIP IT WIREBOUND! 
and Slash Damage Claims 


BETTER 

STACKING If damage claims are giving you trouble... 
look into Wirebound Boxes or Crates. 
Wirebounds give your product better 
protection because they are tailor-made for 
the contents — strongly built to take it. 
Their high strength steel and resilient 
wood construction absorbs jars and jolts — 
protects without adding costly weight. 

No matter what your product’s size, shape 
or weight, Wirebound design flexibility 
provides countless combinations that will 
carry the most difficult loads. So, if you 
want to slash damage claims and assure 
safe arrival — be sure to ship Wirebound. 
oe Get the whole safety-in-shipping story 
REDUCED from a Wirebound Sales Engineer. 


WEIGHT y, 
MAIL THIS COUPON MOW? 


















fa 
; 
5 wirtsounp BOX MANUFACTURERS ASSOCIATION 

A) Room 1151, 327 South La Salle Street, Chicago, Illinois 


& f ) | 
UlRASOUNG 


[) Have a sales engineer give me the whole story 
(J Send me a copy of “What to Expect from Wirebounds” 
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topes in testing its new toothpaste 
ingredient, Gardol. And _ Dr. 
Thomas H. Vaughn, C-P vice-pres- 
ident in charge of Research and 
Development, promises news of 
many other phases of the labora- 
tories’ work as time goes on. 

incidentally, 
proved themselves adept at the art of 
movie-making, as well as product 
development. They showed a movie 
they produced themselves to ac- 
quaint production managers with 
“The Gardol Story.” It ranks with 
the best of its kind, and represents 
a good idea for research-production 


C-P researchers, 


liaison, too. 


A pocket tape recorder, pow- 
ered by hearing aid type batteries, 
cartridge loaded, and capable of re- 
cording for up to one hour, has 
been introduced by Mohawk Busi- 





ness Machines Corporation, 944 
Halsey Street, Brooklyn 33, N. Y. 
The Midgetape, which measures 
8'4,x17%x3% inches, weighs a little 
over three pounds. Price is $229.50 
including cartridge, batteries, crys- 
tal microphone, and earphone, 


Convenience gets another boos- 
ter in Chicago Printed String Com- 
pany, 2300 Logan Blvd., Chicago 
47, Ill. Recognizing the fact that 
no product is any use to the distrib- 
utor or consumer until he gets it 
out of its case, CPS has joined the 
trend toward easy-opening pack- 
ages with a new Zip-Open tape for 
corrugated cartons. According to 
the company, its tape is not only 
easy to apply and use, but also un- 
usually low in cost. 


A real service to industry js 
performed by Weyerhaeuser Tim- 
ber Company in releasing for gen- 
eral use its impressive study of 
“America’s Demand for Wood: 
1929-1975.” Prepared by Stanford 
Research Institute specifically tor 
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For those you ¢ 
4 want to remember -.. 
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they'll never forget! 


Truly .. . here are America’s Finest Steaks 
... from Pfaelzer Brothers, Chicago. These 
Boneless Strip Sirloins are the same famous 
Pfaelzer Steaks served at America’s exclusive 
clubs, leading hotels and fine réstaurants. 
Graded U.S. Prime and aged to mellow 
perfection, these Blue Ribbon Steaks are a 
unique gift that will make a favorable 
impression. Packed 8 superb steaks, each 
144” thick, to attractive personalized gift 
box. Quality and perfect condition on 
arrival guaranteed. 


BOX OF 8 STEAKS $9 500" 
SHIPPED PREPAID 
“506 discount allowed on shipments of 
12 or more boxes shipped to one address 
ORDER TODAY 
For other distinctive Pfaelzer gift items 
write for Catalog G-40 


0:6 Pfaelzer Brothers, Inc. 


UNION STOCK YARDS ® CHICAGO 9, ILL. 








THE TIME-TESTED RECORDING SPELOOMETERS 


will help you maintain 
better schedules and 
give a complete record 
of every truck 


chart all! 


e When Engine Started 

e How Long It Idied 

e How Fast It Traveled 

e Distance Between 
Stops 


e When Vehicle Was In 
Motion 


e When Vehicle Stopped 


Tachographs provide a charted, permanent record 
that aids in the efficient handling of valuable 
ayloads and protects your costly rolling stock. 

er-the-road vehicles that are equipped with 
Lage ge ey have fewer accidents. ..spend less 
time in the repair shops... save 
gas and tires... and earn lower 
insurance rates. Coupon below 
will bring complete information. 


Drivers call them their Buddies 


They protect drivers from false ac- re ; 
cusations and tell the dispatcher ~ 


me, 
how vehicle is handled on every trip. > 


| Wagmer ELECTRIC CORPORATION 
6439 Plymouth Avenue, St. Lovis 14, Mo. 


Please send me free bulletin SU-3 
NAME 
COMPANY 
ADDRESS. 
CITY STATE 

We operate (number)___ vehicles $54-9 
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High-angle climb immediately after take-off 


Powered by a dependable Lycoming engine, is characteristic o! oa He Courier. It — 

- i e four. ..is powered by Lycoming s 200-h-p. me 
this executive plane cruises above 150 mph— ii aati penetie " 
yet lands at 30 mph. i 

Send for Free Booklet! “lure Lycominc 5 

Now you can fly at 30 mph—with no danger of spin or arian ariet tad pnowr acd : 
stall. Take off and land in the “backyard” space of 75 yards. wes arm de lea teataloaiaas 3. 
: “ s your letterhea 6 

And fly completely relaxed in the knowledge that your power 5 





plant is a dependable Ly coming air-cooled engine, 


Small wonder the Helio Aircraft Corporation expects its 
advanced design plane to open up a new era in private flying. 


Naturally, we are proud that once again Lycoming contributes 

to aviation progress. Perhaps we can also help meet your 

need for air-cooled power. Aircraft Engines | 
Industrial and Tank Engines 
Engine Overhaul! 
Generating U nits 


Whatever your problem... if it can be solved by any of the 
services listed with our signature .. . look to Lycoming. 


Turbine Engineering and Research 
Engineering Design and Development 
Hardened and Ground Precision Parts 
Gears and Machine Parts 


FOR RESEARCH + FOR PRECISION PRODUCTION 
oa 
“«~ Lycoming 


DIVISION OF Tra? STRATFORD, CONN 
AYCO) Manufacturing plants in Stratford, Conn., and Williamsport, Pa 


Complete Assemblies 
Heat-Treating and Plating 
Steel Fabrication 
Castings 





Boilers 
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“The Royal 


helped us open up 


new markets’’ 


[7 So 








Let the Royal Bank help you ‘“‘open 
doors”’ in the Canadian market. Through 
more than 730 branches in Canada’s 

ten provinces, we are in close touch 

with all important phases of Canadian 
business, industry and finance. 

The Royal Bank has a special 
department to help American businessmen. 
It can provide you with information on 
labor, taxes, transportation, power—in fact, 
on almost anything from choosing a plant 
site to arranging sales representation. 


We offer full cooperation in helping 
serve the needs of businessmen interested 
in opportunities presented by 
Canada’s expanding economy. 


Over 800 branches in Canada, the 
West Indies, Central and South America 
New York, London and Paris. 


THE ROYAL BANK 


OF CANADA 
Canada’s Largest Bank 


New York Agency 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,800,000,000 








Weyerhaeuser, the report contains 
a wealth of information on general 
economic and industrial trends, in 
addition to specific data on wood 
products. SRI foresees a steady in- 
crease in the major markets for 
forest products—construction, ship- 
ping containers, and manufactur- 
ing—but notes, too, that there will 
be increasing competition from 
other materials, particularly if lum- 
ber costs rise appreciably. An 80- 
page summary of the report, con- 
taining more than 30 charts and in- 
cluding a good deal of information 
on wood-using industries, may be 
obtained from the Department of 
Public Information, Weyerhaeuser 
Timber Company, Tacoma Build- 
ing, Tacoma 1, Washington. 


New leak detector for testing 
equipment that must be held to un- 
usually close air-tightness specifica- 
tions—electron tubes, containers for 
dangerous or costly gases, vacuum 
systems, and the like—is said to be 
ten times as sensitive as standard 
models. Consolidated Engineering 





Corporation, Pasadena 8, Calif., the 
manufacturer, says it will detect 
one part of helium in two million 
parts of air, finding leaks that 
would pass a mere thimbleful of 


gas in two or three centuries. 


Duplication of letters, forms, 
documents can be speeded and sim- 
plified by new developments like 
these: 

A compact combination (record- 
ing and reading) microfilming 
unit, the Micro-Twin, has been an- 
nounced by Burroughs Corpora- 
tion, Detroit, Mich., and Bell & 
Howell Company. The unit, to be 
marketed by Burroughs, will pho- 
tograph both sides of documents 
ranging in size from ‘smaller than 
bank checks to single sheets 11 
inches wide by 3,700 feet long. 

A new white-printer that uses 
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a less 
: Motor 


FREE 


Circular 


Dealer Inquiry Invited 


CUT Costs 
wit 
ALLEN Punch Press 


2-Ton Power Bench Type 
Powerful, Dependable, Economical 


For light work—stamping, forming, riveting— 
metal, fiber or other material. 


Overall height 19%” ... Base size 9” x 
84,” ... Die bed 64%” x 8 ... Ram face 
11%” x 344”... Ram stroke %” . . . positive 
3%” ram adjustment. . . sturdy, single pin, 
non-repeat hand lever clutch ... V-belt 
drive... weight 105 Ibs. 


Requires only 4 H.P. motor. 
The machine of a thousand uses! Adequate for 
many types of work now done on large presses 
at greater expense. 

30-Day Money-Back Guarantee 


Order TODAY. Price $97.50 F.O.B., Clinton, 
Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor) 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. * 
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NEATER— BETTER 
AT LESS COST 
with HANSEN °"°, TACKER 


FASTER! Zip-zip! Fast as you grip. 
Tacks screens on TV-radios—plastic dial 
plates—gimp bindings on chairs, etc. etc. 


BETTER! Balanced. design—positive 
action—single-leg or double-leg tack- 
points—neater, better, precision tacking 
and fastening. 


LESS COST! No waste! Tackpoints 
come in economical strips. A big saving 
in labor costs over old-fashioned tack 
hammer methods. 


HANSEN VEST- KIT— 
AS NEAR AS 
VEST POCKET 
New convenience, port- 
ability and speed com- 
bined with economy with 
Hansen VEST KIT. Mod- 
ern way to carry handy 

Packed 5 Vest- supply of staples, 3/16” 

Kits per Box of and 1/4” lengths. 

5,000 staples. 





REQUEST 
BOOKLET 


36 Models 
80 Staple Sizes 





A.L.HANSEN MFG.CO 


5034 RAVENSWOOD AVE. CHICAGO 40 ILLINOIS 
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Its enough to give a duck goose pimples 


COMING FOR YOU: many mouth-watering, 
rib-clinging dinners featuring tender, succulent 
roast duck—thanks to your hunting skill, your 
wife’s cooking magic, and the unsung miracle of 
dependable home freezing. COMING FOR THE 
DUCKS: weeks or months of unrelenting, bitter- 
cold storage in your home freezer, which may use 
up to 85 feet of leakproof Bundyweld Tubing to 
carry refrigerant gases so elusive that they can 
rush through openings invisible to the human eye. 





Bundyweld Steel Tubing is 
the only tubing-double walled 


from a single metal strip, 





copper bonded through 360 
Hidden lifelines of Bundyweld Tubing have helped 
maintain high standards of refrigerator and home freezer 
dependability for over 20 years. Refrigeration manu- 
facturers, in their drive to provide top product perform- 
ance, give you the unmatched protection of Bundyweld. 


BUNDYWELD TUBING 


“The lifelines of refrigerators and freezers” 
BUNDY TUBING COMPANY @ DETROIT 14, MICHIGAN 





of wall contact. Manufactured 
by the world’s largest pro- 
ducer of small-diameter tub- 


ing, Bundyweld won’t leak, 





will transmit heat efficiently. 
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Historyland 
is making 
INDUSTRIAL' 
History, too! 





The ‘“Top-of-the-South’ and industrial progress go 
hand in hand. Plenty of loyal, skilled labor. Decades 
of management-labor harmony. Modern, fast-paced 
transportation network to the nation’s markets, and to 
world markets through the unequalled Ports of Hamp- 
ton Roads. Favorable, all-weather climate. Well-bal- 
anced growth between industry, agriculture and trade. 
And—this is important—plenty of room to grow. 

Existing electric power facilities and those now under 
construction assure a plentiful supply of economical 
and dependable Electricity to meet all present and 
foreseeable needs here at ‘‘The-top-of-the-South.”’ 

This is a cordial invitation to ask us for any informa- 
tion you desire on this area. We'll supply it confiden- 
tially, and in as great detail as you need. 


AREA DEVELOPMENT DEPARTMENT 


VIRGINIA ELECTRIC AND POWER COMPANY 


RICHMOND 9Q, VIRGINIA 
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the dry-ammonia method of re- 
production is the Speedmaster 
“1400C,” brought out by Peck & 
Harvey Manufacturing Corpora- 
tion, 5640 North Western Avenue, 
Chicago 45, Ill. It is designed to 
handle any translucent originals, 
drawn, written, typed, printed, or 
photographed. 

Another new whiteprint ma- 
chine comes from Ozalid Division, 
General Aniline & Film Corpora- 
tion, Johnson City, N. Y. This unit, 
Model 800, offers front or rear de- 
livery of drawings and_ business 
forms up to 42 inches wide at 
speeds varying from 8 inches to 30 
feet per minute, claims Ozalid. 

A new Verifax Printer, Eastman 
Kodak Company, Rochester, N. Y., 
for handling papers and documents 
up through the legal size (84x11 
inches) features an exposing and 
activating timer and an independ- 
ent feed to simplify print paper 


posivioning. 


Ease of installation, compact- 
ness, and flexibility are three of 
many advantages claimed by 
Thomas A. Edison, Inc., West Or- 
ange, N. J., for its Omniguard in- 
dicating and alarm system, designed 
to keep watch on the operating 


temperature of bearings on heavy 





rotating machinery in power plants, 


steel mills, paper mills, and the 
like; to protect blast furnaces by 
checking water jacket tempera- 
tures; and for many other applica- 
tions where control of temperature 
and protection against overheating 
—particularly in hard-to-reach spots 
—are important. Unitized design 
of monitor and indicator units 
makes it easy to build up a system 
of the desired size tor any particu- 
lar job, and to remove sections tor 
servicing. This type of design, plus 
the plug-in feature that makes it 
possible for one monitor to serve 
several different points, also make 
this system far more compact than 
older ones, and less expensive, Edi- 
son reports. 
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i saves Typing Time... 
Stops Eye Fatigue! <g 
PANAMA 


“COpy-HO™” ox 


Panama-Beaver's exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view... 
speeds work... cuts office costs. Folds up 
neatly under box lid after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Beaver Carbon Paper—America’s sharpest- 
writing, cleanest-erasing smudge-free 
carbon ! 


Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 


PANAMA-BEA VER 
YOU CWI Le 


Coast to Coast Distribution 
MANIFOLD SUPPLIES CO.,19 Rector St., N.Y. 6,N.Y. 


Ebony Duplicating Carbons * Eye-Saver 
Unimasters * Lustra Colorful Inked Ribbons 
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REVOLVATOR 
RED-GIANT 


features 


Safety-Ease 


Durability — built in by 50 
years of Revolvator Co. expe- 
rience—is still the funda- 
mental of the Red Giant lif- 
truck line. Maneuverability, 
plus the safety of their exclu- 
sive double stroke mechanism. 
make the models shown leaders 
in their fields. There is a Red 
Giant liftruck available for 
every use—for every capacity. 





Write for the full facts today. 





REVOLVATOR CO. 


8702 Tonnele Ave. North Bergen, N. J. 
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Stress, psi x 1000 


























a UO 2 2 2 8 





TEMPERATURE LIMIT OF RESISTANCE TO PROGRESSIVE 
in Still Air 


SCALING BEHAVIOR OF CHROMIUM STEELS OF DIFFERENT ALLOY CONTENT 


During Hydrogen-Sulfide Attack 


140 


Continuous 
a 


310 of 314 


AM 25-12 
Type 309 


inches penetrotiun pes month 


E GRADIENT 


0.07 C, 0.33 Mn, 0.020 S 
019 P, 1.00 Si, 16.96 Cr 


OF STEEL 


1300 
Temperature, Degrees F 


1200 


sRAIN SIZE ON HIGH 


EFFECT OF G 
STRENGTH AND 
10.000 Ilours for 


Numera!s 


overage 


Heres 124 Pages of Valuable Data 
On STAINLESS STEEL 


Stainless and heat resistant steel can usually be 
classed as a critical material, since it not only 
contains strategic alloys but is indispensable in 
many vital industrial and armament applications. 
It is always important, therefore, to make every 
pound go as far as possible. 

The latest edition of our comprehensive 124- 
page, case-bound Stainless Steel Handbook is 
ready for distribution now. It will help you to 
select the right stainless steel and to use it 
properly. Comprehensive listings of analysis, 


properties and characteristics of each type will 
guide you in specifying grades that will do your 
job most efficiently. Clear, concise fabrication 
data will help you speed production and cut waste. 

Your copy of the Stainless Steel Handbook 
will be sent—without charge—upon request. Our 
only stipulation: please make your request upon 
your company letterhead. @ Write Allegheny 
Ludlum Steel Corporation, Oliver Building, Pitts- 
burgh 22, Pa. 


ADDRESS DEPT. DR-59 


You can make it BETTER with 


Allegheny Metal 


Warehouse stocks carried by all Ryerson Steel plants 








Wed 5165 
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e Wider Range 
e Bigger Loads 
e Lower Costs 


‘For a-c to d-c Conversion 


Fast - Easy 
Low Cost 
Operation 


Reduces 
Cost of 
End Product 


Low 
Heat Loss 


Longer 
Life 


SYV7RON 












Because there is no substitute for the best, 


Compact - 


Lighter 
Weight 








No Cleaning 
or Adjustment 
Necessary 


SELENIUM RECTIFIERS 


Syntron Rectifiers 


are becoming increasingly important as a vital component for 


equipment 


requiring a-c to d-c power 


rectification. 


Thicker, 


uniform selenium deposits on special alloy base cells combine 


increased power and longer life with light weight, 
Delivering peak performance regardless of use or 
Syntron Rectifiers are available in sizes from tiny 1” 


struction. 
locatien, 


square cells up to 30,000 watt stacks. 


rugged con- 


Additional SYNTRON EQUIPMENT That Helps 


Eliminate Many 
VIBRATORY ELECTRIC 
FEEDERS VIBRATORS 





Kee p bulk ma- 
terials flowing 
freely through 
bins, hoppers and 
chutes. Eliminate 
plugging and 
arching of hard- 


positive, 
controlled feeding 
of bulk materials 


Assure 


from fine pow- 
ders to coarse 


heavy lumps—at 
controllable rates to-handle ma- 
from a few pounds terials. Low cost 


to tons per hour. 
to install. 





operation—easy 





PARTS 
FEEDERS 





Automatic, ori- 
ented, single line 
feeding of small 
parts at control- 
lable speeds. For 
small parts of 
most shapes, sizes 
or materials. Ideal 
for low cost, auto- 
matic processing. 





Tough Production Problems 


SHAFT 
SEALS 





Self-lubricating, 
mechanical seals 
for rotating 
shafts. Provide 
positive sealing of 
gases or liquids. 
Corrosion resist- 
ant, easy-to-in- 
stall seals for 
pumps, turbines, 
etc. 


Write today for complete catalogue data - FREE 


SYNTRON COMPANY 


Homer City, Penna. 


774 Lexington Avenue 
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Smaller and lighter was the 
Detroit, Mich., 


for their new variable displacement 


aim of Vickers, Inc.. 


hydraulic pumps, and to accoim- 


plish it they redesigned the voke 


and converted the housing to mag- 


nesium, and made other changes 
that add up to a big saving in 


without 
The 


100 psi and are available in sizes 


weight sacrificing _per- 


formance. pumps operate at 
with ratings of 0.60 to 23 gallons 


per minute. 


75 years of lighting progress 
is celebrated across the nation with 
displays like this one, built by Fed- 
eral Sign and Signal Corp., and in- 
stalled on Commonwealth Edison’s 
main building; radio and television 
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LIGHT'S | iM 
DIAMOND 4 
Pte e. , : 


shows, movies, speeches, and publi- 
cations. This Diamond Jubilee cele- 


only 


bration points up one—but 


one—of the many vital uses for 
electricity in modern life. For news 
of other electrical developments, 
and the business opportunities they 


create, see page 31. 


Adjustable bore gages, that 
can be set to desired dimensions 


“feel” their way into holes 


and can 
have been placed on the market by 





M. C. 
troit Avenue, 
The gages, set to 


Hutto Company, 6516 De- 


“ 


go” and “no-go 
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Automatic 7 
carriage » 
shifts like e 
typewriter. . _ exclusive paper grip saves ® 
25 % paper. Three popular letter sizes. 














HANDY A FOUNTAIN 


© 


Natural grip fits hand, 
lessens fatigue. Push- 
button ink control... 
replaceable tip. 

PLUS complete line of stencil inks 
and stencil board. 












Write for FREE 
**‘Shipping Guide.” 


pi —_ MACHINE CO. 
109 lowa Ave., Belleville, fil. 











2 Want a better 


LETTERHEAD? 


Get your FREE copy of our useful new 
brochure ‘‘Letterhead Logic’’— just off the 
| press. Then, turn to the check list used by 
I experts to gauge letterhead efficiency. If it 
i 





indicates room for improving your present 
letterhead, Hill’s 40 years of specialized 
| experience... producing the finest business 
| stationery for hundreds of famous firms 
i} 
| 





.1is at your disposal. 


Learn how HILL craftsmanship can create 
a letterhead you'll be proud of ... one that 
truly reflects the character, personality and 
prestige of your firm... scientifically de- 
signed to assure built-in sales appeal... 
at prices much lower than you'd expect. 
“‘Letterhead Logic,’’ containing impressive 
“big name’’ samples is free — without obli- 
; gation — to users of 5,000 or more letter- 








heads a year. Simply jot down, on your 
present letterhead, the quantity your firm 
uses and mail to HILL now. Write: 


| a NC. 


Fine Letterheads and Business Cards 
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INVESTMENTS 
565 FIFTH AVENUE + NEW YORK 17,N. Y. 


REALTY 
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Cleveland 2, Ohio. 





DUN’S REVIEW AND MODERN 
INDUSTRY readers are executives 
who are seeking information 
and are in a position to act upon 


that information. 


and 
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Handbag body 
shaper 


Garment interliners 


_— 
A 
These are some of the many uses 
for Tufflex non-woven fabrics. 
3 
oy 


f 
Whats Yours? 














Yes ... what’s your use for this entirely new development 
in cushioning and protective padding materials—Tufflex 
non-woven fabrics? 


These new fabrics are made from various fiber combina- 
tions, formed into a mat in an exclusive air-felting proc- 
ess and bound into uniform, homogeneous products. 





WOOD CONVERSION COMPANY 
Dept. 239-114, First National Bank Building 


Tufflex fabrics are so versatile that it will take years to dis- 
cover all their uses. There are 26 different types—and you 
can choose from types which are soft, firm, springy, re- 


St. Paul 1, Minnesota 


Please send me complete information and specifications for Tufflex Fabrics. 


sistant to compression, non-abrasive, non-corrosive or 


ie | i athe tds ndeian enim aeahheackadans <apetin 
high in wet or dry strength. | aaa 
Maybe Tufflex fabrics can solve a production problem for SRG CL UMane isha arian cd pddséekesadecsencnesscccoabay 
you. Mail the coupon for the technical facts. » | 
PN bE 6 BO 60 bd S66 Este hedsoKeuniceecedcsdccsasesdcssessbe 
*Reg. U.S. Pat. Off. Gsd ba bobd Seek 66606 6066645600066686 60 isbn ud 66660008008 eee 
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Increases production, &, 
cuts rejects on plating line 


with R-W Zig-Zag" 


Continuous Power Conveyors 


The Speakman Company, Wilmington, Del- 
aware, faced with the problems of lowering 
costs and increasing production of chrome- 
plated plumbing fixtures, chose Richards- 
Wilcox “ZIG-ZAG” Continuous Power Con- 
veyor to increase the efficiency of their 
plating line 

“ZIG-ZAG” Conveyors operate overhead 
—out of the way of production. Excep- 
tionally flexible, they move up, down, in, 
out and around ... carrying unit loads up 
to 125 pounds at varying speeds from one 
inch to sixty feet per minute. Six-inch 
carrier pendant centers make it an easy mat- 
ter to adapt “ZIG-ZAG” to changing pro- 
duction requirements. The system may be 
easily altered or relocated by plant per- 
sonnel, usually using all the parts. 

“ZIG-ZAG” Conveyors are quality de- 
signed and manufactured. They offer longer, 
safer, more efficient service on any produc- 
tion line. Find out how “ZIG-ZAG” Con- 
veyors can help you meet increased demand. 


For complete details, consult an R-W 
Engineer—at no obligation! 


Plating line at the Speakman Com- 
pany showing R-W 
Conveyor in action. Conveyor in- 
stallation by Hanson-Van Winkle- 
Munning Co., Matawan, N. J. 


Richards-Wilcox Mt rg Co. 


TLIDING DOOR HANGERS & TRACK Fire 
DOORS & FIXTURES + GARAGE DOORS 4 EQuiP. 
MENT «© INDUSTRIAL CONVEYORS & CRANES 
e SCHOOL WARDROBES & PARTITIONS « 


eee oe ee ee ee ec a 
Branches in Principal Cities 


475 THIRD STREET, AURORA, 


ILLINOUS 


"ZIG-ZAG" 





dimensions are set by an adjusting 
screw and a locking screw, cover 
a range from .995 to 6.005 inches. 


Wet-surface ink, for stamp 
pads, is offered by Organic Products 
Company, Irving, Tex. It’s specifical- 
ly designed for marking items that 
are dampened during processing, 
and will, says OPC, resist naphthas 
and vapor-type degreasers as well as 
water. It’s made in several colors. 


Less waste and more efficiency 
are claimed for “Korrectab,” a new 
feature designed for snapsets, the 
many-leaved billing and purchasing 
forms, by Business Forms Research 
Company, 9 Hardwell Road, Short 
Hills, N. J. Reported to make cor- 

inserting, and detaching 
the design 


recting, 
easier, incorporates a 
tab, die-cut in the top strip, which 
allows detaching but leaves carbons 
in for corrections. Tab may be re- 


moved when typing is finished. 





STATEMENT REQUIRED BY THE 
ACT OF AUGUST 24, 1912, AS 
AMENDED BY THE ACTS OF 
MARCH 3, 1933, AND JULY 2, 1946 
(Title 39, United States Code, Section 233) 
SHOWING THE OWNERSHIP, 
MANAGEMENT AND 
CIRCULATION OF 

DUN’'S REVIEW AND MODERN INDUSTRY 
published monthly at Chicago, IIl., for 
October 1, 1954. 


The names and addresses of the pub- 
lisher, editor, managing editor, and business 
manager are: Publisher, None; Editor, 
Norman C, Firth, 99 Church Street, New 
York 8, N. Y.; Managing Editor, Richard 
L. Kraybill, 99 Church Street, New York 8, 
N. Y.; Business Manager, None. 

That the owner is: Dun & Bradstreet 
Publications Corp., 99 Church Street, New 
York 8, N. Y.; that the name and address 
of stockholder owning 1 per cent or more 
of total amount of stock is: Dun & Brad- 
street, Inc., 99 Church Street, New York 8, 
N. Y. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: 
None. 


Paragraphs 2 and 3 include, in cases 
alias the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting; also the state- 
ments in the two paragraphs show the 
afhant’s full knowledge and belief as to the 
circumstances and conditions under which 
stockholders and security holders who do 
not appear upon the books of the company 
as trustees, hold stock and securities in a 

capacity other than that of a bona fide 
owner. 
(Signed) NORMAN C. FIRTH 
Editor 
Sworn to and subscribed before me this 
17th day of September, 1954. 
NELLIE L. FENKER 
(Seal) 


(My commission expires March 30, 1955) 
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NOW! 


Quickly, Easily, Effectively Destroy confi- 
dential papers, records in your own office! 


NEW ” Banta m 10 


portable shredding machine ata especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
Capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 


YOUR PAPERS 
GO IN HERE 


FREE: Colorful, illus 
trated, descriptive 
folder, includes 10 DAY 
FREE TRIAL detai 

Write ‘‘SHREL DMASTER 
BANTAM .10°' on your 
letterhead or postcara 
and mail today to 


.JA- SHREDMASTER 
. & orpuratie hi 
A Division of Self Winding Clock Company, Inc. 


195 Willoughby Avenue 
Brooklyn 5, N. Y. 


UNREADABLE 
SHREDS COME 
OUT HERE 











If you are on the board of your school] or 
church, or on the house or purchasing com- 
mittee of your club or lodge, you will be intes 
ested in this modern, Fol ling Pedestal Banquet 
Table. Write for catalog & special discounts, 








DRAKE, STARTZMAN, SHEAHAN 
AND ‘BARCLAY 


Distribution and Materials 
Handling Consultants 


CONTROL, MOVEMENT and STORAGE 
OF MATERIALS 


4| East 42nd Street New York I7,N.Y. 
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The Bridge Tendon 


just whistle and he’ll answer 


The draw opens once, twice, or three times a day—and some days not at 
all. But the bridge-tender is always there on the alert for the whistle of the tug or 
freighter going up the channel. River commerce carries millions of tons of bulk 
and package freight along the intercoastal and inland river and canal systems of the 
nation. The bridge tender has a keen ear for the whistle that says “Here I come. 
Open up and let me through.” 


The Dun & Bradstreet credit reporter is always at his post, too, ready to 
answer any request for information which will clear the sales channels for business 
men. Credit decisions are based on accurate, up-to-the-minute credit 
facts, but, fact-finding for business must be done before sales are 
made—not afterward. The Dun & Bradstreet credit investigator is 
on the job every working day of the year, calling on business con- 
cerns of the country, to gather the information and prepare the 
credit reports you will need when a sales opportunity knocks. 


Dun & Bradstreet, Ine. 


OFFICES IN PRINCIPAL CITIES OF UNITED STATES 
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MILCOR. Sfeel Roof Deck 


offers cost-cutting advantages 
you can’t afford to overlook 


Milcor Steel Roof Deck 
plates interlock closely, 


providing roof surface 


that is .adaptable 


to any type of 


insulation. 


Available in 

lengths up to 20 ft. 3 in. 

Milcor Steel Roof Deck gets 

you under cover fast. It can be 

erected anytime — in any weather a 
man can work. 

Versatile! Use it for flat, pitched, or 

curved roofs ... sidewalls and partitions 











Unique design 
lets erector 
nest and lap 
sections fast, 
then anchor by 
welds or clips. 











KANSAS CITY 41 
































or as permanent steel forms for con- 
crete floors. 

There are other advantages, also: 
Savings on structural supports. High 
strength-to-weight ratio. Fire resistance. 
Low maintenance cost. 

Let our engineers work out suggestions 
and layouts to meet your special needs. 
Write for Milcor Steel Roof Déck catalog. 


4151 W. BURNHAM STREET © MILWAUKEE 1, WIS. 


BALTIMORE 5. MD. 5300 Pulaski Hichway — BUFFALO 11. N. Y., 64 Rapin St. — 
CHICAGO 9, ILL.. 4301 S. Western Bivé. —CINCINNATI 25, OHIO, 3240 Spring Grove Ave 
—CLEVELAND 14 OHIO, 1541 E. 38th St —DETROIT 2, MICH.. 690 Amsterdam Ave — 
MO..P 0. Box 918 — LOS ANGELES 58 CALIF. 4807 E. 49th St 
— NEW YORK 17, N. Y., 230 Park Ave: — ST LOUIS 10, MO., 4215 Clayton Ave 
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“PHOTO-MURALS 


put bare walls 


Know-how and imagination create an 
cutstanding photo-mural that is both 


decorative and good for business. 


Our special equipment created this 
magnificent 7 x 40 foot mosaic photo-mural 
for the Schenectady Savings Bank of 
Schenectady, New York from original pho- 
tography by Burns Photography Inc. 
offer you this unique product in black and 


white, sepia, or full color. 


116 


We 





Write for information 
on how we create 
custom photo-murals 


Saal 


Ud ae ed) i 
COMPANY 
110 W. Lyon 


Grand Rapids, 
Michigan 








DEFINITIONS 
OF TERMS USED 
IN FOURTEEN 
IMPORTANT RATIOS 


THe Ratios—The data used are based 
upon a representative sampling with a tan- 
gible net worth which only occasionally is 
below $50,000. . .. The center figure for 
each of the twelve lines is the median. The 
other two figures in each line are quartiles; 
for each ratio they indicate the upper and 
lower limits of the experiences of that half 
of the concerns whose ratios are nearest to 
the median. When any figures are listed in 
order according to their size, the median is 
the middle figure (same number of items 
from the top and the bottom) and the 
quartiles are the figures that are located one- 


_quarter and three-quarters down the list. 


CoLLecTION Pertop—The number of days 
that the total of trade accounts and notes 
receivable (including assigned accounts and 
discounted notes, if any) less reserves for bad 
debts, represents when compared with the 
annual net credit sales. Formula—divide the 
annual net credit sales by 365 days to obtain 
the average credit sales per day. Then 
divide the total of accounts and notes re- 
ceivable (plus any discounted notes receiv- 
able) by the average credit sales per day to 
obtain the average collection period. 

CURRENT Assets—Total of cash, accounts 
and notes receivable for the sales of mer- 
chandise in regular trade quarters less any 
reserves tor bad debts, advances on merchan- 
dise, inventory less any reserves, listed secu- 
rities when not in excess of market. State 
and municipal bonds not in excess of mar- 
ket, and United States Government securities. 

CurrRENT Dest—Total of all liabilities due 
within one year from statement date includ- 
ing current payments on serial notes, mort- 
gages, debentures, or other funded debts. 
This item also includes current reserves such 
as gross reserves for Federal income and 
excess profit taxes, reserves for contingencies 
set up for specific purposes, but does not 
include reserves for depreciation. 

Fixep AssEts—The sum of the cost value 
of land and the depreciated book values of 
buildings, leasehold improvements, fixtures, 
furniture, machinery, tools, and equipment. 

Funpep Drest—Mortgages, bonds, deben- 
tures, gold notes, serial notes, or other obliga- 
tions with maturity of more than one year 
from the statement date. 

INVENTORY—The sum of raw 
material in process, and finished 
dise. It does not include supplies. 

Net Prorirs—Profit after full deprecia- 
tion on buildings, machinery, equipment, 
furniture, and other assets of a fixed nature; 
after reserves for Federal income and excess 
profit taxes; after reduction in the value of 
inventory to cost or market, whichever 1s 
lower, after charge-offs for bad debts; after 
miscellaneous reserves and adjustments; but 
before dividends or withdrawals. 

Net Sates—The dollar volume of busi- 
ness transacted for 365 days net after deduc- 
tions for returns, allowances, and discounts 


material, 
merchan- 


from gross sales. 

Net Sates to INVENTORY—The quotient 
obtained by dividing the annual net sales 
by the statement inventory. This quotient 
does not represent the actual physical turn- 
over which would be determined by reducing 
the annual net sales to the cost of goods 
sold, and then dividing the resulting figure 
by the statement inventory. 

Net Worxkinc Caprrat—tThe excess of 
the current assets over the current debt. 

TANGIBLE Net WortH—The sum of all 
outstanding preferred or preference stocks 
(if any) and outstanding common stocks, 
surplus, and undivided profits, less any in- 
tangible items in the assets, such as good- 
will, trade-marks, patents, copyrights, lease- 
holds, mailing list, treasury stock, organiza- 
tion expenses, and underwriting discounts 
and expenses. 

TURNOVER OF TANGIBLE Net WorTH— 
The quotient obtained by dividing annual 
net sales by tangible net worth. 

TURNOVER OF Net WorKING CAPITAL— 
The quotient obtained by dividing annual 
net sales by net working capital. 
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THE MAN WHO FEELS SAFE 





WORKS BETTER 
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HI-REACH 
TELESCOPER Mt 


ENGINEERED FOR STRENGTH 


STABILITY AND SAFETY 
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Safety is our first consideration in build- 
ing Hi-Reach Telescopers. 

During the past quarter of a century 
of making Hi-Reach Platform Tele- 
scopers, our engineers have constantly 
improved the mechanical construction 
to obtain maximum stability, smooth 
time-saving lifting action, and safety. 

Standard Models available from 10’-9” 
to 35 ft. high, and custom-built units as 
high as 100 ft. if you like. 


ECONOMY ENGINEERING CO. £57. 1901 
4505-23 W. Lake St., Chicago 24, Ill. 














ECONOMY ENGINEERING CO. 

4505-23 W. lake St., Chicago 24 | 
Name 

Firm | 
Address 
City Stote 
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An important new Schmieg develop- 
ment to wash hazardous dust and 
fumes from the air in a rotating torrent 
of water, combining the cyclonic 
principle of dust separation and posi- 
tive high pressure water action. 


Available 
in Two Types 


1. For wet col- 
lection and 
elimination 
only. 


2. For primary 
dry and sec- 
ondary wel 
collection and 
elimination, 
with bvyilt-in 
dry type pre- 

cleaner. 














Capacities from 
500 to 50,000 
C.F.M. 


Just a few of many reasons why a new 
Centri-Merge unit is your best investment 
in operating efficiency and economy: 


e Low ratio of power to rated capacity e 
High ratio of water circulated to air 
volume handled « Independently driven 
low speed rotor and fan permit adjust- 
ments to load and operating conditions ¢ 
No slots or nozzles to restrict water 
action ¢ Automatic liquid level control e 
Optional location of air inlet arm « Ma- 
terial disposal by drag conveyor, hopper 
tank skim-off or manual clean-out « Easy 
access to clean-out doors for cleaning 
while unit is in operation e Bearings 
located out of liquid, fully enclosed, 
lubricated from outside. 
Write or phone for Bulletin VU 8-53, des- 
cribing the new Vertical Rotor Units. 
Then consult with Schmieg engineers to 
plan a Centri-Merge installation for max- 


imum dust and fume collection and elim- 
ination efficiency in your plant. 
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eecerica’ s Finest: — 


Intercommunication 


—speeds needed 
intormation to 
brokers’ ottices 


from Stock Exchange floor 


*Name and 
interesting 

details 
on request 


lf 


te, 





iyi, ee 
“Teletalk 


Here is a striking example of Teletalk’s ability to get 
things done instantly—and to speed business by ending 
waste of time and steps: 

In a large Eastern Stock Exchange,” a battgry of 
more than 50 Teletalk units located in brokers’ offices 
is connected with a central station on the Exchange 
floor. Through this unique hookup, brokers receive im- 


announcements, transaction 


and other data. 


floor, within seconds after each hour's trading ! 


portant reports, hourly 


direct from the Exchange 
Brokers 


Teletalk system hail it as a marvel of 


averages 


who use this 


time-saving efhciency. 


HOW ABOUT TELETALK 
IN YOUR BUSINESS? 


—~ en 


No business is too small, too large or too “different” 
to benefit from the time-and-steps savings given by 
Teletalk—the world’s standard of quality intercom- 
munication. Let your local dealer (see Yellow Pages) 
show you the wide range of models and recommend 


the most economical installation for your needs. 


Write for booklet, “* Costs Drop.” Uys 


Lup 


(cus eae) 


WEBSTER 


RACINE 


ELECTRIC 


WISCONSIN 


| 


[cuneate | 





“Where Quality is a Responsibility and Fair Dealing an Obligotion” 
WEBSTER ELECTRIC COMPANY, RACINE, WISCONSIN - EST. 1909 
in Canada: Dominion Sound Equipments, Utd., Montreal 


NOVEMBER 1954 
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For the most select names Ores 


on your Christmas list... 


CLIMAX CLUB SMOKERS 


STANLEY De Luxe... .$69.50* 
PMNS bn owes > coce $78.90* 
Shipping wt. 25 ibs. 






To the friends for whom you 
would like to do something “extra 
special’’—there is no gift more distinctive 

or more welcome than a Climax Club 
Smoker. It is ideal for office, yacht, 
library, patio or game room... Everyone 
accustomed to fine things instantly 
recognizes the high quality of these 
luxurious smoking stands 

and appreciates their 
superb convenience, 

They won’t tip 
> over. They serve 

as handy cocktail 
tables as well as 

ash receivers. Write 
today for illustrated 
brochure 11-DR. 
REYFUSS De Luxe....$89.50°* 


oy accent Oa $98.90* 
Shipping wt. 37 Ibs. 

















LOEWY De Luxe...... $85.50* 
2 A Fae re $94.90" 


*Prices f.o.b. factory 
Shipping wt. 37 Ibs. 








| ARNOLT CORPORATION ‘wists. « 
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This letter is 5 years old... 
| had it on my desk in 5 minutes! 
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° = * Yes,thankstoLIBERTY RECORD STOR- 
.° SS AGE BOXES, system 1s so easy...locat- 
=< ing old, but still valuable records is 
quick and sure! Save time and money 
with your own complete Record Find- 
ing System by utilizing the systematic 
features exclusive with LIBERTY 
BOXES. Sold by leading stationers 


and office equipment dealers. 

















STORAGE BOXES 


ONE PIECE CONSTRUCTION ... no loose parts ..- 


sets up in seconds... delivered flot. 


DUST-PROOF CLOSURE... patented, easy to use 


. overlapping top keeps records clean. 


SPILL-PROOF PROTECTION ... even when 
dropped! Cord and tension button prevents dis- 
organization. 


DESIGNED FOR LONG LIFE... 
only highest grade corrugated fibre- 
board and quality parts used. 
Send for FREE Manual of 
RECORD STORAGE PRACTICE. 
Tells how long to keep records 
- + « Shows best record storage 
methods. 


BANKERS BOX COMPANY 


720 S. Dearborn St. « Chicago 5, Ill. 
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Keystone Advertising, Inc. 
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THE ‘‘WHIPPET*’’ MARKER 





Automatically dates, codes, or marks production runs of 
cartons, packages, filled bags, boxes, rolls, cans, etc. For 
candy manufacturers, food packers, distillers, oil com- ; 
panies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. 
— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR— 
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SPECIAL CHRISTMAS 
GIFT RATES 


for DUN’S REVIEW 
AND MODERN INDUSTRY 


| subscription, your own, whether new 
or renewal, or one gift RA eh: wie $5 
Each additional subscription ena, ale Si $3 


These rates cover one year subscrip- 
tions to U.S.A. and Possessions, and 
Canada. Elsewhere, double these 
amounts. 


Send subscriptions to: 
DUN’S REVIEW 
AND MODERN INDUSTRY 


99 Church Street 
New York 8, N. Y. 
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Circulation 120,000 


TMV OSTEICURIMME ihore there's 


A OP PUBLICATION 


BIG BUYING 


to be done... 


earning the right 
to be considered is basic as a 
principle, for anybody’s sales 
and advertisiné program. 


The force of advertising can be commanded for this 
essential sales function: opening the right doors. . 








W H E N It calls on worthwhile prospects and customers often enough 





Onty one among the / out- W el E N It tells enough of a sales story to precondition the prospect 





standing business and news 


W hy S N It puts enough pressure in a * 1 industrial market to make a dent, 
not a dimple 





magazines delivers so many 
presidents—at such low cost 
per 1,000. The FACTS Re- 

As every executive knows, when top management decides, every- 


port explains this. i adlat acti 


THIS REPORT based on an independent study by Fact 


Finders Associates, Inc. (Marketing Research) shows you 


In DRMI you can talk persua- 



















sively to top and middle management erage , 
; ; why your advertising in DRMI provides your shortest 
in 41,514 of the biggest and best man- 


route to the center of authority in Industry & Business. 


facturing plants in the country—and 






also at the lowest cost per 1,000. 








Editorially dedicated to: Better 







management performance, to 







keep America ahead 












In this inviting white orea, write your name, company, and address. Then mail it to: DRMI 
FACTS, Dun & Bradstreet Publications Corporation, 99 Church Street, New York 8, N. Y. 
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Cuts Use of Chromium 





"Mr. Cost Cutter’ reveals how plant 


saves money while it improves results 


i eoults achieved by an automotive 
company tell a story of major 
improvement in chromium plating 
operations. 

First checked by this company’s 
critical research division, the Uni- 
chrome SRHS Chromium Plating 
Solution replaced the ordinary so- 
lution in an automatic plating ma- 
chine. 

All benefits were confirmed. Loss 
of plating salts by “dragout’”’ 
dropped since the solution was more 
dilute. Loss by spray carried off in 
the ventilators diminished because 
higher efficiency of the SRHS bath 
reduced the gassing which causes 
spray. In fact, records show that use 
of chromium plating salts to main- 
tain the bath was cut more than half. 
In addition—faster plating speed was 
obtained; also brighter de- 
posits, and better coverage. 








Every chromium plating 
tank in the plant is now 
working with, and saving 
with, Unichrome SRHS 


Chromium. 





MORE WAYS UNITED CHROMIUM HELPS CUT COST OF COATING METALS : 


Matched Plating Processes 


Economical Plating Equipment 


United Chromium supplies 
equipment for complete plat- 
ing installations. Tanks, rec- 
tifiers, heaters, and other 
Unichrome equipment are, 
from experience, designed for 
efficient operation and genu- 
ine economy. 


The first set of matched copper, 
bright nickel, and chromium plating 
processes has been developed by 
United Chromium, Compatability of 
the processes plus the undivided 
service responsibility they offer can 
assure the very finest chromium fin- 
ishes at a new low cost. 
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To finish it better and SAVE call in “‘The Unichrome Man’”’ 


United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 
(3) A diversified line of products 
for decorative and functional fin- 
ishing — including plating proc- 
esses and equipment, protective 
coatings, chemical conversion 
coatings for zinc; (4) Thinking 
geared to cost-cutting product- 
improving possibilities. 

We'd welcome an opportunity to 
help you “Finish it better AND 
SAVE.” 





Trade Mark 


UNITED CHROMIUM, 
INCORPORATED 


100 East 42nd St., New York 17, N. Y. 


Waterbury 20, Conn. . Detrcit 20, Mich. 
Chicago 4, til. * tes Angeles 13, Calif. 
in Canada: 

United Chromium Limited, Toronto 1, Ont. 
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Plating Material by 50% 
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“LIFETIME” POLICY...See your doctor 
every year for a thorough check-up, no matter how 
well you may feel. 

“DAY-TO-DAY” POLICY...See your doctor 
immediately at the first sign of any one of the 
seven danger signals that may mean cancer (1) 
Any sore that does not heal (2) A lump or thickening 
in the breast or elsewhere (3) Unusual bleeding or 
discharge (4) Any change in a wart or a mole 
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Your best cancer insurance... 


(5) Persistent indigestion or difficulty in swallow- 
ing (6) Persistent hoarseness or cough, and (7) Any 
change in normal bowel habits. 

Many cancers can be cured, but only if properly 
treated before they have begun to spread or 
“colonize” in other parts of the body. 


For more information, call the American Cancer 
> J 


Society office nearest you or write to “Cancer 
in care of your local Post Office. 


American Cancer Society 


NOVEMBER 
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A friendly “Thank You” 
by Long Distance means a lot 


When an order comes in from an out-of-town customer, 
he’ll appreciate your calling to say, ““Thanks.” 

You can assure him the order will be handled 
promptly. Let him know when you plan to ship. See 
if there’s anything else you can do to be of service. 

Perhaps he overlooked ordering some items. Or, 
maybe a larger quantity would give him a more favor- 
able unit price. If you have some “specials,”’ this is 
an excellent opportunity to let him know. 

Why not try this idea on the next out-of-town or- 
ders you get? See for yourself how these “Thank 
You” Long Distance calls build good will—and bring 
more business to you. 





LONG DISTANCE RATES ARE LOW 


Here are some examples: 


Baltimore to Philadelphia... .. . 55¢ 
Cleveland to Pittsburgh.............. 60¢ 
ees 06 -SE BON. co.cc viswcrcvicess Phew 
Atlanta to New York................ $1.50 
Los Angeles to Washington, D.C....... $2.50 


These are the daytime Station-to-Station rates for the first three min- 
utes. They do not include the federal excise tax. Long Distance rates 
are even lower after 6 o’clock every night and all day Sunday. 


CALL BY NUMBER. IT’S TWICE AS FAST 














BELL TELEPHONE SYSTEM 

















These multi-colored, deep-drawn illumi- 
nated signs show how many different de- 
sign features you can get for your formed 
parts or products by using BAKELITE Rigid 
Vinyl Sheets. 

Printed flat in four colors, then heat- 
formed to intricate shapes, BAKELITE Rigid 
Vinyl Sheets meet an almost unlimited 
variety of design requirements. In service, 
they resist warping, cracking, and fraying 

.. withstand chemicals, oil, alkalies and 
most strong acids. A damp cloth wipes 
them clean. 

Ceilings of BAKELITE Rigid Vinyl Sheets, 
hung below fluorescent lamps, bathe rooms 


MAGNETIC TAPE for sensitive high-fidelity 
recording is made more useful through the use 
of BAKELITE Vinyl Resins. These materials are 
unaffected by handling, moisture, repeated reel- 
ing. “Scotch” Brand Magnetic Tape by Minne- 
sota Mining & Mfg. Co., St. Paul, Minn. 


From the land of sky blue waters. 


Signs by L. A. Goodman Mfg. Co., 131-145 W. 63rd St., Chicago 21, IIL. 


Threo-dimensioneal patterns for your new product ideas 


in diffused, glareless light. Drafting instru- 
ments made from them demonstrate their 
dimensional stability. Sturdy booklet bind- 
ings constructed from these materials 
prove their strength and durability. Beau- 
tiful lamp shades and decorative screens 
are laminated from them. Even packaging 
gets a lift from their use. 

BAKELITE Rigid Vinyl Sheets are avail- 
able in clear transparent, or colored trans- 
lucent and opaque. They come in several 
standard widths and thicknesses. Surfaces 
may have either a “calender,” matte, or 
press-polished finish. For detailed informa- 
tion, write Dept. ZO-6. 


FACE AND COVER for electric clock are 
BAKELITE C-11 Plastic, an acrvlonitrile-styrene 
copolymer. Finely detailed, tough, brilliantly 
colored, they combine structural and decorative 
functions. Molded by Telechron Dept. of Gen- 
eral Electric Co., Ashland, Mass. 


BAKELITE 


TRADE-MARK 


RIGID VINYL SHEETS 


/B\ 
rrave LOO) mark 
BAKELITE COMPANY 


A Division of 
Union Carbide and Carbon Corporation 


UCC 


30 East 42nd Street, New York 17. N. Y. 
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SAFETY HELMET made of glass fibers and 
BAKEI ITE Polvester Res n prote cts against he it 
up to 3000 deg. C., electricity up to 10.000 
volts. Resists chemicals. moisture. impact. Made 
by Automatic Plastic Molding Co.. Berkeley. Cal.. 
for the E. D. Bullard Co.. San Francisco 3. Cal 





M.:. than 2,000 “pins” blanket the map above. They 
represent an equal number of Texaco Distributing Plants, 
ready to serve you throughout all 48 States. Industry 
everywhere obtains through these plants the famous 
Texaco Lubricants and Texaco Lubrication Engineering 
Service that play so vital a role in keeping plants running 
efficiently and unit costs low. 

Wherever you are, whatever you produce, you can en- 
joy these benefits. Skilled Texaco Lubrication Engineering 


Service in partnership with dependable Texaco Lubricants 
can help you produce goods better, faster and for less. 


Ww w w 


Call the nearest Texaco Distributing 
Plant today and find out how Texaco can 
help you. | 

The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 


TE. XACO Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN... . TEXACO STAR THEATER starring DONALD O’CONNOR or JIMMY DURANTE on television 


. . Saturday nights, NBC. 





